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Jsed-Car Retail 
avs as Tradein 


slut Builds Up 


Even Wholesale Buyers 
Are Growing Scarcer; 
Easy °55 Terms Blamed 


By Robert M. Lienert 
Associate Editor 


oe warnings were hoisted 
along the used-car front last 
week as more signs pointed to 
rougher sailing ahead. 

With the spring selling season 
just unfolding, some market ob- 
servers said they have detected 
indications that used cars might 
be backing up—that the dizzy 
rate of new-car sales hasn’t per- 
mitted used-car movement to 
keep pace. 

“You can pass the sales buck only 
so long,” said one used-car opera- 
tor. “The volume new-car dealers 
just can’t keep on dumping tradeins 
wholesale because if they do, pretty 
goon there aren’t going to be any 
wholesale buyers. 

x * 

“A LOT of new-car dealers seem 

to think that wholesaling 

tradeins is like pounding sand in 

a rathole—that all this iron is just 

going to disappear. Well, somebody 
still has to sell it. 

“The way things are going now, 
pretty soon the wholesale buyers 
are going to have to hunt up 
somebody to buy wholesale- 
wholesale lots from them.” 


Most new-car manufacturers rec- 
ognize the used-car problem inher- 
ent in a volume new-car market 
and have anticipated the present 
situation. They have instituted or 
drawn up special programs de- 
signed to give their franchised 
dealers’ used-car operations a shot 
in the arm. 

The trouble—as most dealers are 
quick to say—is that it is still 
easier for a customer to buy a 
new car than a used car. The 
“downstroke is shorter” and the 
monthly payments smaller—though 
they run for a longer period. 

* 


* * 


dealer sketched his basic 

worry over the present. new-car 
situation this way: “If we have any 
Kind of recession 18, 24 or 30 
Months from now, a lot of half- 
way-paid-for cars will start falling 
in the laps of finance companies 
and dealers. History’s biggest crop 

(Continued on Page 4, Col. 3) 
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Top Cars 


! New-car registrations for one 
month plus 38 states for Febru- 


} ary: 

1955 Pos. Make 1954 Pos. 
1—138,178 Ford 120,997— 2 
2—120,703 Chev. 122,119— 1 | 
3— 73,553 Buick 38,360— 4 
4— 68,965 Plymouth 46,687— 3 
5— 57,815 Olds. 22,801— 7 
6— 52,271 Pontiac 35,626— 5 
7— 31,329 Mercury 33,750— 6 
8— 29,850 Dodge 16,744— 8 
9— Chrysler 12,898— 9 

10— 17,163 Cadillac 5,827—14 
— 13,127 DeSoto 9,634—11 

2— 10,022 Stude. 10,881—10 
18— 6,699 Nash 8,486—12 
M— 3,831 Hudson 4,099—15 
i 15— 3,167 Packard 5,9438—138 
16— 3,012 Lincoln 3,792—16 
Mm— 1,188 Willys 2,0387—17 
18— 288 Kaiser 718—18 

3,355 Misc. 2,265 

Total All Makes 
653,159 503,659 


j Further details on Page 42. 
4 — 
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First Quarter Output—'55 vs. ‘54 


(U. S. Production) 











Total Pet. of Total Pet. of Gain 
Output, ist Quarter Output, 1954 or 
1955 Total 1954 Total Loss 
CHRYSLER CORP. ................ 412,588 19.87 182,641 12.80 -+-6.57 
MEINE sbcdbatvessseynes secssssevcveutons 58,053 2.72 31,152 2.18 -+-0.54 
ID Gh occesindsiant.cinainlets 43,289 2.08 20,822 146 +0.57 
IES nitccobcantibesisisicas teterstie ote 99,397 4.67 31,094 2.18 2.49 
Plymouth 211,794 9.95 99,573 698 +-2.97 
FORD MOTOR. ...................... 556,712 26.15 468,229 32.84 —6.69 
ate dedeeabbiscveds hte udiscasessViusrste 438,608 20.59 369,620 25.92 —5.33 
RE Se Sener 11,094 53 12,937 91 —0.38 
SE cecclustasbicsietunsasioscoseves 107,010 5.03 85,672 6.01 —0.98 
GENERAL MOTORS .......... 1,044,398 49.05 706,319 419.53 —0.48 
SII scickiedifts sousbpeventccisisasensies 205,578 9.66 131,775 9.24 42 
eStores 43,016 2.02 25,767 1.80 0.22 
Chevrolet rites 481,042 22.58 358,769 25.16 —2.58 
Oldsmobile ..........0.000....c.. 157,266 7.39 90,908 6.38 +-1.01 
I sick asin sccxsarSenstehg 157,496 7.40 99,100 695 +0.45 
Total, Big Three .................. 2,018,648 94.57 1,357,189 95.17 —0.60 
AMERICAN MOTORS .......... 49,002 2.30 26,761 1.88 --0.42 
III <. <claicck dctsidotsteiaersnsthconcavie 19,379 91 6,365 43 +-0.48 
eT Sn a 29,623 1.39 20,396 145 —0.06 
KAISER MOTORS ............... 4,345 20 5,278 37 —0.1 
SEES - sv isabesichuh Asceeseivssaivedoconse | athadbiees” \ Skesdvusne 1,946 14 —0, 
MIS sc ebacietscdhetansicksicnucanetoutté 4,345 20 3,332 23 —O003 
i a 62,518 293 36,772 2.58 +9.35 
IEEE ieacerscetccaveueiostscwsdea te 19,664 92 11,6138 81 0.11 
Studebaker ......................00... 42,854 2.01 25,159 L77 0.24 
Total, Little Three .............. 115,865 5.43 68,811 4.83 /-+-0.60 
Total Cars, U.S. \............. 2,129,508 100.00 1,426,000 100.00 


ABSENTEEISM brought on by 
the Easter holidays cut slightly 
into production schedules last week 
as U. S. auto manufacturers assem- 
bled 173,310 cars, the lowest Yum- 
ber to come off the lines in four 
weeks. 


The previous week saw an alltime 


‘Spotlight’ Week: 
Seeks to Sustain 


‘Car Sales Boom 


ues spring perennial—the sea- 
sonal upswing in car sales— 
blossomed out with new impetus 
Easter Sunday as the first NADA- 
sponsored “Spotlight on Automo- 
biles” week got under way. 

From coast to coast, dealers in 
various localities planned new- 
model parades, open houses and 
| contests to fan still further the 
| strong sales trend ushered in by 
1955 models last winter. 
“Spotlight” week was conceived 
| by NADA with two main objectives: 
To promote the essentiality of ve- 
hicles and dealers, and to focus at- 





| run through Apr. 16. 
| * * * 

HE “Spotlight” celebration 

planned in Portland, Ore., was 
typical of the observances arranged 
in numerous cities. Portland dealers 
will stage a parade, burn junkers, 
conduct a mammoth open-air auto 
show and sponsor outings for boys 
from local orphanages. 

Auto company executives in De- 
troit joined NADA officials and 


tance of motor vehicles to the 
nation’s economy. Said N. K. Van- 


dent: 

“NADA is to be commended for 
\its fine efforts in bringing to the 
attention of the public the vital role 
the automobile plays in our Ameri- 
can way of life.” 

NADA mailed out 5,000 promo- 
tional “Spotlight” kits. 





|tention on the ’55 offerings. It will | 


dealers in heralding the impor- | 


Derzee, Hudson sales vice-presi- | 


| 
| 


ended Apr. 2. 








Productien Hits New Peak, 
Then Dips to 4-Week Low 


high of 178,123 cays roll from the 
lines, eclipsing the old mark of 
178,066 set during/the week ended 
March 26. 

In addition to the new-car pro- 
duction record, two other records 
also were set fluring the week 

ey were: 
1. A new U. S-Canada car-truck 
output mark of /}219,213 units, eras- 
ing the old mark of 217,416 built by 
he two countries during the week 
anded March 2 
. A new U./S. car-truck record 
207,040 units, erasing the old 
(Continued pn Page 49, Col. 3) 
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By in L. Whitmyer | 


Staff Writer 


ILE/Generak Motors and Ford 

Mofor Co. were forging ahead 

to alltiyhe car production records in 

the fiySt quarter, they paradoxically 

werd losing percentage ground to 
Chyysler Corp. 

On the production front, Chrys- 
er all but bagged a bull’s-eye on 
its goal of 20 percent of the in- 
dustry total during the January- 
March period of 1955. The four 
car divisions of Chrysler all com- 
piled gains as the corporation 
snared 19.37 percent of the first- 
quarter total. This contrasted 
sharply with the 12.8 percent slice 
with which Chrysler started out 
its 1954 relapse. 

On the other hand, GM and Ford 
Motor zipped past their old car 
volume peaks—only to suffer cor- 
porate percentage declines. Ford 
descended from 32.84 percent in 
1954’s initial quarter to 26.15 per- 
cent in the quarter just ended. GM | 
ebbed from 49.53 to 49.05 as Chev- | 
rolet showed a substantial share 
decrease. 





* * 


| 
As AN entity, the Big Three cap- 
tured 0.60 percent less of the | 
total industry output than it did) 
during the first quarter of 1954, | 
when 49.33 percent fewer cars were | 
built. | 
A record-breaking 2,129,508 cars 
were assembled during the first 
|quarter of this year, as compared 
| with the previous high of 1,892,622 
|built during the third quarter of 
1950. The industry produced 1,426,- | 
000 cars during the first quarter of | 
1954. 
The Big Three produced 2,013,- 
643 cars during the first quarter 
| to capture 94.57 percent of total 
| industry output. Last year the 
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Chrysler’s Car Output 
Achieves 20% Despite 
Records by GM, Ford 


olumes of Major Foes Fail to Stop 
Chrysleyp Recovery Drive in First Quarter; 
Little Three Share Rises to 5.4 Pct. 


same three concerns produced 


| only 1,357,189 cars, but copped 


95.17 percent of the total indus- 
try production. 


The Little Three produced 115,865 
cars, or 5.43 percent of total indus- 
try output, during the first quarter 
of this year, as compared with 68,- 
811 cars, or 4.83 percent, during the 
first three months of 1954. 

= * * 


* PRODUCED an alltime cor- 
poration high of 1,044,398 cars 
in the first quarter for 49.05 percent 
of total industry output. GM’s for- 
mer high for any quarter was 849,- 
739 cars, built in the second quarter 
of 1953. ‘ 


Aiding GM the most in the break- 
ing of the old mark of 821,800 cars, 
produced during the second quarter 
of ’54, was Buick, which hit a new 
alltime high of 205,578 cars as- 
sembled during the first quarter of 
this year. Its former record was 

(Continued on Page ‘8, Col. 1) 





Option-Dizzy Dealers 
Set Up Clearing Houses 

In view of the almost unlimited 
variety of options on 1955 models, 
dealers in some areas are setting 
up formal clearing houses with 
standard charges on exchanges. 

For example, one such clearing 
house charges participating deal- 
ers $15 a month and $2.50 for each 
car exchanged. 

While this further increases 
overhead, the trend to striking 
color combinations, combined 
with a great variety of equipment 
options, makes it mandatory, in 
the view of many dealers. 











ow Mansfield Sees Plymouth Future 


By/Bob Sheldon 
Agsociate Editor 
“W70U dan /eat an elephant if you 
chop up into little pieces.” 
That is the description applied 
to Chrysler Corp.’s divisionaliza- 


, perhaps is’ most directly con- | 
| cerned with its successful out- | 
| ecome—John P. Mansfield, presi- 
dent of Plymouth. 

The elephant bit serves Mansfield | 


as a guiding philosophy. It is a for- 





do well in business, although occa- 
sionally he ignores his own advice 
and tackles a whole pachyderm on 
the hoof. 

” ~ 


~ 
N REVIEWING the decentrali- 
zation moves that have given 


tion program by the man who | mula he proffers to all who would Plymouth a growing importance as 


New-car, truck registrations and 


Inside Automotive News... 


NADA to poll dealers on hot issues of Senate 


use coercion, yet circumvent restraint-of-trade 


Dodge unveils 22 new trucks with 12 horsepower 


e 
investigation. Page 2. 

@ Gasoline dealers tell 
laws. Page 2. 
ratings. Page 20. 

e 


New-car sales surge rewrites industry’s first- 
quarter record books. Page 4. 


auctions, Pages 6, 36. Production by makes, Page 49. 


| 
| 
| 









House probers that oil firms 








new-car prices, Page 42. Used-car 






jan entity in the 


Chrysler family, 
Mansfield also 
gave voice to 
these beliefs: 

1. The corpora- 
tion’s three-way 
system of car dis- 
tribution — with- 
out a separate 
franchise to cov- 
er the Plymouth 
end of a dealer’s 
operation — still 7 *- Mansfield 
seems the best way for Chrysler to 
market cars. 

2. Plymouth is becoming more 
and more the master of its own 

fate in the fields of sales, service, 
styling, engineering, manufactur- 
ing and advertising. 

3. An autonomous Plymouth divi- 
sion will be a boon to dealers. 

* s * 


4, THERE isn’t a dealer too small 
* to take a leaf from Chrysler’s 
(Continued on Page 4, Col. 1) 
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Parallel to Auto Distribution Woes Seen... 


Industry Eyes Oil ‘Monopoly’ Quiz 


By William Ullman 
Washington Correspondent 

WASHINGTON.—Auto observers 
last week kept a sharp eye on con- 
gressional investigation into 
charges that major oil companies 
exert monopolistic control over 
operators of gasoline stations. 

The probe took the form of 
hearings before the House Small 
Business subcommittee, headed 
by Rep. James Roosevelt, Califor- 
nia Republican. 

Witnesses charged that the major 
oil firms ruthlessly forced their 
products on the retail operators, 
fixed prices and squeezed many re- 
tailers out of business each year. 

Auto observers analyzing the tes- 
timony said they could see a 
parallel in the methods auto 
makers and oil companies use in 
controlling dealers—who are sup- 
posed to be independent, small 
businessmen. 

The committee, later on, may 
explore the distribution of auto 
parts. 

In opening the hearings, Roose- 
velt said that the nation has some 
200,000 gasoline station operators 
who lease their stations from the 
major oi] companies. 

“Many of these operators, in- 
dividually and through their state 
and national retail associations 
have complained to this commit- 
tee,” Roosevelt said, “that certain 
coercive, discriminatory and re- 
lated practices on the part of the 
major oil companies have de- 
stroyed their independence as 
small businessmen and their 
ability to survive unless they fol- 
low the demands and dictates of 
the major oil companies.” 

Roosevelt said that about one- 
third of the gasoline stations in 


N. Y. Postpones 
Start of State 


Auto Inspections 


ALBANY. — The Legislature has 
postponed until Dee. 1, 1956 the 
effective date of the State’s com- 
pulsory automobile inspection pro- 


gram. f 
The action left some 6,000 garage 


the country change ownership each 
year. He described the functions of 
the committee as being three-fold. 
The first, he said, was to deter- 
mine whether the charges against 
the oil companies are true. Sec- 
ondly, if the charges are true, to 
find whether the small businessmen 
have a present remedy under law 
and whether it is being endorsed 
by the proper government agencies. 
Third, to recommend any needed 
legislation. 
Of particular interest to many 
in the auto industry was testi- 
mony charging that the oil firms 
coerce dealers, and at the same 
time get around Federal legisla- 
tion banning restraint of trade. 
According to one account, here 
are excerpts from that testimony: 
(After testimony that an oil-firm 
representative chastised a retailer 
for handling items not wholesaled 





NADA Polling Dealers 


On Hot Probe Problems 


WASHINGTON.—NADA is poll- 
ing its membership on all con- 
troversial auto problems expected 
to be brought up in the Senate 
probe of the auto industry. 

After a busy week of meetings, 
NADA leaders came up last week 
with a membership questionnaire 
covering such hot a oo 
items as territorial security, boot- 
legging, phantom freight, and fac- 
tory-dealer relations. NADA offi- 
cers met Monday; the executive 

committee, Tuesday and Wednes- 
day, and the national affairs com- 
mittee. 


. Thursday. 





owners wondering whether they |. 


would get back the $25 fee they 
paid when they filed applications 
to become auto inspectors under 
the program. 

The inspection program is strong- 


ly opposed by Gov. AVerell Harri-|) 5) 


man. Another stumbling block is 
the State’s inability to enlist what 
it considers a sufficient number of 
garage owners. 

Some garagemen who invested 
money in new equipment for auto 
testing are protesting that they 
should be reimbursed by the State 
for any losses. 

The Legislature adjourned for the 
year on Apr. 2 after taking the 
following action affecting vehicles 
and highways 

Increased the gasoline tax to 6 
cents from 4 cents, and the Diesel 
fuel tax to 9 cents from 6. Increases 
to be effective Jan. 1, 1956 if the 
voters approve a $750,000,000 bond 
— for highway construction next 
fall. 


Rejected compulsory automobile 
liability proposals. 

Rejected a bill to repeal the 
weight-distance tax on trucks and 
—_—* an increased registration 
ee. 

Voted down a bill to increase 
truck charges under the weight- 
distance tax. 

Named the Thruway for former 
Gov. Thomas E. Dewey. 


Chrysler Opens 
N.Y. Retail Store 


NEW YORK.—A direct factory 
branch, Chrysler Manhattan Co. 
(Chrysler - Plymouth), has been 
opened at 1757 Broadway. 

President of the new outlet is 
Walker Way, who has been associ- 
ated with Chrysler for 23 years in 
various sales and advertising posts. 
Sales manager is Paul B. Johnston, 
formerly a zone manager for Pack- 
ard. 





to him by the parent oil firm.) 

Retailer—“W hat I buy is my 
business.” 

Oil-firm representative—“Oh, no, 
it isn’t.” 

Retailer—“Do you mean to tell 
me that I’m paying $175 plus an 
eighth of a cent a gallon a month 
rent, and what I buy isn’t my 
business?” 

Representative—“That’s right.” 

Retailer—“Do you mean to say 
that I can’t sell Prestone or even 
display it?” 

Representative—“No, I can’t tell 
you that you can’t sell it; we aren’t 
supposed to tell you what you can 
or can’t sell, but if you don’t coop- 
erate with us, things can be mighty 
rough for you.” 

Retailer—“In other words, I’m 
not supposed to buy anything but 
(oil firm’s) products. Is that right?” 

Representative—“If we were to 
come right out and tell you that 
you weren’t, we would be violat- 
ing the Haywood-Patterson Act 
and it would be against the law. 
So it’s like I told you a few min- 
utes ago; if a man can’t cooper- 
ate with the company, his record 
is determined unsatisfactory and 
he’s checked out.” 

Inquiry into the operations of 
major oil companies by congres- 
sional committees is not new. Sev- 
eral committees have looked into 
the situation, one of the most 
recent being an investigation by the 
Senate Small Business Committee 
last November. 

Charges made before the Roose- 
velt committee fall into seven prin- 
cipal categories: 

1. That oil companies engage in 

(Continued on Page 44, Col. 3) 





Guiding Packard Advertising Drive— 


Dan O'Madigan, Packard's general sales manager (left), discusses promotion ma- 
terial with Donald R. Stuart, sales manager. The pair will head up the largest adver- 
tising and scales promotion program in Packard history, which was launched recently 
in Detroit when they met with 200 dealers from a five-state area. The meeting was 
the first of 19 scheduled in major cities during a three-week period. One phase of 
the program, built around promotion of the firm's torsion suspension system, calls 


for a 50 percent increase in newspaper advertising, the company said. 


WASHINGTON.—Trade associa- 
tions must guard against too much 
zeal in protecting their members 
from competitive injury or risk en- 
dangering competition vital to the 
American economy, says Edward 
Howrey, chairman of the Federal 

Commissi 


Trade on. 

Addressing the antitrust law 
division of the American Bar 
Assn., Howrey declared that 
while trade associations should 
give members information that 
will help them market their prod- 
uct more intelligently, 
must avoid any activity ha’ 


have played an important part in 
the relations of industries and the 


FTC. 

Howrey praised their efforts in 
arranging for trade practice confer- 
ences which formulate industry- 
wide rules for fair practice and 
added that they could make vital 
contributions by periodically check- 


‘Beware of Price-Fixing’ 


FTC Chairman Warns Trade Groups Against 
Endangering Competition 


ing the adequacy of the rules and 
advising the FTC if revisions are 
needed. 


“Unfortunately, however,” How- 
rey observed, “the activities of 
trade associations in connection 
with our trade practice conference 
work have not always been on the 
plus side; sometimes their interest 
has been a disguised effort to cir- 
cumvent the law.” 


He noted that about six months 
ago the FTC ordered a broad 
survey of recent merger activity 
to determine its dimensions, mo- 
tives and effects. This study, he 
said, is expected to provide an- 
swers to such questions as 
whether recent mergers were 
prompted by the desire for prod- 
uct diversification, the desire to 
lessen competition, or which rea- 
sons motivated them. 

He said that recent merger ac- 
tivity has been particularly preva- 
lent in the baking, dairy, chemical, 
metal and automotive industries. 
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Chevrolet ine in 3-D— 





_ 


A giant, three-dimensional replica of a 1955 Chevrolet, weighing about 300 pounds, 
is hoisted onto a 16 by 50 foot billboard in Detroit. The display is designed to 


create the impression of a real car parked 


on the sign. Actually, the plastic replico— 


the size of a car-and-a-half—protrudes only a foot from the board. Chrome trim is 
simulated by a coating of aluminum leaf. Displays are planned in major cities. 
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Auto Credit Up $182 Million | 
To Lead General Rise 


WASHINGTON. — Automobile 
credit lcd the way in a February 
increase in consumer credit out- 
standing, according to a report by 
the board of governors of the Fed- 
eral Reserve System. 

Installment credit rose $72 mil- 
lion during February to an esti- 
mated $22,508 million, an increase 
of $254 million over the same 
month in 1954, the report said. 

Automobile paper totaled $10,641,- 
000 in February. That represented 
increases of $182 million during the 
month and $631 million during the 
preceding 12 months, according to 
the Federal Reserve figures. 

Actually, the overall February in- 


| crease in consumer credit was con- 


fined to advances in auto credit and 
personal loans. Sharp contra-sea- 
sonal increases in those two cate- 
gories more than offset seasonal 
declines in other consumer goods 
credit and repair and moderniza- 
tion loans, the report said. 
Increases in auto credit were re- 
ported in February for all types of 


| lending institutions. 


Sales finance companies led the 
way with an increase for the 
month of $106 million. Commer- 
cial bankers were next, with an 
increase of $57 million, followed 
by other financial institutions, 
with $12 million, and dealers, with 
$7 million. 

The rise continued a trend which 


| began in December, 1954, and re- 


Business 
Barometer 


Auto Production—201,322 cars, 
trucks in week vs. 141,753 year ago. 

Business Failures—237 in week 
vs. 267 year earlier. 

Jobless Claims—1,655,300 claims 
for week vs. 2,176,200 a year ago. 

New-Car Sales — 653,159 tabu- 
lated to date for 1955 vs. 503,659 a 
year ago. 

New-Truck Sales — 94,604 tabu- 
lated to date for 1955 vs. 94,538 a 
year ago. 

Oil Stocks — 263,943,000 barrels, 
an increase of 2,224,000 in week. 

Soft Coal Output—7,910,000 tons 
for week vs. 8,050,000 week earlier. 

Steel Output — 94.3 percent of 
capacity estimated vs. 94.4 last week. 

Treasury Bills—1.466 per year 
discount vs. 1.374 week before. 

Used-Car Prices—$851 in April 
to date vs. $868 in March. 

* * «& 


Common Stocks 


Apr. Mar. 1955 
7 30 High 


13% 
74%, 
107% 
4% 
15% 


Am. Motors 11%, 
Chrysler 73% 
GM 95% 
Kaiser 3% 3% 
S-P 12% 12% 


39.20 38.45 


Wy 
72% 
93 Ye 


Average 


versed the decline in auto credit 
during the fall months of last year, 
the report said. 

Figures in the report made clear 
@ major shift in the auto finance 
picture. In the 12 months ended 
Feb. 28, commercial banks showed 
a decline of $14 million in auto 
paper. 

Increases during the 12-month 
period were: Dealers, $34 million; 
other financial institutions, $52 mil- 
lion, and sales finance companies, 
$559 million. 


Dealer Cancelled 
By Ford Loses 
In Third Trial 


CINCINNATI. — In a directed 
verdict, a District Court jury has 
ruled against Busam Motor Sales 
in its $105,000 damage suit against 
Ford Motor Co. 

After six days of testimony, 
Judge Lester Cecil said there had 
been no evidence to support the 
Busam contention that there had 
been no impropriety involved when 
Ford cancelled the firm’s franchise 
in 1947. 

Robert N. Gorman, Busam’s at- 
torney, had charged that Ford Mo- 
tor Co. was guilty of breach of faith 
and illegal procedures. 

J. Mack Swigard, Ford attorney, 
said that his client had a right to 
terminate the sales agreement un- 
der the circumstances. 

It was the third time the case 
had been heard in District Court. 
In 1949 a jury awarded Busam 


$87,000 but the verdict was set aside | 


on the ground that the decision was 
not supported by the evidence. The 
case was tried later by the Sixth 
Circuit Court of Appeals, which or- 
dered the third trial. 


‘Bait? Ad Curb 
Rejected in N.Y. 


ALBANY, N. Y. — A bill which 
would have given the state attor- 
ney-general new powers against 
unfair trade practices and fraudu- 
lent advertising was defeated by 
the New York state legislature 
prior to adjournment of its 1955 
session. 

The rejected measure would have 
empowered the attorney-general to 
obtain injunctions against so-called 
“bait” or fraudulent and deceptive 
advertising and other fraudulent 
or unfair trade practices. He also 
would have been empowered to sub- 
pena witnesses and to grant them 
immunity from prosecution. 

Maine and Tennessee have 
adopted laws restricting “bait” ad- 
vertising. 


GE to Buy Twenty Ramblers 


DETROIT.—General Electric Co. 
has contracted to purchase from 
Nash 20 fully-equipped Ramblers 
for prizes in a six-month campaign 
sponsored by its vacuum cleaner 
and fan department. Winners will 
have choice of models. 
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R. I. Dealers Reminded .. . 


Poor Selling Leads 


| Dealers tell me 


By John 0. Munn 





IF YOU purchased a gift for your 
wife when you attended the Chi- 
cago convention, you probably pro- 
cured it from Marshall Field. If 
your wife was along, she probably 
patronized that store because a gift 
from Marshall Field gives institu- 
tional prestige that often exceeds 
the value of the gift in the recipi- 
ent’s mind. 

The same merchandise could be 
purchased in many other stores in 
Chicago at the same or even at a 
lower price. But you obtained with 
the purchase assurance of its value. 
You weren’t taking a chance. That 
brought you satisfaction. 

This is a good illustration that 
a company which enjoys the con- 
fidence of the public is a pre- 

ferred place to do business even 
though the merchandise is avail- 
able elsewhere. It is also an illus- 
tration of the benefiits that come 
to a merchandising institution 
from years of square dealing. 

It is an example, too, how square 
dealing is not enough to attract the 
public or to build consumer accept- 
ance, because Marshall Field over 
the years has spent much of its 
advertising money not on advertis- 
ing goods for sale but in promoting 
its institution as a preferred. place 
to do business. 

Will history record that automo- 
bile dealers have been so preoccu- 
pied in selling and advertising prod- 
ucts that they have largely over- 
looked telling their own wonderful 
story to their community? 

* * a 


After the Sale 


ARSHALL FIELD'S big invest- 
ment is only in merchandise 
inventory and display equipment. 
There is little investment to take 


Indiana Dealers 


Meet This Week; 
Yarnall to Speak 


INDIANAPOLIS.—Frank H. Yar- 
nall, NADA president, and Indiana 
Gov. George N. Craig will be fea- 
tured speakers when the Automo- 
bile Dealers Assn. of Indiana holds 
its annual convention here this 
week. 

According to ADAI Executive 
Vice - President Herman Schaefer, 
the theme of the convention will 
be, “Revive Profits in °55.” The 
convention will take place Wednes- 
day and Thursday at the Claypool 
Hotel. 

The Hoosier dealer who has made 
the greatest contribution to his 
community’s well-being will receive 
the annual Herman Goodin civic 
service award during the meeting. 

ADAI President E. G. Sims will 
deliver the annual report on associ- 
ation activities, and there will be 
make advisory committee meetings. 

Another convention speaker will 
be Dr. W. H. Alexander, pastor of 
Oklahoma City’s First Christian 
Church and a former Republican 
candidate for the U. S. Senate. 
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care of the needs of the customer 
after the goods have been sold. 

It is the reverse with the auto- 
mobile dealer. On the average, 
NADA reports, dealers have $100,- 
000 invested not in merchandise but 
in facilities for taking care of pros- 
pects after they have become cus- 
tomers. 

But dealers’ promotion, all 
through history, has been devoted 
largely to products that are for 
sale elsewhere, nearby, and little 
to interpreting their organization 
as a purveyor of what the auto- 
mobile public really buys—satis- 
factory miles of personal trans- 
portation. Perhaps this fact indi- 
cates one of the reasons why we 
are in this period of profitless 
prosperity. 

Because we have seldom told our 
story, and the extent and the im- 
portance of our operation to the 
automobile buyer, is why a used- 
car dealer has become new-car 
competition. It is the principal rea- 
son, too, why the low - overhead 
franchised dealer can be so success- 
ful with a price appeal. 

If a buyer can be led to realize 
that more than price enters into 
the purchase of a car, the invest- 
ments of the service dealer would 
be much enhanced. But the buyer 
is never going to realize this until 
the automobile dealer tells his 
story. 

There is every indication now 
that the tide is changing, at least 
to a degree, because more and more 
responsible dealers are helping the 
public realize that it does make a 
difference to the buyers where they 
buy their car. 

As an example of this kind of 
approach, I am quoting a three- 
column, 10-inch newspaper adver- 
tisement of McLendon Motor Co. 
(Ford), Liberty, Tex. The adver- 
tisement used type only, with lots 
of white space between the lines 
and surrounded by white space an 
inch wide at the side of the text. 
This made it stand out on the 
newspaper page. 

* 7 


All May Use Copy 


= advertisement is not copy- 
righted, and you are perfectly 
free to use it. If you are not erect- 
ing a new building, the reference 
to new construction can be elim- 
inated. The ad follows: 
WE ARE MEETING 
THE CHALLENGE 
Of Motordom’s 
Biggest Year! 

It is going to require more facili- 
ties, manpower, equipment, parts, 
materials, space in the automobile 
service business this year. 

A greater number of registered 
cars than ever before and a far 
greater number of older vehicles 
than ever before constitute a clean- 
cut challenge to the motor car serv- 
ice industry. 

The franchised automobile deal- 
er is still the outstanding, respon- 
sible, permanently established, 
local source for motor vehicles 
and service. Those who operate 
cars in his community and those 
who purchase new or used cars 
from him have the right to ex- 
pect dependable, low-cost, prompt 
service backed by adequate re- 
sources at all times. 

Our investment of money and ef- 
fort in this community will always 
measure fully up to your need. We 
are making ample preparations for 
the increased demands that will 
surely be made upon all local auto- 
mobile dealers. Construction is 
moving forward rapidly on our new 
building with over 18,000 square 
feet of floor space. Installation of 
modern, new equipment will begin 
soon. 

Look to us for new Ford cars and 
trucks and used cars, every modern 
service operation, counsel, and a 
friendly, sincere will to meet all 

your motoring requirements through 
1955. 

Sales FORD. Service 
McLENDON MOTOR COMPANY 
W. E. McLendon 

Liberty, Texas 
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Stellar Seller— 


Ace salesman Sherman Poe (second from 
right), and Mrs. Poe hold up a sign which 
pretty much makes the above photo self- 
explanatory. Poe's sale of over 150 Stude- 
bakers in January and February not only 
won him an expense-paid week in Miami, 
but also put him in the Studebaker Honor 
Club. Dealer Hardy Richardson sees Poes 
off on trip south. 








To Declining Profits 


PROVIDENCE. — (UTPS) — Poor 
salesmanship can only lead to lost 
sales — with resultant lost profits, 
according to Paul M. Millians, vice- 
president of Commercial Credit Co. 

Speaking to 300 dealers and 

guests at the 45th annual meeting 
of the Rhode Island Automobile 
Dealers Assn., Millians said that 
dealers must take time out to re- 
view the fundamentals of their 
operation to secure more profit. 

He said dealers should repeatedly 
ask themselves, “How am I equipped 
for infighting?” 

Millians reminded dealers that 
profit can be increased by training 
salesmen, by courteous and efficient 
service, by good management atti- 
tudes and by sound “quality of 
credit” terms. 

Declaring that “the goose that 
lays the golden egg for business is 
repeat business,” he urged dealers 
to work for profit and not for vol- 
ume. 

Millians asserted, “By the mag- 


Time Cuts Down Wheelers, 
Montreal Dealers Told 


MONTREAL. — Time will take | Perrault, Emile Clermont, G. 
care of dealers who give away their| Gohier, George Henderson, E. L. 


profits, Russell Newell, retiring 
president of the Montreal Automo- 
bile Trade Assn., said in his final 
report to the group. 

“We know that some dealers in 
certain spots in the country get 
panicky and go to very high ex- 
penses in their local newspapers 
to give away their profits,” 
Newell said. 

“We know also that only time 

will correct these conditions.” 

Newell said that dealers are the 
greatest sales force in the country 
and that there are no difficulties in 
the trade that the trade itself, “by 
united action,” cannot overcome. 

Following are the association’s 
new officers: 

President, Roger Langlois; first 
vice-president, R. M. Everson; sec- 
ond vice-president, Charles Robert; 
honorary treasurer, Wilfrid Page; 
honorary secretary, Roland Begin, 
and secretary-manager, Raymond 
Lague. 

Directors are J. D. Spencer, R. 


Time Sales ‘Pack’ 
Vetoed in Arkansas 


LITTLE ROCK, Ark.—Gov. Fau- 
bus last week vetoed an Arkansas 
bill which would have legalized dif- 
ferentials between cash and install- 
ment sales prices. Auto and appli- 
ance dealers had advocated the 
measure as a MOve to permit mer- 
chants or finance companies to be 
compensated for the added expense 
of carrying installment paper. 

In rejecting the bill, the governor 
said it would permit “the owner or 
dealer of personal property to 
charge a different price for the 
property if sold on credit than 
would be charged if sold for cash 
... and it is my opinion that this 
bill seeks to do what is forbidden 
by the (state) constitution. The 
constitution permits an _ interest 
rate of not more than 10 percent on 
credit sales.” 


Held Cited 
Dealer, 93, Is Honored 


By Chevrolet 


KENYON, Minn.—Chevrolet has 
honored Frank G. Held, 93-year-old 
owner of F. G. Held Chevrolet Co. 
here, by presenting him with a 
plaque in recognition of his 41 years 
as an auto dealer. 

Held’s son, Harland, is associated 
with him as manager of the dealer- 
ship. The elder Held is also presi- 
dent of the Security State Bank of 
Kenyon. 


Reinauer Leaves $300,000 

OKLAHOMA CITY. — Property 
valued at $300,000 was left by Fred 
Robert Reinauer, former part owner 


E.W.McLendon|in Reinauer Bros. Motor Co. 


(Studebaker), who died Feb. 9. 





Trenholme and J. R. Wilhelmy. 

On the advisory committee are C. 
D. Taylor, P. O. Messier, E. A. 
Everson, George Clermont, L. W. 
Latimer, R. B. Perrault, D. A. 
Amory, F. Jarry, H. E. Larman and 
Paul Des Chatelets. 


Roland Racine is labor advisor. 


Conn. Legislature 
Asked to Curb 


Finance Fees 


HARTFORD, Conn. — Connecti- 
cut auto dealers and finance agen- 
cies are asking the State Legisla- 
ture here for curbs designed to help 
protect the public against “gougers” 
and “chiselers” who might load un- 
necessary finance charges onto car 
buyers. 

The auto representatives appeared 
before the legislative committee on 
banks to urge that finance charges 
on new cars be limited to $6 per 
$100 annually and on used cars to 
$12 per $100 yearly. 

Among supporters of the pro- 
posal were State Bank Commis- 
sioner Henry Pierce, Motor Vehicle 
Department spokesman and Carl 
R. Lane, executive vice-president 
of the Connecticut Automotive 
Trades Assn. 

One witness was a used-car buyer 
who claimed that he was “high- 
pressured” into paying finance 
charges of $95 for a $495 vehicle. 

Lane told the committee that 
some 240,000.car sales, or about 68 
percent, in Connecticut last year 
were made on a financed basis. 


ic of its research and productive 
processes, the automotive indus- 
try has become the largest single 
force socially and economically in 
the country.” 

Gov. Dennis J. Roberts thanked 
the Association for its leadership in 
legislation dedicated to the best in- 
terests of the state. 

Laure B. Lussier, state registrar 
of motor vehicles, congratulated the 
dealers for their support of the 
compulsory motor vehicle inspec- 
tion law now before the General 
Assembly and for their previous 
support of the safety responsibility 
law, on the books since 1953. 

Leo B. Carey, elected to his 
second term as association presi- 
dent, said the Association serves 
dealers by acting as their united 
voice, by developing national pro- 
grams and policies in cooperation 
with NADA and by providing 
other needed services. 


“There is business enough for 
every dealer in the state,” he said, 
“and if every dealer in Rhode Island 
would become profit-minded instead 
of bargain- minded, I believe we 
could all be successful.” 

Other officers elected were John 
M. Dunne (Ford), vice-president; 
Philip A. Desrochers (Chevrolet), 
treasurer; Harry Sandager (Ford), 
bulletin editor. Margaret Boodry is 
the group’s executive-secretary. 

Harold A. Lanphear, retired 
Oldsmobile dealer who served as 
an officer of the association for 
33 years, was presented with a 
resolution honoring him for his 
work on the national, state and 
local levels. He was also named 
an honorary life director of 
RIADA, 

Elected directors were Thomas A. 
Clarke, Eugene J. Brady, Robert 
W. Pierce, Frank W. Blaney, Frank 
L. Hurd, Philip R. Graves, Charles 
Steingold, Samuel White, Berthelot 
A. Leclaire, Fred G. Halbig, Joseph 
L. Nunes, David F. Fitzgerald, Man- 
uel F. Cardoza, Frank A. Morrone, 
George M. Westlake, Fred W. 
Smith, Frank J. Kohl, Eugene B. 
Moone, Julius L. Abrams, Ellis P. 
Hawkes jr., C. George DeStefano 
and Wallace A. Sefsick. 


Plymouth Dealers 
Elect Barnett 


MINNEAPOLIS. Harold Barnett, 
River-Lake Motor Co., has been 
elected president of the Twin City 
Plymouth Dealers Assn. 


Other officers include Bernie 
Jones, Town & Country Motors, 
Minneapolis, treasurer; Oscar E. 
McGahey, McDonald Motor Sales, 
St. Paul, secretary. Directors are 
William McKinsley, Hopkins Motor 
Sales, Hopkins, Minn.; Terry Jones, 
Central - Hennepin Motors, Minne- 
apolis; and, Harold Queenan, Het- 
field-Queenan, Inc., St. Paul. 


On the House .. . 


According to NADA, there’ll be lots of new-model 
parades, junker bonfires and open-air auto shows 
this week as the nation celebrates “Spotlight on 
Automobiles Week.” Thousands of dealers are coop- 
erating, NADA reports, and the week will be adver- 

‘ tised on radio, TV, in newspapers and on billboards 
. .. Philadelphia dealers are planning two outdoor 
auto shows for May; Jack Morrison and Matthew 
Slap will head the Northeast show, while Ray Scott 
will chairman the Main Line exhibit .. . 


Maurice J. Grant, Manchester Lincoln-Mercury 


Wemhofft 


dealer, replaces J. Harrison Cavanaugh, who has 
resigned as New Hampshire’s NADA director ... 


Evanston, Ill., has adopted new ordinance plug- 


ging loopholes in its Sunday closing law. . 


. Chicago association 


has added eight new members, Virginia trade group has taken in 
six new dealers, while North Carolina reports seven new mem- 


BOTS ca" 


Ray Stout has been appointed chairman of the Utah Safety and 
Highway committee, with the following dealers as co-workers: Miles 
Morris, Leon Packer, Mardell Garrick, Ernest Hansen, Burton Fisher, 
Ruel Redd and Paul Vincent . .. Dealers are warned that a concern 
by the name of Willens & Co., Chicago, is sending unordered pack- 
ages containing key tags to unsuspecting dealers. 


—Pete WemMuorr, Editor, 
Automotive News 











4 


Autonomy Called Dealer Boon .. . 


How Mansfield Views 
Plymouth’s Future 


(Continued from Page 1) 





book and benefit by decentralizing 
his own business. 

With his penchant for simplify- 
ing a task, Mansfield chops up the 
elephantine word “divisionalization” 
and arrives at this interpretation: 

It is the process of providing a 
man with the authority and re- 
sponsibility he must have in order 
to perform his function properly. 

At the division’s headquarters on 
Lynch Rd. in Detroit, this means 
that Plymouth for the first time is 
receiving the authority and respon- 
sibility it needs to gain the utmost 
efficiency from its plant and man- 
power resources, Mansfield says. 

cd os * 

| red example, Plymouth now has 

its own fiscal] setup, divorced 

from the central bookkeeping at 

Chrysler Corp.’s Highland Park 
citadel. 

Plymouth thus can keep track 
of the lowliest night-shift fore- 
man’s contribution to corporation- 
wide efficiency. Such pinpointing 
wasn’t possible under the cen- 
tralized control that formerly ex- 
isted. 

The only thing that makes it 
possible now, Mansfield explains, is 
the “decentralization of manage- 
ment on the operating level.” 

The overall goal, Mansfield says, 
is to find a better way to operate 
Chrysler Corp. And Plymouth is 
only one unit of Chrysler Corp. 

ad * ca 


WLYMOUTH and the other divi- 

sions now buy and sell products 
among themselves. They haggle 
over prices and try to match or un- 
dercut those quoted on the open 
market. 

This is helping keep costs down. 
In the old days, the various divi- 
sions supplied one another on a 
quota basis and let some central 
authority worry about costs. 

For some time, Plymouth has 
handled its own wholesaling of 
cars and has conducted its own 
factory and dealer co-op adver- 
tising campaigns. 

It is getting the jump on Chrys- 
ler’s other car divisions in the de- 
centralization of service operations. 
For more than a year, Plymouth 
has been building up a service de- 
partment and field forces to work 
with dealers. 

* * * 
Bu some procedures, Mansfield 
notes, must remain under cen- 
tral supervision. 

Two of these are styling and en- 
gineering. Broad concepts are for- 
mulated by corporation staffs and 
then tailored by the divisions to 
meet their own needs. 

One outstanding development 
which represents this type of 
teamwork, Mansfield says, is the 
hemispheric -dome engine. Once 
adopted in its basic form, this en- 
gineering idea was passed on to 
the divisions for refinement. 

Today, Plymouth has two engi- 
neering staffs of its own—one to 
work on current problems and one 
to anticipate future needs. Research 
on the ever-changing tastes of the 
public is carried out by means of 
“dream-car” shows, surveys and a 
careful scrutiny of competitors’ de- 


signs. 
* * * 


rs BEHALF of all the divisions, 
Plymouth for eight years has 
been training dealership mechanics 
through the Master Tech program. 

“We're not just building centers 
where dealers may someday send 
their crews,” Mansfield observes. 
“We're years ahead in our ap- 
proach to the service problem be- 
cause we have taken our product 
schooling right into the dealer- 
ships.” 

As regards the rumored possibility 
of a separate franchise for Plym- 
outh dealers, Mansfield said: 

“This is a question we have been 
studying for years and will con- 
tinue te study. We have 25 or 30 
people constantly studying the mar- 
ket for us, and this three-way dis- 
tribution plan of ours, which came 
into being in the depths of the de- 
pression, still appears to be the best 
way We can match the capacity of 


| cated. 
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our plants with a given sort of 
market.” 

* * * 

To Chrysler-Plymouth, DeSoto- 

Plymouth and Dodge-Plymouth 

franchise lineup came about as an 

emergency move, Mansfield indi- 


“At the time of the crash,” he 
said, “we had about 100 exclusive 
Plymouth dealers in the field. We 
thought then that we should give 
each of our dealers a lower-priced 
car to handle. It has worked out 
very satisfactorily, even to this 
day.” ; 

But now that Plymouth is receiv- 
ing a status equal to that of the 
other divisions, and will be per- 
forming many new duties, how will 
it be able to exercise jurisdiction 
over its dealers without a special 
sales agreement? 

“We've had no trouble getting 
along all these years,” said Mans- 
field. “Our work doesn’t conflict 
with that of fieldmen from the 
other divisions because the person- 
nel are primarily product men, with 
no interests outside their own line. 

: * * 
DON’T need and don’t want 
a ‘club’ to hold over the heads 
of our dealers. 

“We get our dealers to cooperate 
by helping them make the Plym- 
outh side of their business profita- 
ble. We sell them the profit oppor- 
tunity that lies in the Plymouth 
car. If there’s any dealer who 
doesn’t want to handle Plymouth, 
that’s all right with me. But I don’t 
know of any.” 

Mansfield denied reports aris- 
ing in some quarters that some 
exclusive Plymouth franchises 
had been granted recently. There 
are no U. S. outlets retailing 
Plymouths alone, he said. 

Mansfield feels that any progress 
toward greater efficiency achieved 
by Plymouth, or Chrysler Corp., 
eventually will be shared by dealers. 

He says that dealers no longer 
have to go through a “second 
party”—Chrysler, DeSoto or Dodge 
—in bringing their problems to the 
attention of Plymouth. 

* ~ cs 


MANSFIELD urges all dealers 
to do some “decentralizing” of 
their own. 

“Too many dealers are trying to 
do everything themselves,” he says. 
“They should try to delegate some 
of the responsibility and authority 
for getting things done. No dealer- 
ship is too small for that, because 
every dealership has someone work- 
ing for it besides the dealer. 

“A dealer should name a sales 
manager, a used-car manager, 2 
service manager, a comptroller. 
He should give each a goal to 
fulfill and then let him go ahead 
and do it.” 

Mansfield himself has many irons 
in the fire. As president of Plym- 
outh, he does not restrict himself 


to high-level contacts. He does, as 
(Continued on Page 48, Col. 3) 








Optimists Honor Braden— 


Maurice Perkins (left), Louisville Chrys- 
ler dealer and president of Optimist In- 
ternational, pins —. M. Braden, general 
sales manager of Chrysler, making him an 
honorary member of Optimist. Braden was 
called “the most optimistic sales man- 
ager." Detroit's Mayor Albert E. Cobo 
(center), joins in the ceremony. 








Plymouth Body Plant Expands— 

Giant stamping presses are shown being installed as part of Chrysler Corp.'s | 
modernization and expansion program at its Mack Ave. plant in Detroit. The program 
is designed to increase production capacity for Plymouth car bodies. Enlargement of 


Used-Car Turnover Lags 
As Tradein Glut Arises 


(Continued from Page 1) 


of used cars will develop overnight. 
I hate even to think about it.” 


One indication that the dealers 
may have good cause for worry 
over a used-car backup developed 
in Automotive News’ index of 
wholesale auction prices last 
week. 

The average price of all cars sold 
at such auctions plummeted $17 to 
$851 last week. The market had not 
suffered a week’s loss larger than 
that since the index of Oct. 11, 
1954. 


There also were signs of trouble 
in the way the cars were moving in 
the arena. At a group of represen- 
tative outlets, sales averaged only 
67 percent of the offerings. In pre- 
vious weeks the sales ratio had 
been 74 and 78 percent. 


Auction operators reported an 
obvious choosiness on the part of 
buyers and said that bidders 
backed off on anything except 
really choice, ready-to-peddle units. 

* * * 
N A SURVEY of new-car dealers, 
Automotive News found that 
used-car stocks averaged a 27-day 
supply as April got under way. It 
must be remembered, however, that 


GM Plans Clinics 
On Reconditioni 


Of Used Cars 


DETROIT.—Plans for the largest 
and most comprehensive series of 
used-car appearance clinics ever 
conducted for General Motors deal- 
ers have been announced by W. F. 
Hufstader, GM distribution vice- 
president. 

The clinics, to be staged in co- 
operation with GM’s car divisions, 
will be held at GM’s new training 
centers across the country. 

“This activity will be introduced 
to dealers and used-car managers 
at more than 100 dealer meetings 
that will be held in 28 training 





centers early in the spring,” Huf-| & 


stader said. 
He said GM expected to train} 
more than 10,000 dealer employes 
in the latest techniques of used-car 
appearance reconditioning. 
Those attending the clinics, he 
said, will perform interior and ex- 





terior appearance operations of all 
kinds. New methods of sheet-metal 
repair, utilizing plastic materials, 
will be introduced, he said. 


most of these stocks had been kept 
in hand through wholesaling. 


If the wholesale demand should 
slacken suddenly, the used-car 
stocks of new-car dealers would 
quickly zoom and this would tend 
to slow up new-car activity. 


New-car dealers who were at- 
tempting to retail their own used 
units reported uphill going. Nearly 
all emphasized these four necessary 
steps to retailing used cars in to- 
day’s market: 

1. Extensive reconditioning. 

2. Heavy advertising. 

8. Aggressive selling. 

4. Attractive pricing. 

One dealer said he had perked up 
used-car sales by stepping up re- 
painting—using two-tone and three- 
tone combinations of colors usually 
identified with ’55 models. 

A Big Three dealer in California 
neatly summed up a good used-car 
operation when he was questioned 
on his used-car policy. He said: 

“We make a decision the day a 
tradein arrives whether to junk, 
wholesale or retail and we start 
IMMEDIATELY to carry out this 
decision. We display well and we 
advertise. We really do these things 
(not just talk about them) and we 
have good movement.” 


‘Sales Records 


Tumble Down 


Retail Deliveries 
Zoom During Month 


DETROIT. — Manufacturers last 
week continued to announce retail 
sales of proportions breaking or 
threatening records. Among them 
were the following: 


BUICK 


Buick dealers delivered 72,932 
cars in March, marking the second 
consecutive month a sales record 
was established, according to Ivan 
L. Wiles, general manager. 

The previous monthly record, 
he said, was 59,535 deliveries in 
February. Deliveries in the final 
10 days of March, he said, 
amounted to 28,111 units, a new 

10-day record. 

Retail sales for the first quarter 
amounted to 186,223 cars, Wiles 
said, and are running at a current 
rate of 2,800 daily. 


FORD 


Since the 1955 Ford line was in- 
troduced Nov. 12, new divisional 
records have been set by the sale 
of more than 710,000 units, accord- 
ing to Robert S. McNamara, gen- 
eral manager of Ford division. 

Sales during January, February 
and March have broken all Ford 
| car records for those months, he 
| said. 

Overtime production of Ford cars, 
he said, equals 30 percent of regular 
time. 

MERCURY 


Mercury sales in March set an 
alltime monthly record, J. E. Bayne, 
| general sales manager of Lincoln- 
Mercury division, said last week, 
| by totaling 35,558 units. 

Best previous month in Mercury 

| history, he said, was September, 

1953, when sales totaled 34,768. 

Sales in the first quarter of 1955 

set a record for any first quarter, 
he added, when 89,560 new cars 

| were delivered, beating by 18 per- 
cent the previous record of 75,444 
units in the first three months of 
1954. 

In addition, he said, Lincoln-Mer- 
cury dealers sold 55,592 used cars in 
March, more than in any other 
month in history. The previous rec- 
ord used-car month was October, 
1953, when the total was 48,337. 


WILLYS 
Export sales of Willys utility ve- 


hicles increased 8.9 percent in the 
(Continued on Page 44, Col. 4) 


Ohio, Dallas Zones 
Switched by Nash 


DETROIT.—Roy Abernethy, sales 

vice-president, announces that Nash 
Motors’ Cleveland and Cincinnati 
|zones have been transferred from 
| the eastern to the central sales di- 
vision, and the Dallas zone has been 
switched from the central to the 
western division. 

D. L. Kimber is manager of the 
Cleveland zone, R. M. Hendrixson 
of the Cincinnati zone and R. J. 
Sanford of the Dallas zone. 











S-P Launches Training Sessions— 


A group of field service representatives 
Packard's service department's advanced 


study stripped-down engines at Studebaker 
training sessions held in South Bend. The 


sessions launched a new series of training activities by the company. In the dari: 
suit at center is Roy B. Bender, Studebaker-Packard service manager. The South Benc 
meetings were followed by New York sessions, with the western schedule set for 


San Francisco. 
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Over 100 Million Safety Messages 


... urging your customers to check, repair and 
trade their cars regularly 


Dealers all over America are profiting from Universal 
C.1.T.’s program to make drivers more safety-conscious 
and maintenance-minded through newspaper stories 
like those above, which have appeared in thousands of 
publications throughout the country. 


Universal C.I.T. has also prepared and placed maga- 
zine articles and stories for radio news broadcasts. In 
addition, Universal C.I.T. executives have spoken in 
behalf of highway safety on numerous local and net- 
work radio and television programs. We estimate con- 
servatively that more than 100 million of these safety 
messages have been seen and heard by car owners all 
over the country! 


Besides aiding the important cause of automotive safety, 
this Universal C.I.T. program is bound to have impor- 
tant benefits for dealers. These stories stress the im- 
portance of having cars checked and repaired regularly. 
Many of them help people to recognize the crucial 
point at which it is wise to trade or actually junk a 
car. You win either way—with increased shop volume 
or more car sales! 


This is part of a campaign designed to influence people 
to drive into your service department and drive out 
safely. It is another part of our “Continuing Program 
For Developing Dealer Profits.” Ask your Universal 
C.1.T. representative for details. 


Universal C.-T. Credit Corporation 
One Park Avenue, New York 16, New York 


OVER 440 OFFICES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited . 
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Only the Wealthy Can Buy . . . 


Controls Pinch Indonesia Market 


Eprror’s Norte: This is another 
in a series of reports on automo- 
tive markets around the world by 
Mrs. George M. Slocum, chairman 
of the board of Automotive News, 
who is on a world tour. 

* + * 


By Mrs. George M. Slocum 


AKARTA, Indonesia. — In this 

part of the world, government 
controls and shortage of money 
among the people work to restrict 
the automobile market. 

I had the opportunity of speaking 
to two prominent men in the auto- 
motive business. The first was Lie 
Tjang So, N. V. Fuchs & Co., Den- 
passar, on the island of Bali. 

The second was Hasjim Ning, 
president, Indonesian Service Co., 
here in the nation’s capital. 

Lie handles a multitude of prod- 
ucts from all over the world, in- 
cluding the American lines of 
Chrysler, Packard, Plymouth, Frue- 


hauf trailers, MoPar parts and 
Prest-O-Light batteries. 


* * * 


ING’S uncle is vice-president of | 

Indonesia and his company 
handles Dodge, Willys, English | 
Ford, Zephyr and Consul. 

I experienced a language diffi- | 
culty in talking with Lie as he) 
speaks no English and we had to! 
converse through an interpreter. 

In general both men agreed 
pretty well on the overall picture 
in Indonesia, emphasizing the dif- 
ficulty of government controls. 

Ning said that in five years he 
had sold 15,000 Jeeps, including 
those to the government. Lie said 
that he considered the outlook good 
but pointed out that the govern- 
ment makes it difficult for buyers 
through taxes and exchange rules. 

* * + 
“q)NE can walk,” seems to be the 
attitude of some of the author- 





Scare Cleans Out Truck Stocks... 





Scramble on the Coast 


By Bud Harris 
Traveling Correspondent 
7 automobile industry in Cal- 
ifornia, Arizona and New Mex- 
ico is still moving ahead in a state 
of massed confusion as the spring 
selling season approaches. 

The scramble for supremacy in 
sales of General Motors and Ford 
dealers in the larger Metropolitan 
areas such as Los Angeles and 
San Francisco continues to create 
an unstable market. 

Dealers in these lines are still 
forcing sales, with very little 
thought of profit. John Q. Public 
needs only to shop around to obtain 
an unbelievable deal on hig tradein 
or the price of his new car. 

* * * 
| Dap capeterreoy still having trouble 
in getting its four-assembly-line 
plant in Los Angeles into produc- 
tion, is moving the bulk of its cars 
from Detroit to supply these mar- 
kets. 

The unexpectedly long transpor- 
tation problem, which has existed 
since new-car production in the 
fall, continues to keep Chrysler- 
make dealers in confusion. 

Chrysler-make dealers in this 
area report the greatest public 
acceptance on their cars of any 
year in the last five, but have 
been unable to supply demand 


Keller Predicts 


100% Studebaker 
Spring Sales Rise 


MINNEAPOLIS. — (UTPS) — Na- 
tional sales of Studebaker cars and 
trucks during the next three months 
will increase 100 percent over those 
of the same three months of 1954, 
William A. Keller, Studebaker gen- 
eral sales manager, declared here. 

Keller told the conference of deal- 
ers that the new pricing policy in- 
stituted with the 1955 model has 
brought Studebaker Champion 
prices into direct competition with 
lowest-priced six-cylinder cars. He 
added that it also made the Com- 
mander V-8 models competitive 
»with the lowest-priced V-8s. 

Dealers were informed of plans 
for a sales incentive drive, stepped- 
up dealer financing arrangements 
and a used-car merchandising pro- 
gram. Keller made similar sales 
predictions at a dealer meeting in 
Atlanta. 


Ohio Dealer Sues 
K-W for $200,000 


DAYTON, O.—A $200,000 breach- 
of-contract damage suit has been 
filed against Kaiser-Frazer and 
Willys Motors by Schell’s Garage 
(Kaiser-Willys) here. 

The Common Pleas Court suit 
named as co-defendant Laurel C. 
Worman, Inc., Toledo, Kaiser-Willys 


distributor for Ohio. Robert L. and | 


Donald J. Schell, owners of the 
local dealership, were named as 
plaintiffs. 


due to slow distribution, and are 
missing many sales. 

Packard, just getting under way 
in distribution, is enjoying a fine 
public acceptance, while Stude- 
baker, up to this time, is lagging 
in sales. 

Nash also is enjoying a nice pub- 
lic acceptance in this district. Hud- 
son is slower. 

* + ” 

[peatans in the smaller com- 

munities throughout New Mex- 
ico, Arizona and California in all 
the popular lines of cars, report 
they are enjoying wonderful sales, 
but are hampered by lack of sup- 
plies, due mostly to poor distribu- 
tion. 

There is a scramble by users 
of trucks along the Coast to re- 
place their wornout equipment. 
Many appear to believe that war 
is inevitable. 

Truck stocks along the Coast are 

almost depleted due to factory 


cleanups of old models in prepara- | 


tion for the new models. 
General Motors and Dodge have 
not as yet been able to supply their 
dealers with new stocks. 
International, White and Mack 
all report enjoying a real sales 
spurt, especially on the heavier 
equipment. Builders of Diesel 
trucks along the Coast, such as 
Kenworth, Peterbilt and Interna- 
tional, report a heavy backlog in 


ities. However, there are lots of 
bicycles on Bali. 

Automobiles are considered a lux- 
ury, but when a ship arrives, the 
cars come out in droves. They are 
licensed and rented out as taxis. 

Trucks are used for hauling prod- 
ucts like rice, copra, pigs and cattle 
to the markets and ships. Trucks 
also transport workers to and from 
the fields and the roads seem to be 
quite good. 

I saw many people, including 
women, working on the roads 
trying to improve those started 
by the Dutch before the Indo- 
nesians won their freedom. 

In Jakarta, many of the people 
use “tri-shaws,” a three-wheel bi- 
cycle, for transportation. There is a 
tendency for cars and trucks to 
jam up, since it is hard to pass 
each other on the narrow streets 
and roads. 

Here they used the cars until 
they literally fall apart. The adver- 
tising relies almost completely on 
newspapers. However, not much 
|advertising is done, for only the 
rich can buy automobiles, and both 
Lie and Ning are well acquainted 
personally with the buying class. 


* * * 


ERE, as in the United States, 

used-cars are used as tradeins. 
As a matter of fact, when I asked 
Ning what methods of selling he 
used, he replied: “The same as in 
the United States.” 

Of course, that is not exactly 
true, for they do not have the wide 
markets available, and so confine 
their efforts to a very limited 
clientele. 


Here the Chinese are the out- 
standing “money merchants,” and 
so naturally form the majority of 
the auto owners. 

In Jakarta, I saw many Red flags 
with the hammer and sickle. In the 
city itself, there are many new 
buildings being erected to house the 
different departments of govern- 
ment administration. 

However, in view of the govern- 
ment controls and the extreme 
shortness of money, the automotive 
future doesn’t look too bright here. 





N. Y. State Tosses Out 
Truck Tax Changes 

ALBANY. — Republican legis- 
lative leaders have rejected sev- 
eral proposals designed to replace 
New York State’s weight-distance 
tax against heavy trucks with a 
system of higher registration 
fees. 





orders. 





Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


April 6 
(Sale very fast. Sold 111 cars out 
of 163 entered.) 

BUICK — ’54 Super Riviera, $2,175*; 
Special Riviera, $1,980*; 2-dr., $1,- 
700°; 4-dr., $1,650. ‘53 Super 4-dr., 
$1,400*; Riviera coupe, $1,350*; Spe- 
cial Riviera coupe, $1,090*; 4-dr., 
$1,000. °52 Super Riviera coupe, 
$930*; 4-dr., $930*, $830* (ps), 
$770*; Special 4-dr., 2 at $800*. '51 
Super Riviera coupe, $750*. 

CADILLAC — '54 (62) coupe deVille, 
$3,800* (ps). 53 (62) coupe deVille, 
$2,485* (ps). 

CHEVROLET—’55 Bel Air (6) 4-dr., 
$1,820*; Two-ten (8) 2-dr., $1,760. 
’54 Bel Air 2-dr., $1,360*, $1,290*. 
’53 Two-ten station wagon, $1,290; 

$900*, $845; Delivery 
sedan, $525. ’52 SL Deluxe 2-dr., 
$580, $520*. °51 SL Deluxe Bel Air, 
$560, $520; 4-dr., $505*; 2-dr., $480. 
*50 SL Deluxe Bel Air, $405*; 4-dr., 
$380, $375*; SL Special 2-dr., $315. 
°49 SL Special 2-dr., $125. 

CHRYSLER—’54 NY club coupe, $1,- 
835* (ps). '53 NY 4-dr., $1,065*. ’51 
NY 4-dr., 
$535°. 

DeSOTO—’52 Deluxe club coupe, $650. 

DODGE—’55 Royal Lancer club coupe, 
$2,535* (ps); Coronet (8) club coupe, 
$1,985. '53 Coronet (8) club coupe, 
$890*. '52 Meadowbrook 4-dr., $480*. 
’51 Meadowbrook 4-dr., $390. ’50 
Meadowbrook 4-dr., $250, 

FORD—’55 Custom (6) 2-dr., $1,740*. 


2-dr., $950, 


$595*; Windsor 4-dr., 


*54 Custom (6) 2-dr., $1,200*, $1,- 
165*; 4-dr., $1,375* (ps). °53 Crest 
(8) Victoria, $1,250*; 4-dr., $1,150*, 
$1,005*; 2-dr., $1,000*; Custom (8) 
2-dr., $925; 4-dr., $900; Custom (6) 
2-dr., $990*; Delivery sedan, $535, 
$530. °52 Main (8) 2-dr., $725*, 
$600*, $515; Custom (6) 4-dr., $645, 
$615. °'51 Custom (6) 2-dr., $460*; 
4-dr., $405*; Deluxe (6) 2-dr., $435; 
4-dr., $415. °50 Custom (6) 4-dr., 
$300. °49 Deluxe (6) 2-dr., $225. 
HUDSON—’51 4-dr., $435. °49 4-dr., 
$100. 
MERCURY—’52 4-dr., 
coupe, $640*. 
$300, $280. 
NASH—’53 Statesman 4-dr., $915; 2- 
dr., $810; Rambler 2-dr., $730. °52 
Statesman 4-dr., $600; 2-dr., $610. 
OLDSMOBILE—’'55 (98) 4-dr., $2,800* 
(ps); (88) 4-dr., $2,500*. °53 (88) 
4-dr., $1,560* (ps); conv., $1,450*. 
’52 (88) 4-dr., $1,015*, $680; 2-dr., 
$700*, $500*. 
PACKARD—’53 club coupe, $865*. 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
825*. '54 Savoy station wagon, $1,- 
320°; 2-dr., $1,025. °52 Cambridge 
4-dr., $290. '51 Cranbrook club coupe, 
$390; 4-dr., $340. 
PONTIAC—’53 Chieftain (8) conv., $1,- 
380*; Catalina, $1,335*; 2-dr., $850*. 


$890*. °51 club 
’50 club coupe, $320, 


’51 Silver Streak (8) 4-dr., $480*, ’50 
Silver Streak (8) Catalina, $500*; 2- 
dr., $310. 

STUDEBAKER — ’'52 Champion 4-dr., 
$325*. '51 Champion 4-dr., $290. '50 
Champion club coupe, $200. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 36, 38, 39, 40 
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A novel, outdoor-type display has been opened in Oakland, Calif., by Tom Ray, 


Pontiac dealer, across the street from his 


dealership. The “Ray Pontiac Shocase’’ is 


open 24 hours daily. A neon sign extends upward 55 feet. 





Car Deliveries Tied Up 
By St. Paul Shop Strike 


By Joseph M. Callahan 
Staff Writer 


charge. The present Minneapolis 
| scale is $1.73 an hour or 45 percent 


EW-CAR deliveries to customers |°f the labor charge. 


were almost halted and service 
work in all but a few garages 
stopped in St. Paul 
last week when 1,300 
LABOR shop employes in 36 
FRONT dealerships and 18 
independent garages 

went on strike. 

Lodge 737 of the AFL Machinists 
ordered the walkout after rejecting 
a five-cent hourly wage increase 
offered by the employers. 

Although the employers had been 
bargaining as a group, William 
Paulbitske, the union business 
agent, said the union was ready to 
sign separate contracts with individ- 
ual employers if they would meet 
the basic demands of a 25-cent 
hourly raise and the establishment 
of a health and welfare fund. 

Paulbitske said the contracts 
would have a “saving clause” 
which will grant the employers 
who sign early all the advantages 
of the final general contract if a 
smaller figure is agreed on. 

The business agent said the strike 
would affect most new-car sales 
because the union members nor- 
mally perform the pre-deiivery 
servicing of all new cars. Another 
spokesman said the pickets, which 
are at all struck firms, were ex- 
pected to halt incoming shipments 
of new cars to the salesrooms. 

x * * 

OLICE became involved in the 

dispute when they were called 
last Monday to Kline Oldsmobile on 
the complaint that pickets were 
refusing to permit cars to be driven 

away for delivery. 

The basic rate for mechanics 
in St. Paul is $1.98 an hour, with 
employes having the option of 
receiving 46%4 percent of the cus- 
tomer labor charge. 

Negotiations between the union 
and employer representatives have 
been marked by considerable acri- 
mony since the contract-renewal 
talks started a month ago. Orig- 
inally the employers had demanded 
a wage cut of 20 cents an hour. 

Meanwhile, representatives of 70 
dealerships in Minneapolis and Lo- 
cal 974 of the AFL Teamsters, rep- 
resenting 1,500 mechanics and other 
shop personnel, are continuing their 
contract talks. The union has set 
next Friday (Apr. 15) as the strike 
deadline. 

The union is also asking for a 
25-cent increase ocr a boost to 50 

percent of the customer labor 





Dodge Introduces 
V-8 Two-Door 


DETROIT.—A Coronet two-door 

sedan equipped with V-8 engine 
|made its appearance last week in 
| the Dodge line for 1955. Advertised- 
| delivered price is $2,124. 
Previously, the only sedan-type 
| two-door among Dodge offerings 
|had been a six-cylinder model in 
| the Coronet group. 





® * * 


Detroiter’s Strike 
N DETROIT last week, a strike 
began at the two outlets of 
Charlie’s Cadillac-Oldsmobile. About 
50 shop workers, who are members 
of the AFL Auto Salesmen’s Union, 
walked off the job last Tuesday and 
established 25-man picket lines at 

each establishment. 
Last February the shop personnel 
voted 31 to 16 in favor of a strike 


—in a Michigan State Labor Board | 


election. 


A union officer said that Charles 
Dalgleish, the owner, had agreed to 
negotiate a contract for the shop 
personnel but that union officials 
had been unable to reach him. 


Detroit police said that they 
had established a three-man de- 
«Continued on Page 47, Col. 1) 


Ford Increases 
Truck Prices 


$10 to $142.50 


DEARBORN.—Ford hag an- 
nounced an increase in the whole- 
sale price of various light and me- 
dium trucks by $10 to $142.50. 


Ford said the increase was due 
to the cost of improved design and 
high material costs. 

The price changes were effective 
Apr. 1. The increase does not apply 
to the Ford Courier, parcel delivery, 
F-700 heavy duty, B-700 school bus, 
extra heavy duty and tandem axle 
series. 

A letter to Ford dealers said that 
the wholesale prices being adjusted 
to cover cost increases which had 
occurred over a period of more 
than two years. 

Previously, price increases were 
instituted by General Motors ’truck- 
making divisions — Chevrolet and 
GMC Truck & Coach. 








‘Pat’ O'Dea Honored— 


James M. (Pat) O'Dea (center), Detroit 
Studebaker dealer, receives a plaque for 
“15 years of loyal business association” 
from David A. Metcalf, zone manager of 
Studebaker. Looking on is Florence M. Ul- 
rich, vice-president of the dealership. 
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Women’s clothes! Action’s a must or your season’s 
a bust. THE INQUIRER has been FIRST in 


women’s specialty shop advertising for 15 con- 





secutive years. These are the women who buy 


45 Shopping Centers in 


h d ll. So th int is plain: 
the very goods you sell. So the point 1s plain DELAWARE VALLEY, U.S.A. 





Put your advertising in the newspaper that’s 
FIRST FOR ACTION in Delaware Valley, U.S.A. 










Tremendous expansion has given rise 
to 45 new magpies centers through- 
out Delaware Valley! Here, families 
spend over $8 billion annually... 
and America’s 3rd Market is still 
growing! 







The Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 






Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 


; Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Despite GM, Ford Output Records . . . 


Chrysler Hits 20 Percent Goal 


(Continued from Page 1) 


155,267, set during the second quar- 
ter of last year. 

Buick’s new mark gave it 9.66 
percent of total industry output 
for the first three months of this 
year, or a 0.42 percent increase 
over its share of total output dur- 
ing the first quarter of ’54. 

Oldsmobile, with a record output 
of 157,266 cars during the first 
quarter, scored the biggest gain of 
any GM division when it grabbed 
7.39 percent of total industry output 
during the first three months. This 
was a 1.01 percent gain over 1954, 
when it built 6.38 percent of total 
output. Oldsmobile’s former high 
for any quarter was 133,054, set 
during the second quarter of 1954. 

* * . 

INTIAC also set a new alltime 

quarterly record of 157,496 cars, 
or 7.40 percent of total industry 
output, but its share of total indus- 
try output increased only 0.45 per- 
cent over the first quarter of 1954. 
Pontiac’s old record wag 130,157, 
set during the second quarter of 
1953. 
Cadillac, with a record 43,016 
cars produced during the first quar- 
ter, copped 2.02 percent of total 
industry output, or a 0.22 percent 
increase over its share of 1954’s 
first quarter production. Cadillac’s 
former production mark for any 


Canadians Slash 
Auto Excise Tax; 
End It on Tires 


OTTAWA.—Canada has cut the 
excise tax on automobiles from 15 
to 10 percent and has abolished the 
10 percent excise tax on automotive 
tires and tubes. Sales taxes remain 
as before. 

Auto dealers also benefited in two 
ways from last week’s budget mes- 
sage of Walter Harris, finance min- 
ister. 

Those operating as corporations 
were given an income tax reduction 
from 49 to 47 percent. This is ret- 
roactive to Jan. 1. Individuals were 
given an income tax cut effective 
July 1, which ranges from 13.3 per- 
cent in the lower scales to 2.8 per- 
cent for those in the higher 
brackets. 

The excise tax cuts were effective 
Apr. 6 and the government an- 
nounced that no refunds will be 
made on purchases in which the 
tax has been paid. 

A special committee will study 
the whole base of sales and excise 
taxes, it was announced in Parlia- 
ment. 


Dodge 





e Ups Sutlive 
To Portland Area 


DETROIT. — Willard E. Sutlive 
has been appointed manager of the 
Dodge Portland (Ore.) sales region, 
according to By- 
ron J. Nichols, 
Dodge general 
field sales man- 
ager. 

SSutlive formerly 
was assistant re- 
gional manager of 
the Dodge Atlan- 
ta region. A na- 
tive of Keokuk, 
Ia., his business 
background in- 
cludes 27 years of 





W. E, Sutlive 


business management and account- 
ing experience. He has held posi- 
tions in retail business management 
and development and joined Dodge 
as district manager in Salina, Kans. 





U. S. Acts to Alleviate 
Shortage of Copper 


WASHINGTON. — The Office 
of Defense Mobilization last week 
authorized the diversion to in- 
dustry of approximately 17,500 
tons of copper to alleviate the 
copper shortage among American 
consumers. 

The copper was under contract 
for delivery to the government 
during the three months begin- 
ning Apr. 1. 





|quarter was 35,974, set during the 


second quarter of '54. 

Although it set an alltime high 
of 481,042 cars assembled during 
the first quarter, Chevrolet was 
the only GM division to produce 
a smaller share of total industry 
output than it did during the first 
quarter of ’54. Chevrolet’s old 
peak — reached in the second 
quarter of 19538—wasg 423,710 cars. 

Chevrolet’s record total for the 
first three months of this year was 
22.58 percent of total industry pro- 
duction, as compared with 25.16 
percent during the same period of 
64, or a 2.58 percent drop from 
its 564 share. 

~ * + 
a it recorded its high- 
est production in its 52 year 
history, Ford Motor Co. showed a 
6.69 percent drop in its share of 
total industry output during the 
first quarter of this year. 

And this occurred despite the 
fact that individual records were 
set by overall company car and 
truck production, combined Lincoln- 
Mercury output, Ford car produc- 
tion and Ford car-truck assemblies. 

Altogether, Ford Motor assem- 
bled 656,627 cars and trucks dur- 
ing the first quarter of this year. 
The old record was 595,797, set 
during the third quarter of 1953. 

In addition, the company set new 
daily postwar production highs 10 
times in the first quarter, the last 
coming on March 31 when 9,453 
cars and trucks were built. 

A new record for cars also was 
set by Ford Motor during the first 
quarter as 556,712 Fords, Mercurys 
and Lincolns rolled from the as- 
sembly lines. That was 26.15 percent 
of total industry output. During the 
first three months of 1954, the com- 
pany produced only 369,620 cars, 
but copped 32.84 percent of total 
production. 

* + * 

ORD division established a new 

record of 438,608 cars produced 

during the first quarter, but showed 
a 5.33 percent loss in its share of 
total output from the same period 
of ’54. Its share of total industry 
production this year was 20.59 per- 
cent, as compared with 25.92 per- 
cent on 369,620 cars produced dur- 
ing the first three months of last 
year. 

Ford division also set a new 
record of 538,523 cars and trucks 
produced during the first quarter, 
breaking the old mark of 480,884 
set during the third quarter of 1953. 

Lincoln was the only Ford Mo- 
tor division to produce fewer 
cars this year than in 1954. The 
division produced 11,094 Lincolns 
for .53 percent of total industry 
output, as compared with 12,937 
or .91 percent of total production 
— ie the first three months of 


7 combined Lincoln-Mercury pro- 
duction record also was set during 
the first quarter as 118,104 cars 
rolled from the assembly lines. This 
broke the old record of 114,912 set 
during the third quarter of 1953. 

* * ” 


ISRCURY produced 5.03 percent 
of total industry output during 
the first quarter as 107,010 cars 
were assembled. Here again, how- 
ever, its share of total production 
dropped from 1954 when it pro- 
duced 6.01 percent of total industry 
output. Despite this, however, the 
division just missed its alltime 
quarter mark of 107,707 cars set 
during the third quarter of 1953. 

Although neither the corporation 
nor any of its divisions set records 
during the first quarter, Chrysler 
Corp. made the biggest improve- 
ment of any Big Three or Little 
Three firms over 1954. 

The corporation produced 412,- 
533 cars or 19.37 percent of total 
industry output during the first 


| quarter of this year, as compared 


with 182,641 cars or 12.80 percent 
of the total industry production 
during the same period of 1954. 
Plymouth made the biggest im- 
provement as it built 211,794 cars or 
9.95 percent of total industry out- 
put during the first quarter of this 
year, as compared with 99,573 cars 
or 6.98 percent during the first 
three months of '54. 
> * + 
Hee made the next biggest 
step forward as it produced 


99,397 cars or 4.67 percent of total 
industry output during the 
quarter, as compared with 31,094 or 
2.18 percent during the first three 
months of last year. Plymouth im- 
provement was 2.97 percent, while 
Dodge recorded a 2.49 percent in- 
crease. 


DeSoto’s production of 43,289 cars 
during the first three months was 
the best first quarter in the divi- 
sion’s history. 

American Motors assembled 49,- 
002, or 2.30 percent of total industry 
output cars during the first quarter, 
as compared with 26,761, or 1.88 
percent of total] industry produc- 
tion, during the first three months 
of ’54. Its overall improvement was 
0.42 percent. 


Hudson built 19,379 cars, or 91 
percent of total industry output 
during the first quarter of this 
year, while Nash assembled 29,- 
623 cars, or 1.39 percent of total 
industry production. Hudson 
showed a 0.48 percent increase 
over its share of total industry 
output in the first quarter of 54, 
while Nash slipped 0.06 percent 
from its 1.45 percent share of 
total industry output for the first 
three months of last year. 
Studebaker-Packard Corp. pro- 
duced 62,518 cars or 2.93 percent of 
total output, during the first quar- 
ter of this year, as compared with 
36,772 cars, or 2.58 percent of total 
industry output, during the first 
quarter of ’54. Its share of total 
industry output increased .35 per- 
cent this year. 

* * * 

TUDEBAKER netted 42,854 cars, 

er 2.01 percent of total industry 
output, during the first quarter. 
This was a 0.24 percent improve- 
ment over the 25,159, or 1.77 percent 
share, during the first quarter of 
1954. 


Packard jumped its share of total 
industry output 0.11 percent as it 
assembled 19,664 during the first 
quarter of this year. Its share of 
total industry output was 0.92 per- 
cent this year, as compared with 
0.81 during the first three months 
of ’54. 

Kaiser Motors produced 4,345 
Willys cars, or 0.20 percent of total 
output, during the first quarter of 
this year. This compares with the 
production of 5,278 Kaiser and 
Willys cars produced during the 
first quarter of 1954. No Kaisers 
have been built this year. 





AMC’s Eskridge Heads 


Auto Defense Bureau 


WASHINGTON.—J oseph W. 
Eskridge, a vice-president of 
American Motors, was sworn into 
office last week as the first indus- 
try-supplied director ef the auto- 
motive division of the Business 
and Defense Services Administra- 
tion. 





Ry for 
Used-Car Troubles 


Need used cars to 


fill out your stocks? 


Then turn to the Classified 


first | 


r 


! 
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Hudson Driveaway in West— 






All Hudson dealers in the Los Angeles zone participated in a mass driveaway from 
the El Segundo plant. The dealers also paid a visit to the plant under the direction 


of Earl Warner, works manager; Lew Sumpter, 


Mortensen, Los Angeles zone manager. 





Mass. Dealer Being Wooed .. . 


western sales manager, and Ted 





‘They're Romancing Me’ 


By Joseph M. Callahan 
Staff Writer 


LAWRENCE, Mass.—A brief en- 
counter with one of the dealers in 


this town brought these frank an- | 
|I see one of those factory reps I 


swers: 
Q.—How’s business? 
A.—Lousy. 
Q.—Why? 


A.—Because all the textile mills 
are moving down south. 

Q.—Would you say this condition 
is general in New England? 

A.—Yes, I know a dealer up in 
Vermont. 

Q.—Never mind. Why are the 
textile firms moving out of town? 

A.—It’s those lousy unions. They 
boosted wages up so high the com- 
panies couldn’t make any money. 

Q.—How long ago did the un- 
ions organize the textile work- 
ers? 

A.—Must be 30 or 40 years ago. 
Those high prices are finally catch- 
ing up with them. 

Q.—What’s the credit situation 
in Lawrence? 

A—It’s allright, I guess. I got 
bigger worries than that, though. 

Q.—Have the unions made any 
inroads in the organization of your 
salesmen? 

A.—You mean those unions are 
trying to get the salesmen, too, 
after what happened tw the tex- 


3-Day Auto Show 
Set for Springfield 


SPRINGFIELD, [11.—The Spring- 
| field Auto Dealers Assn. will hold 
la three-day auto show at the state 

armory here beginning tomorrow 
(Apr. 12). Net proceeds will be 
donated to Springfield charities. 

A stage show is planned for the 
afternoon and evening perform- 
ances. 

Peter W. McCue jr. has been 
appointed show manager by Arthur 
Lindburg, association president. 
Members of the show committee 
are Ed F. Drone, R. E. Broe and 
L. J. Giuffre. 


Advertising listing of “Leading 


Used Car Auctions in the Nation’ on Page 50 of this issue. 
Buyers and sellers meet at these leading auctions, which are 


for dealers only. 








| tile mills? I'll close up shop first, 


or sell all my cars myself. 
Q.—Are you subject to factory 
pressure of any nature? 
A.—Are you kidding? Every time 


start singing the blues and telling 
him I’m going back to used cars, 
and now they’re romancing me. 


Reo Sales Reach 
Highest Level 


In Two Years 


LANSING. — More new Reo 
trucks were sold in the first quarter 
of 1955 than for any similar period 
since the first quarter of 1953, ac- 
cording to John C. Tooker, presi- 
dent, and J. L. Adams, sales vice- 
president. 

For the first three months this 
year, Reo reported a 14.5 percent 
increase in orders compared to the 
first quarter of 1954. The final quar- 
ter of 1954 had shown an increase 
of 47 percent in new truck orders, 
the company stated. 

Tooker said Reo has begun to ex- 
pand its labor force by re-hiring 
former employes who were laid off 
when government contracts ex- 
pired during the latter part of 1954. 
The labor force has been increased 
by 10 percent in the past few weeks 
and further hiring is expected as 
the volume of new orders develops, 
he added. 

“The steady upward climb of 
sales,” Tooker said, “is what we are 
striving for at Reo. Considering the 
fact that our field sales staff is in 
the process of re-organization and 
rebuilding, we feel our first-quarter 
performance is good. It’s a satisfac- 
tory first step toward the achieve- 
ment of our ultimate goal.” 

+ * 


Reo Reports Progress 


In Dealer Rebuilding 

LANSING.—Reo President John 
C. Tooker last week reported prog- 
ress in the company’s plans for re- 
building a stronger distributor- 
dealer group throughout the U. S. 

The company’s new association 
with Bohn Aluminum & Brass, its 
expanded resources and a new mer- 
chandising plan have served to 
stimulate the interest of potential 
distributors and dealers in widely 
separated parts of the country, he 
said. 

Returning to Lansing from a trip 
west, Tooker predicted that by the 
middle of this year the company 
will have built the strongest field 
sales force in its 50-year history. 

“The fact is,” he stated, “we have 
developed a positive merchandising 
plan with an immense profit poten- 
tial for distributors and dealers. 
We know this is true for we find 
we are attracting a great number of 
successful businessmen into our or- 
ganization.” 


Inspection Bill 
Killed in N.C. 


RALEIGH, N. C. — The Senate 
has defeated a bill seeking com- 
pulsory motor vehicle inspections 
at designated private garages. 

The measure would have permit- 
ted garages to charge fees not ex- 
ceeding $1 for each inspection. 
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Second in a series of messages 
outlining 6 roads to extra profits with the 
‘Jeep’ family of 4-wheel drive vehicles 
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resale value: 90.4% 


That's why these books have a happy ending 
for franchised ‘Jeep’ dealers! 


The average two-year-old Universal ‘Jeep’ commands 90.4% of factory list price . . . according 
to a recent issue of the NADA Used Car Guide. And you can easily see what this could mean 
to you as a dealer in ‘Jeeps’ and other members of the ‘Jeep’ family of 4-wheel drive vehicles! 


First, it’s an assurance of owner satisfaction, which means repeat sales. Second, it’s your 
assurance that any ‘Jeep’ you take back in trade will show a profit when you wash out the sale. 


Here's where you come in: More than 500 new dealers have signed up recently to sell the 
Universal ‘Jeep’ and other 4-wheel drive vehicles in the ‘Jeep’ family... after getting the facts. 
To see what these facts can mean to you, contact Dealer Development Department, 

Willys Motors, Inc., Toledo 1, Ohio. 


These 6 roads to extra profits could be open to you... 
as a franchised dealer for the ‘Jeep’ family 


"ROU Hgy I. Freedom from competition. Only Willys dealers have the ‘Jeep’...no worries about 
"ET “wheeling and dealing” competition down the street. No loss of markets 
| i RESHLE WL during winter months...no lost dollars. 
*2. High resale value. (As explained above) 
3. High percentage of clean deals. Nearly half the sales are made without 
HUGH PERCENTAGE OF CLEN Dats Wc SERVICE ABSORPTION trade-ins...full profit is attainable on each sale. 
4. High service absorption. Even with its famed ruggedness, the ‘Jeep’ family requires more 
his frequent service than passenger cars because of its daily use in business 
PO ay -».and most service jobs come back to the dealer instead of the independent garage. 
“te 5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive 
truck in America, the ‘Jeep’ truck has the inside track in the growing trend 
i toward 4-wheel drive trucks in business, industry and agriculture. 
X 6. Plus profits from special equipment. You'd sell more than 50 kinds of additional 
special equipment, with profitable “extras” on many original sales. And every time 
the owner has a new job to do, he becomes a prospect for a new piece of equipment. 





WILLYS...worid’s targest maker of 4-wheel-drive vehicies. 
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Factory Nixes Discounting . 


How Volkswagen Does It 


By Robert M. Lienert 
Associate Editor 

OLKSWAGEN is bound to make 

a go of it in the U. S., says a 
spokesman for a dealership in the 
Detroit area who requests anony- 
mity for himself and his outlet. 
Here are his reasons for his pre- 
diction of VW success: 

1. The factory brooks no dis- 
counting or overallowances, and 
will cancel franchises of dealers 
who stoop to these tactics. 

2. There is brisk demand for the 
cars available, with owners work- 
ing constantly as bird dogs. 

3. The factory is extremely cost- 





conscious. 
o + 
S TO discounting, the dealer 
spokesman quoted delivered 
prices on two models and refused 
to budge from those levels. He said 
he had been in trouble with the fac- 
tory for granting overallowances in 
the past. 
When his figures were checked 
against those of another dealer on 
a shopping basis, they tallied ex- 


actly (virtually unheard of among|over the fence to sneer when the 
dealers of U. S. makes). The second first buyer drove home with his new 
dealer also refused to discount, and | car.” 


actually underallowed approximate- 
ly $50 on a proposed tradein. 

The spokesman said he moves 
an average of 10 units monthly— 
“sounds small around Detroit, but 
it’s bread and butter”’—mostly to 
friends and relatives of VW own- 
ers. 


“T’ve got a couple of Volks driv- 
ers that are responsible for 25 or 
30 sales each,” he reported. “I often 
sell to the neighbor who leaned 





Douthit Saves a Dog 


MEMPHIS. — Jesse Hager, 13, 
Jonesboro, Ark., offered to sell his 
“crook-catching” dog to the local 
police for $60 so he could attend 
Boy Scout camp this summer. Troy 
Douthit (Pontiac) heard about it 
and called the Memphis Press- 
Scimitar and said: “It’s just plain 
against the rules of life for'a boy 
to have to give up his dog. Where 
do I send the money?” 


* * * 
OLKSWAGEN has no used-car 
troubles, he said. A two-year- 

old model gets snapped up at two- 
thirds of its original price, he as- 
serted. 

Factory respect for the dollar 
has earned his respect, too, he 
said, except for thriftiness in ad- 
vertising. The factory, he said, 
has a one-shot-a-year ad cam- 
paign in the U. S. He feels they 
could spend more money in that 
field. 

“Those Dutchmen play it close to 
the vest all along the line, though,” 
he said. 

“I remember last year when a 
factory man, fresh from Wolfs- 
burg, was touring the U. S. in- 
specting dealerships. He rode 11 
miles out here from downtown 
Detroit on the bus. 

“He got off the bus out in front, 





Starts 50th Year— 


Floyd Daoust (right), recently began his 


50th year with Cadillac. Daoust, a De- 
troit factory retail branch salesman, com- 
pares models of the 1902 and 1955 Cad- 
illac with J. M. Roche, Cadillac general 
sales manager. 


walked in, introduced himself and 
said: ‘Mein gott, you’re a long vays 
oudt.’ Then he checked our opera- 
tion, walked across the street and 
caught the bus for downtown. I 
wouldn’t be surprised if he rode on 
to California on the bus, too.” 








HOW SUN'S ONE-GRADE POLICY 


Premium Performance at Regular Price 
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CAN DOUBLE GALLONAGE 


Sunoco dealers, on the average, 
pump twice as much gasoline as 
competitive dealers. Here’s why: 
Sun’s policy of making only one 
grade of gasoline (High-Test Blue 
Sunoco, premium performance at 


regular price) attracts and holds 
motorists who appreciate value. 


other. 


In addition, Sun’s dealer policy 
guards against overlapping deal- 
erships. Sunoco dealers compete 
with other brands, not with each 


Would YOU like to increase YOUR gallonage? 


A Sunoco dealership may be available in your community. Call our 
local office or write us direct: Sun Oil Company, Philadelphia 3, Pa. 
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SUN OIL COMPANY - Philadelphia 3, Pa. 


| retired Lansing automobile dealer, 





Truck-Rail Peace 
Reported in Sight 


PHILADELPHIA. —The battle 
royal between truckers and eastern 
railroads reportedly is being sei- 
tled quietly by negotiation. 

The contending transportation in- 
dustries were said Thursday to have 
reached agreement whereby the in- 
terstate truckers would withdraw 
their $250,000,000 suit against the 
eastern railroads, and the railroads 
would halt lobbying activities 
against the truck industry. 

The suit, never brought to trial, 
was filed by the Pennsylvania Mo- 
tor Truck Assn. and individual 
truckers. Pre-trial depositions were 
taken, however. 


Obituaries 


___|Clarence B. Hayes, 


Auto Pioneer 


JACKSON, Mich. — Clarence B. 
Hayes, pioneer automobile wheel 
maker, died at his home here April 
1, 1955, at the age of 88. Mr. Hayes 
had been ill since last fall when he 
suffered a stroke. 


His death ended a career that 
spanned three types of transporta- 
tion. He first manufactured buggy 
and wagon wheels, then wheels for 
automobiles and, finally wheels for 
aircraft. Kelsey-Hayes Wheel Co. 
today operates ten plants in Michi- 
gan, Ohio, Canada and England. 


* * * 


Charles E. T. Scharps, 
Advertising Executive 


NEW YORK.—Charles E. T. 
Scharps, 72, group account super- 
visor for Batten, Barton, Durstine 
& Osborn, Inc., advertising agency 
died here Apr. 2, 1955. 


Mr. Scharps had been, at various 
times, writer, editor, advertising so- 
licitor, sales manager, advertising 
manager and advertising agency 
executive and always in connection 
with automobile products. He be- 
gan his career in 1904 as automo- 
bile editor of the New York Sun. 

* * * 


Ernest M. Roscher 

CHICAGO.—Ernest M. Roscher, 56, 
prominent in automobile advertising circles, 
died here Apr. 2. He was manager of the 
Chicago advertising office of the St. Louis 
Post Dispatch. He was former president of 
the Newspaper Representatives Assn. of 
Chicago and former commander of Adver- 
tising Post No. 170, American Legion. 

+ + * 


David E. Milling 
SUMTER, 8S. C.—David E. Milling, 50, 
president and general manager of Milling 
Motors, Inc., died March 26. In 1949, he 
moved to Sumter to organize Milling Mo- 
tors, Inc., from Columbia, 8. C., where he 
was associated with Milling-Nelson Motors. 
* * * 


Cc. C. Blanton 
MARKED TREE, Ark.—C. C. Blanton, 
73, retired automobile dealer, died March 
28 at his home here. He had lived in 
Marked Tree 57 years. 
x * * 


James Evan Fisk 
MOUNTAIN HOME, Ark.—James Evan 
Fisk, 63, a used-car dealer and garage 
owner, was burned fatally March 26 when 
his establishment was destroyed by fire. 
* * * 


Marion T. Burnside 
COLUMBIA, 8S. C.—Marion T. Burnside, 
60-year-old head of Marion T. Burnside & 
Sons (DeSoto-Plymouth), died here March 
30 after a long illness, 
* * * 


John B. Kelly 

GODERICH, Ont. — John B, Kelly, who 
claimed he built Canada’s first automobile, 
died here March 26 at the age of 96. In 
1884, at 25, he built a steam buggy but 
didn’t bother to patent his ‘‘Blyth Buggy.’’ 
He often said: ‘‘It didn’t need a horn, 
farmers said they would kill me if I didn’t 
stop scaring their wives and livestock. That 


is why I dismantled it.’’ 


® * * 


Frank L. Elliot 
COLUMBUS, O. — Frank L. Elliot, 42, 
founder and president of the Frank L. 
Elliot Motors, Newark, O., died Monday in 
University Hospital, Columbus. He had 
served as secretary and manager of the 
Newark chamber of commerce. 
* * * 


Frank L. Sahler 
ELMIRA, N. Y.—Frank L. Sahler, 51. 


| retired Elmira auto dealer, died Apr. 1 of 
|}a heart attack. He formerly had operated 


a DeSoto-Plymouth dealership and for the 
past two years operated a used-car business 
before retiring in January. 

* 7 * 


William H. Loyear 
SEATTLE. — William H, Loyear, 52, 
owner of Broadway Auto Service, died here 
Apr. 1, He formerly was an auto dealer in 
Coulee City, Wash. 
* * * 


F. S. VanDervoort 
LANSING.—Frank S. Van Dervoort, 66, 
died 


Wednesday, March 30. VanDervoort had 
| been affiliated with Studebaker, Oldsmobile 
and Reo before retiring in 1940. 
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BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 
Result—more driving comfort, less fatigue and greater safety! 
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A good reliable 


SOUuUrce 


FOR AUTOMOTIVE COMPONENTS 


Because of long experience, serving 
many customers, 


Bendix Products Division can apply 
much of the combined know-how 
of the automotive industry 


to any specific project 
in the design and manufacture of 
automotive components. 







J gf ae 
sits lst Wella thin tld catia 


BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 


*Rec. 6.5. PAT. OFF. 


BRAKES ¢ POWER STEERING « POWER BRAKING ¢ CONSTANT VELOCITY UNIVERSAL JOINTS » HYDRAULIC REMOTE CONTROLS 


BENDIX civisicn SOUTH BEND mormna 


Export Seles: Bendix international! Division, 205 &. 42nd $t., New York 17, N. Y. 


aviation conPoRation 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


~* 4 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


2. Every dollar of gasoline and oil taxes, collected tate and f. 
a emetiee applied to the building and pn =e of hi — 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
= -— —> citizens more of the better things of life than anywhere 
else in wor 


Packed Credit Deals Hold 
Threat to Future 


UTO installment credit is one of the blessings of our day. 
It helped put the nation on wheels. It is helping to keep 
the doctor, the baker, the butcher, the salesman, and work- 


ers of all types rolling to 





aarrsao 








and from work. 

And, by and large, most 
lenders think that present 
auto credit is sound. 


Here and there you hear 
a voice of doubt—a voice 
raised against no - money 
‘down, balloon notes, un- 
realistically long terms. 


These have always been 
with us to a degree and often 
they are phony, so we tend 
to discount their impor- 
tance. 


But there is another dan- 
ger sign, difficult to assess. 
That is the practice of weak- 
ening the soundness of the 
credit deal by basing it on 
a price which has been packed and then discounted. 

Specifically, we refer to the cases where the new-car price 
is packed several hundred dollars and then the price is dis- 
counted or an overallowance is made on the tradein. 


It is possible to show that the purchaser has paid a third 
down, when in reality he has paid nothing down. 


How many people are driving new cars in which they 
have little or no investment? 





—From Sales Credit News 


No doubt this is an old practice, and it helps dealers move | 


cars in a hotly competitive market. 

But is there a danger that it is becoming so widespread 
that it is weakening the whole auto credit structure? 

It is a problem which deserves serious study, for it will 


profit dealers little to undermine the future market for the, 
sake of a few extra sales today. 








Dealer Conventions 


13-14—Automobile Dealers Assn. of 


Apr. ‘ 
Claypool Hotel, Indianapolis, 


Indiana, 
id 


Ind. 
Apr, 17-19 — Arizona Automobile Dealers 
a San Marcos Hotel, Chandler, 


alee "5.7 — North Carolina Automobile 
_— Assn., Pinehurst inn, Pinehurst, 


May 10-11—Massachusetts State Astomo- 
=. Dealers, Statler Hotel, Boston, 


Mas: 

May 21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

May 23-24 — Idaho Automobile Dealers 

Assn., Boise Hotel, Boise, Ida. 

May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 

June 19-21—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Sprin s, West Virginia. 

28-30—Kentucky Automobile Dealers 
Assn., _—" Hotel (Kentucky Lake), 


Hardin, Ky. 
Sept. +11 Maine Automobile Dealers 
— Samoset Hotel, Rocklane, 
sep "16—24th Annual State Convention, 
nsas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 
16 — ‘Nebraska New Car Dealers 


Association, Paxton Hotel, Omaha. 
“Be 16-17 — New Mexico Automotive 
_ Assn., Nickson Hotel, Roswell, 


sep Me- 19— South Dakota Automobile 

alers Assn., Sioux Falls, S. D. 

— 18-20 — 32nd Annual Convention, 
lew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N 

Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


Sept. 19-20 — Illinois Automotive Trade 
a. Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn. es 
uena Vista Hotel, Biloxi, Miss. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. 

Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh Pa. 

Sept. 25-27 — Texas Automotive Dealers 
Seoctatten, Shamrock Hotel, Houston, 
exas. 

~— 28-30—37th Annual Convention, New 
Je Automotive Trade Association, 
Hote’ —- -Haddon Hall, Atlantic 


ity, N 
Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt. a Hotel, 
oo Woods, N. 
Oct, 9-10—Georgia Astomobile Dealers 
qpenen, Bon Air Hotel, Augusta, 


Oct. ‘9-1—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

~. (23-25 — Florida Automobile Dealers 

, Sans Souci Hotel, Miami Beach, 


ee 

Oct. 26-28—Arkansas Automobile Dealers 
Assn., Moror Hotel, Little Rock, Ark. 
Nov. I — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn, 

Nov. 6-8—Automotive Trade Assn. of Vir- 

ginia, Roanoke Hotel, Roanoke, Va. 

Nov. {3-14 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 


13-15 — Ohio Automobile Dealers 
fom. Netherland Plaza Hotel, Cincin- 
na 


oO. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb. 1—39th Annual National Au- 

tomobile Dealers Association Conven- 
tion, Washington, D. C. 

Jan, 28-Feb. I— Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, 0. c. 

* 


Dealer hae Shows 
April 20-23—Danville Auto Show, Danville, 
Virginia. 


April syst —Hebridge Automobile Show, 


april is’ . 
o oes Automobile Show, 
Pierre. S. D. 

April 25-26 —Gregory Automobile Show, 
Rw, Se Chins Aut faow, 1 

jan. icago i> 
“2 “Ananitiestre, Chicag aioe 
(See CALENDAR, ‘Page 35° 35, “Col. 1) 


Ala. 
Nov. 


20 Years Ago... 
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Letterbox 





Plea for ‘Discretion. ... . 


This is an open forum for the discussion of 


2,000000 


1955 PRODUCTION—So FAR 


EVERYTHING 
BVT NEW KOALPS 
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THATAWAY 
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/T THROWS 
THE MAN ON 
THE STREET 
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subject of interest to our 


any 
readers, and your letters are welcomed. No attention is unsigned 
letters but you may sign your name with the assurance that it wili not be 
Address Editor, Automotive News, Detroit 26, Mich. 





Ad ‘Ridiculous’ 

It would appear to me that your 
periodical would be a little more 
discreet in the types of ads which 
it accepts under individual names 
depicting other advertisers, as other 
national books and local newspa- 
pers do. 

Since your publication is cer- 
tainly kept alive by the automo- 
bile dealers of America, I doubt 
whether one branch of this large 
business would be very profitable 
to you, if that is all of the sub- 
scriptions you had. 

I write this to you because I 
fully feel that most of the dealers 
throughout the United States rely 
on the printed matter which you 
so kindly develop and mail to us 
each week. 

This is food for thought, because 
I am sure that my esteem for your 
magazine is certainly not on the 
uptrend after I read such ridiculous 
publications as appeared on Page 


The Big Stories 


Cooperation of maaufacturers, dealers and finance companies in 
controlling the present growth in used-car stocks is recommended by 
T. E. Courtney, president of the National Assn. of Sales Finance 
Companies. Dealers, he says, usually have from five to 10 new-car 
salesmen to one used-car salesman, and 50 percent of the used cars 
are not in a selling condition, regardless of the fact that it takes 
from two to four used-car sales to clean up one new-car deal . 
Purchase by General Motors of the Durant Motors Corp. facilities in 
Lansing, to be used for expanded Oldsmobile production, is announced 


by C. L. McCuen, Oldsmobile president . 
suburban, selling at $715, has been added by Dodge. . 


. A Westchester semi-sedan 
. The forth- 


coming New York Auto Show will be sponsored by the manufacturers 
instead of by dealers, according to Alfred Reeves, general manager 
of the Automobile Manufacturers Assn. 


—From the files of Automotive News. 





63 of the March 21 issue, and ex- 
pecting your readers to believe 
that the individual dealer is respon- 
sible for the ad—J. P. Jones Jr., 
Johnny Jones Motor (L-M), New 
Albany, Ind. 


= * * 


‘Bad Taste’ 


I agree with Mr. Paul Dexheimer, 
president of the Kentucky Auto 
Dealers Assn. The full-page ad he 
mentions was written in extremely 
bad taste, and by publishing it, the 
Automotive News shared with him 
the bad taste exhibited by a little 
man.—C. A. Trussett, C. A. Trus- 
sel Motor Co. (Ford), Athens, Ga. 


* * * 


Plan for Salesmen 


I was very much intrigued by 
W. C. Lockwood’s story on Page 3 
of the April 4 issue, which discus- 
sed a dealer incentive plan for 
salesmen linked with the total 
“washout.” 


If there is anything dealers need 
today, it is an incentive plan which 
rewards salesmen and also keeps 
them mindful of the fact that the 
dealer must make a profit, too, if he 
is to stay in business. 

Too many salesmen today work 
themselves into a state of mind in 
which they concentrate on selling 
the deal to the dealer instead of 
selling the car to the customer at 
a profit to both salesman and 
dealer. 

Can you give me more specific 
details of the washout plan? - 
EASTERN DEALER. 


Eprror’s Nore: Suggest you 
write to Russell Wismer, Ray 
North, Inc. (Ford), 21600 Wood- 
ward, Ferndale, Mich. He may be 
willing to be more specific in per- 
sonal correspondence than he was 
for publication. 
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Hoover Group Urges 
Transport Overhaul 


By William Ullman 


Washington Correspondent 
HE Commission on Organization of the Executive Branch 
T of the Government, has recommended to Congress that 
“the Federal Government, which spends close to $3 billion 


a year in 
a modern traffic management 
and inefficiency.” 

The bi-partisan commis- 
sion, headed by ex-President 
Herbert Hoover, feels there should 
be a broad overhauling of traffic 
procedures to reduce costs and to 
insure business-like operations. 

The group urges that the Govern- 
ment, as the largest shipper of per- 
sons and property, and as the op- 
erator of vast transport facilities 
of its own, organize and manage its 
traffic in such a way as to give full 
recognition to the “importance of 
an adequate and prosperous trans- 
portation system.” 

The commission 
recommends that 
a “director of 
transportation” be 
named and urges 
centralization of 
traffic manage- 
ment functions 
for all civilian 
agencies in the 
General Services 
Administration, 
except for the 





William Ullman 


movement of mail and security-| 


classified goods. 
The report to Congress includes 
examples of disregard for costs and 


lack of coordination in the move-| 


ment of personnel and freight. 
These show what is termed “wide- 


spread dead-heading and hitch-hik- | 
ing, cross-hauling, back-hauling and 


other wasteful practices.” 
& - + 


Trade Week Proclaimed 


| a A White House proclamation, 
May 22-28 has been named World 
Trade Week. The presidential state- 
ment read, “the economic strength 
upon which the free world’s defense 
is based can be increased by inter- 
national trade.” 

The President urged that Fed- 
eral, state and city officials co- 
operate in observing the occasion. 
He also suggested observance by 
business, labor, agriculture, -edu- 
cation and civic groups. 

It is expected that World Trade 
Week will have special significance 
this year because of the President’s 
proposal to extend the Reciprocal 
Trade Act for three years. 

o = = 


Road Costs Figured 


,Reroerine to Congress, the 
U. S. Bureau of Public Roads 
has predicted that the cost of 
needed road construction, mainte- 
nance and administration for the 
next 30 years will be $297.1 billion. 
Some 72 percent of this sum will 
go for construction. 

The report, based on state high- 
way department estimates, said that 
the program could be financed by 
adding a quarter of a cent to the 
motorist’s cost of driving a mile. 
This cost is now about % of a cent 
per vehicle mile. 

im . . 


Road Builders Ready 


J N. ROBERTSON, president of 
* the American Road Builders 
Assn., has informed the Senate 
Public Works subcommittee that 
his organization believes that the 
machinery, materials and manpow- 
er needed for President Eisenhow- 
er’s $101 billion road program will 
be available when necessary. 
Admitting that the program would 
require staggering amounts of ma- 
chinery, materials and manpower, 
Robertson said, “a detailed study 
leads up to the conclusion that the 
highway construction industry and 





peacetime to haul passengers and freight, needs 
to eliminate waste, duplication 


ZA 


© 


Roads for Our Growing Nation,” 
which contains facts and expert 
opinions on Federal, state and local 
highway problems brought out at 
the National Conference on High- 
way Financing. 

The booklet includes recent data 
on street and highway construc- 
tion, taxes, motor vehicle totals, 
highway expenditures, and toll 
roads. Copies of the publication are 





| 


Chamber of Commerce, Washing- 
ton 6, D. C. 


* * 


Hearings to Resume 


be ype sew etd J. William Fulbright, 
chairman of the Senate Bank- 
Committee, has said that hearings 
on the stock market will be re- 
sumed in about a month but will 
be limited in scope and will be con- 
ducted by the Securities subcom- 
mittee or some other group. 
Fulbright stated that only cer- 
tain issues will be discussed, such 
as possibly group investment trends, 
proxies, over-the-counter transac- 
tions, uranium and other “penny” 
stocks, exchange operations, stock 
trading by corporation officials and 


investment facilities. 
+ * * 


Oil Firms Hit 
SPOKESMAN for the Detroit 
Gasoline Station Operators told 
a House Small Business subcom- 
mittee that major oil companies 
are deliberately building more gas 
stations than are needed in an ef- 
fort to keep down the retailers’ 
profit. 
A spokesman for the National 
Congress of Petroleum Retailers 
contended major companies dis- 


available for $1 each from U. S.| criminate against other retailers 

























Use this handy 
coupon to order your 


1955 


in various ways. For example, he 
said, they sell gasoline below cost, 
compel operators of their own 
stations to stay open too long and 
operate their stations at a loss. 

Asked if he had any legislative 
recommendations, the witness said 
that Congress might want to give 
careful scrutiny to the oil deple- 
tion tax allowances given to oil 


companies. 
* +. 


Tax Cut Proposed 


A BILL introduced by Rep. Frank 
Smith, Mississippi Democrat, 
would repeal the excise tax on re- 
built automotive parts and acces- 
sories. The measure went to the 
House Ways and Means Committee, 
where it probably will sleep peace- 


fully for some time. 
* * * 


Pickings in Capital Slim 
A§ EXECUTIVE, legislative and 
departmental matters have been 
going since the expiration of the 
83rd Congress, the pickings have 
been slim indeed for automotive 
reporters. Men on the same beat 
with me meet me, stop, scan me 
closely, fix their eyes on mine and 
ask again the old, old question: 
“Know anything? I mean anything 
happening really worth while?” 


—it's hydraulic...sells on sight 
OF passenger cars, light trucks, 
tractors and implements or for 
general farm, shop and home uses! 


por steering, power brakes and all the other automobile 

power assists make your customers power conscious. That’s 
why they buy this new hydraulic power lift. They want a safe, 
modern jack to replace back-breaking unstable mechanical 
jacks they are using now. What’s more, the Brave is an ex- 
tremely practical tool for a host of shop, farm and home uses 
(see illustrations) . . . provides a smooth hydraulic “lift” for 
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Even as I ask them the same ques- 
tion. 

The automotive scene here was 
enlivened some, of course, during 
the recent visits of General Motors 
President Harlow H. Curtice to 
testify before the Fulbright com- 
mittee, and James J. Nance, presi- 
dent of the Automobile Manufac- 
turers Assn., to testify before the 
Senate subcommittee on roads. 

Both appearances were excel- 
lently made and carried wide, 
general automotive interest, but 
less than the earlier appearance 
of William Cronin, managing di- 
rector of the AMA, to ask for re- 
peal or reduction of the automo- 
tive excise taxes. 

Cronin’s plea, like that of the 
forthcoming Senate auto investiga- 
tion, was a baby right on the car 
dealer’s doorstep, something just a 
little closer than a fire in the next 
town. 

Of course, autos and the auto 
industry come in for almost daily 
consideration in many Government 
departments, but most of that con- 
cerns matters some distance re- 
moved from showroom selling of 
cars. 


There’s big money in bumper jacks 
when you sell the NEW... 


BLACKHAWK 












Get the hard-hitting merchandising kit 
—"How Blackhawk Braves 
Boom Bumper Jack Sales!” 


_ When you stock and sell Blackhawk 
jacks, you get plenty of sales ammuni- 
tion to “pick off’? even the most casual 
prospects. You get compact, fact-packed 
small-space newspaper a 
possible to miss” large product tags that tell 
your sales story for you—at a glance. Kit 
furnished, free, with orders. 


BLACKHAWK MFG. CO., DEPT. J-4045 
Milwaukee 46, Wisconsin 
Please ship (..... 
dealer net each through a nearby jobber. (Note to 
dealer: Do not issue check now. me 
billing from jobber. Use this cou 


mats plus “im- 


x Jacks @ $12.55 


ait shipment and 
m or own pur- 
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DOWNING NASH, Inc. 


“ATLANTA'S NASH DEALER” 
Telephone CY 3461 486 West Peachtree Street N. W. 
ATLANTA 3, GEORGIA 


February 15, 1955 


Mr: Roy Abernethy 
Vice-President of Sales 
14520 Plymouth Road 
Detroit 38, Michigan 


Dear Mr. Abernethy: 

NASH FRANCHISE | 

SO PROFITABLE > Our first year as a Nash dealer has been so profitable 
we thought you might be interested in letting other 
dealers who may be considering the Nash franchise know 
some of the reasons for our good fortune. 


INCREASE Your | Having been a used car exclusive during past years, we 
TREMENDOUSLy NCOME have been amazed at the ease with which we were able 
to handle the Nash account. In the paragraphs below we 
list some of the reasons why used car dealers, espe- 
cially, could increase their incomes tremendously with 
a Nash franchise: 

BONDER LION DOLLAR 1) Most used cars will bring from a hundred to 
PROGRAM WILL Bang two hundred more simply because of the fact 
EVER BETTER PRICES ° that the purchase is being made from a fran- 
chised dealer. The public generally prefers 

to buy used cars from a franchised dealer. 


FEWER CUSTom The better credit risks generally buy from the 
CREDIT TURNOVERS franchised dealer. Because of this, it is 
easier to get credits approved. 
Income from the service and parts department . ASK THE mee 


TH 
will generally pay all or almost all fixed or a re CCEP 


pc ar AND PARTS GRoss overhead expenses, leaving the income from car 
OF Your ont PART sales as net profit. The used car dealer has 
“ no comparable source of income to offset his 


overhead expense. 














-2- 


: t 
ch ler is the bes 
SERIENCE used car dea nt. 

TION 4) Experience — handling 4 new oer son the 
ra wi 
G, were Se ae ere handled. 


Ww 
arts and service departments 
; e Nash factory have ike 
we feel certain 


h dealer. 
ew Nas > take a 


with th 
leasant and 


any n 
ue for SPY - example, t 


A CHise 5) Relationships 
RY always been Pp 


There is no Proen series of new cars or any 
sm” net ise is definitely 4 ee on 
TS 6) The et ee investment and the re 
D4 PO nen. 
RELI p iavestaent ; 


h in size 
oT i swe or Six separate 
d require fiv me 
ea but Nash has these 

h one franchise. 


u have access to 
cars than are gen 
r exclusive. 


7) To match th 
and price, 
franchised 
benefits wit 





;sed dealer, y° 
a Sree ead? used 


8g) As 
able to the used 04 


cleaner OT. 
erally avail 


-IMGOODNESS 
TRADE-INS 







in an 
s be interested 3G a uae 
Should tT nine our epereshee. oe them. We greatly 
Meith than eles 2 discuss tee re beink jn business wit 
(GIACCEPT ANCE he opportuni 
: 


ctive dealer 


appreciate t 
h. 
7 Kindest personal regards, 
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why it pays to sell Nash 





AMERICAN MOTORS MEANS MORE FOR AMERICANS 





O MATTER how much money you’re making 
N as a Used Car Dealer, you can’t spend five 
minutes more profitably than reading this volun- 
tary letter from the nationally-famous Downings 
of Atlanta, Georgia. 


If there’s anybody who knows the Used Car busi- 
ness,~ it’s Jim Downing, forme: president of the 
NUCDA, and his brother Tom. Yet, these highly 
successful former Used Car dealers will tell you 
today that the wisest move they ever made was 
taking a Nash franchise. 


Note that their letter was written February 15th, 
before three highly important developments had 
taken place. 


1. The 1955 Nash has been announced and 
become overnight the biggest success in our 
history. 


2. The Nash Dealer Volume Investment Fund 
is now in full swing, offering the greatest 
profit opportunity in 50 years. 


3. Nash will announce soon the Million Dollar 
Bonded Used Car Program, backed by na- 
tional advertising, to make Nash dealers’ 
stocks of all make used cars the most-wanted 
and most salable on the market. 


Find out why the Downings are so enthusiastic 
about their partnership with Nash. Wire or write 
to Roy Abernethy, Vice President Sales, Nash 
Motors Division, American Motors Corporation, 
Detroit 32, Michigan. We’re closing open points 
at the fastest rate in our history, so do it today! 


IT PAYS TO SELL 
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by 


Engineering Editor 


a. people who try to figure 
out what direction the industry 
is heading have told me privately 
that the “jewel- buying concept” 
may become more and more of a 
factor as the tangible, “usable” dif- 
ferences between cars in various 
price classes tend to be less dis- 
cernible. This theory states that, if 
present trends continue, we may 
soon reach the day when price tags 
and relative prestige value of the 
names may constitute the major 
practical differences in cars. 

With the growth in importance 
of so-called “prestige” factors as 
buying motivation in the more ex- 
pensive cars, We would be moving 


TURNINGS 


John T. Benedict 


toward a time when the buyer ad- 
mittedly is expected to pay a pre- 
mium for the privilege of driving a 
relatively low-production car. 

It is presumed that present 
trends toward individuality and 
“customizing,” through the wide 
variety of available options, may 
lead owners to place increasing 
emphasis on “distinctiveness” in 
the car they drive. (The latter 
point, has, of course, always been 
a principal sales weapon for the 
smaller manufacturers.) 

Ultimately, it is thought that 
greater numbers of buyers will be 
willing to pay extra for the knowl- 


edge that they have high-priced ‘the “classless car” and possible on- 





More lo w-maintenance features of 


HEIL BODIES AND HOISTS 


your customers want! 


Rugged body construction—extra 
flanges on top rail and rub rail, 


ONLY 8 WEAR POINTS, all 


SpeedlY 


™~S 


tue HEIL co. 


and... 
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cars—plus the ego-boosting satis- 
faction derived from the thought 
that everyone else must recognize 
their “success” in being able to af- 
ford the higher price tag. 

Carried to the extreme, such a 
process would lead to a “jewel-buy- 
ing” era for motor cars. This means 
that, in comparing two cars (with 
a 10 percent price differential), 
they might appear to be of equal 
“quality” —and, for all practical 
purposes, the lower-priced car 
might be fully capable of providing 
the utmost in “usable” transporta- 
tion performance. There might 
even be little to choose between the 
cars in comfort, interior appoint- 
ments, accessories and “luxury.” 
Yet, it is conjectured that many 
people would choose the more ex- 
pensive car simply because it was 
higher-priced—and everyone would 
know it! 





- > * 
Problem Creates Concern 


In Industry’s Top Level 


_— may sound far-fetched, but 
the idea is taken seriously by 
product-planning men, stylists, en- 
gineers and management men with 
whom I have talked. Long-range 
“buyer upgrading,” emergence of 





The “usable” differences between low- 
priced and high-priced cars are fast dis- 
appearing, and some industry people be- 
lieve that the day will come when prestige, 
based on price, will provide the main 
inducement for buyers of high-priced cars. 
A grille like the one above would fit in 
nicely with this “jewel-buying concept.” 


LL 


set of the “jewel-buying concept” 
are of obvious concern to top-level 
people who have the problem of de- 










w Of all the low-maintenance features your customers want in a 


body and hoist, the fewer wear points of a Heil unit is one of your best 


sales clinchers. There are only eight friction points on a Heil dump unit, 


each with its own grease fittings to eliminate “freezing” under load. 


Bearing parts rotate on hardened steel pins for minimum wear. 
Foul-proof assembly design prevents rock or debris lodged in hoist 
mechanism from affecting the arm action. 


Low maintenance is just one customer-satisfying Heil feature 
that helps you sell more trucks. Ask your Heil distributor to explain 
every Heil Body and Hoist advantage. 


BH-512D 


DEPT. 5945, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. 


Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, Chicago, Kansas City, Denver, Dallas, los Angeles, Seattle. 











|lineation between cars at different 
‘price levels within their own prc i- 
uct lines. 
| Although “size” and “ride” sti | 
| may be distributed according t» 
price class, the lower-priced cars 
| are approaching the limits of “us 
able” performance (considering 
traffic density and road limita- 
tions), and they’ve about caught 
up in general comfort, conveni- 
ence and “luxury” as well. It now 
is commonplace to see competi- 
tive advertising directed not at 
@ car’s own price competition, 
| but at makes in the higher-price 
| groups. 
| If you’ve wondered about the or- 
igin of the term “jewel-buying” ap- 
| proach, the idea is taken from the 
way people purchase diamonds. The 
| jeweler will show two stones of ap- 
parently equal size and brilliance. 
An expert (with magnifying glass) 
can detect a slight flaw or “feather” 
in one diamond. This one may be 
priced 50 percent below the other 
stone, so people willingly pay up to 
100 percent more for pride of own- 
ership and the satisfaction of hav- 
ing a certificate guaranteeing their 
diamond to be a so-called “perfect” 
gem. 


It may be quite a while before 
the automative industry reaches 
such a condition. Engineers and 
| stylists still are capable of produc- 
ing cars with graduations guided by 
| the ultimate cost—and even today, 
you have little trouble proving that, 
as a person pays the higher price, 
he gets “more car” for the money. 

However, what will happen if 
cars in the lowest-price bracket do 
reach the point where they pro- 
vide essentially “all the car a per- 
son can use?” Will the embossed 
price tag become a valued article 
of exterior adornment? Or maybe 
the grille design of the future will 
| tastefully disclose the selling price 
| —in a dignified, restrained manner, 
of course! 


100 Octane Gas 
In Quantity Due 
By New Process 


SAN ANTONIO. —Refiners will 
be able to supply gasolines of more 
than 100 octane as a result of a 
new refining process, it was re- 
ported last week by Universal Oil 
Products Co. 


In a paper by Henry W. Grote, 
Dr. Vladimir Haensel and Melvin 
J. Sterba, of Universal, it was 
claimed that the new process, 
called “rexforming,” enables refin- 
ers to economically produce gaso- 
lines of the quantity and quality 
required in the engines the auto 
|makers are reportedly preparing 
|to offer to the public. 

David W. Harris, Universal pres- 
ident, said that gasolines with oc- 
| tanes considerably in excess of 100 
| already have been produced in the 
company’s laboratories. 

| The paper said “rexforming” per- 
'mits the refiner to boost the octane 
rating by separating the low octane 
|fractions from the gasoline in a 
| once-through reforming operation. 


In announcing the process, 
Harris noted that octaine ratings 
have been steadily increasing. He 
said the average ratings in 1946 
were 79.2 for regular and 84.7 for 
premium fuels. By 1954, these fig- 
ures had risen to 85.3 and 92.8, 
respectively. 








Ia. Dealers Stage 
(132-Truck Trek 


DEARBORN. — A total of 132 
Ford trucks were driven away from 
downtown Detroit last week for 
Iowa in what may be the longest 
non-military truck convoy ever to 
travel the highways. 


The trucks, painted blue and 
white, were driven by Ford truck 
salesmen and dealers from Iowa, 
all wearing straw hats. The journey 
was designed to acquaint Iowa 
dealers with Ford division’s factorv 
delivery program, under which cus- 
tomers vacationing in Michigan ca 
take delivery of a car or truck an! 
drive it home. 

While in Detroit, the Iowans vi: 
|ited the Henry Ford Museum, 
|Greenfield Village, the late Henry 

Ford’s Fairlane estate, the Ford 
Rotunda, the Dearborn test track 
and the Rouge plant. 
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jer Explains Training P: am 


Dea Pp rogram .. . 
Part-Time Salesmen Boost Volume 


—— 


By Norman Shigon 
Staff Correspondent 

HILADELPHIA. — Enlightened 
F management and ingenuity 
have placed Germantown Lincoln- 
Mercury among the leading auto- 
mobile dealers in this area. 

H. L. Johnson, manager, is now 
planning to launch a program in 
which he will have two outside 
sales crews. One crew will be com- 
posed of one sales manager and six 
saleswomen while the other will 
have one sales manager and six 
salesmen. 

Johnson believes that women 
can make desirable sales people, 
and he wants this dealership to 
utilize the special contacts and 
talents that some women have. 

Johnson is now organizing a 
group of salesmen who work part- 
time in the dealership and are 
undergoing training at the same | 
time. 

An old hand, such as the sales 
manager or used-car manager, 
holds sales discussions with these | 
men several times a week. 

> +e * 


I THESE men progress, John- | 
son intends to make the best | 
ones full-time salesmen. 
The training program makes it | 
possible to keep likely candidates | 
for full-time sales positions under | 
observation during their training 
period. | 
These salesmen have desks, tele- | 
phones and mailing and telephone | 
prospect lists, and they can do as) 
much work as they wish. 
The firm now has nine part- | 
time salesmen, but Johnson ex- | 
pects to expand to an even dozen. 
He believes that it would be 
difficult to handle more men than 
that at one time. Frank Steick, 
assistant sales manager, super- 
vises the part-time salesmen. 
Germantown Lincoln-Mercury 
also has a special bird-dog group, 
composed of men who have many 
friends or work in large organiza- 
tions or come in contact with large 
numbers of people through organi- 
zational work. There are about 30 
to 40 of these bird-dogs, and they 
are split among the eight salesmen. 
* * * 








7 regular salesmen follow up 
all leads, from bird-dogs or 
other sources. The salesmen work 
in two crews. There are always 
four men on the floor and a sales 
manager and assistant manager. 

While one crew is on, the other 
crew is out after prospects. One 
crew works on the floor from 9 a.m. 
to 3 p.m. while the other crew is 
on from 3 to 9 p.m. 

Every salesman is required to 
make out a daily report on 25 
telephone contacts and 25 direct- 
mail solicitations as well as five 
personal “spears” or other per- 
sonal contacts. 

Johnson states that the firm does 
not use “would you takes,” as it 
considers them misleading. 

The firm places as much empha- 
sis on the used-car phase of its 
business as on its new-car business. 

“Many dealers don’t seem to 
realize it, but the profits of a new- 
car business are tied up in the used 
cars taken in trade. Therefore, if a 
bottleneck is created in the used- 
car department, it defeats a volume 
sales program or new cars,” John- 
son says. 
x * * 

GERMANTOWN Lincoln-Mercury 

has its used-car operation 
geared to a 20-day turnover. On the 
15th day, a bonus is placed on a 
used car. If this car is not sold 
by the 20th day, on the 21st day 
it is wholesaled. This keeps the 
used cars moving. It handles about 
80 to 100 used cars at one time. 

Germantown believes that it does 
not lose | any money by bending 


Cincinnati Dealers Weigh 


Curb on Evening Hours 
CINCINNATI.—Auto dealers here 
bred considering plans for bringing 
their hours more in line with those 
of other retail establishments. 
Pe. has been suggested that, as a 
Starter, new and used-car sales de- 
partments be closed at 6 p.m. on 
Tuesdays and Saturdays. 
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over backward to render extra 


is sold the firm will take care of 
minor complaints free of charge. 


The firm goes even further to 
ensure the satisfaction of custom- 
ers. It puts an average of 90 
pounds of undercoating under 
each car sold while the average is 
usually 50 pounds in other deal- 
erships. 

Moreover, the dealership is trying 
to avoid the bad reputation that 
many new car dealerships have for 
pre-delivery service. 

Germantown Lincoln-Mercury 


|shows the customer how many 


man-hours are spent in servicing 
his car for delivery. The customer 
is shown the repair order and the 
actual time the mechanic spent 
working on the car and how much 
the mechanic is paid for such work. 
This information is stamped on the 
repair order. 
+ + * 
= company’s service depart- 
ment is 22,000 square feet. This 





‘makes its service department one 
service. For example, after a car,of the largest, facility-wise in the 
city. The efficiency of the service 
operation can be gleaned from the 
|fact that the service absorption 


rate is about 85 percent. 


Germantown Lincoln-Mercury 


makes use of incentive programs 
to help move cars. Bonuses of suits 
of clothes and men’s accessories are 
placed upon certain cars or are 
given out within a week to the man 
who sells the most cars or gets the 
best deals. 

The salesman who wins such 
awards must take the clothes 
rather than money. Most sales- 
men working for the firm have 
received most of their wardrobes 
in this way. Johnson says that 
this type of bonus insures the 
firm that its salesmen will be 
well-dressed. 

The dealership has its main loca- 
tion at 7700 Germantown Ave. 
Philadelphia, but it- maintains an- 
other location at 135 W. Chelten 
Ave., Philadelphia. 
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Plymouth Sales Managers Hold Parley— 


Plymouth sales managers held a regional retail sales management conference in 
Cleveland's Hotel Statler through February and March. On hand for the general dis- 
cussion were, seated (left to right), Kenneth Young, Cole Motors; M. L. Van Dagens, 
Plymouth director of plans and training; Ralph Mays, Conart Motor Sales, Akron; 
Kenneth Wood, Podway Motor Sales; Roland Ward, P. R. Ward Co.; J. H. Fearer, 
Plymouth regional sales manager; James Ryan, Don Jordan, Inc.; A. C. Gilchrist, 
Davidson Motors; W. T. Farmer (standing), Plymouth’s Cleveland region merchandising 
manager; Harold Blumenthal, Milt Miller, Inc.; William Martin, Henry Canning, Inc.; 
Howard Herbst, Fisher Motor Sales, and K. A. Gramley, Walter H. Stearns, Inc. 





More and More Tire Merchants are discovering 


GENERALS 


EXCLUSIVE DISTRIBUTOR FRANCHISE 


Means More opi 


FROM EASIER, FASTER SALES 











Dramatic convincing advertising of 
General’s unmatched ‘‘4-way protec- 
tion”, of General’s Nygen Cord— 
“stronger than steel cables’, is reaching 
3 out of every 4 car owners in the 
country. This outstanding promotion of 
quality-famous Generals has increased 
traffic, made sales easier and faster for 
General Distributors. 

Combined with General’s exclusive 
Distributor Franchise, these tires that 
“cost more because they’re worth 
more”’ are pouring more dollars, more 
profit into the pockets of General Tire 
Distributors everywhere. Remember... 


MORE NEW CAR BUYERS CHANGE OVER 


TO GENERALS THAN TO ANY OTHER TIRE 


THE GENERAL TIRE & RUBBER CO. 


Akron, Ohio 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Connecticut 


New-car registrations in Con- 
necticut during the first two 
months of 1955 were 11,971, com- 
pared with the 9,191 in the same 
period of last year, according to the 
Connecticut Automotive Trades 
Assn. 

Together with this 32 percent in- 
crease, other factors indicate that 
Connecticut’s approximate 1,400 
used-car dealers and 870 new-car 
dealers can enjoy a good year 
throughout 1955. 

One of these factors in the 
recent report by a finance house 
in this area that 163,000 Connecti- 
cut auto owners will make final 
payments on their cars this year. 

Another factor is the just- 
released report showing an increase 
of 255,000 in the state’s population 
since 1950. The State Motor Vehicle 
Department says that about 1,200,- 
000 residents of the state this year 


KNOCK-OUT PUNCH FOR SKIDS 


i 


ARMSTRONG TIRES’ “OUNCE OF PREVENTION” 


Safety Discs give skid protection no other Tubeless Tires offer! | 


have driver’s licenses. — (Thomas | 


Marks.) 


+ * 


* 
New Hampshire 

Some 166,000 to 167,000 cars will 
be registered in New Hampshire 
this year, setting another record, 
according to a prediction by Motor 
Vehicle Commissioner Frederick N. 
Clarke. 

At the time of Clarke’s forecast, 
116,165 vehicles had been listed, or 
1,814 more than at the same time 
last year.—(Guy Langley.) 

* * * 


Western Canada 

Dealer sales of cars and trucks in 
Western Canada were beyond all 
expectations in January, despite all 
stories that lower farm incomes 
would affect such business, accord- 
ing to a Government source in 
Ottawa. 

Business showed a gain of 11.8 
percent in dollar volume over the 





same 1954 month, and a gain of 
0.8 percent over December. 

Unit sales were up 28.7 percent in 
British Columbia, 13.4 percent in 
Saskatchewan, 10.5 percent in Man- 
itoba and 0.6 percent in Alberta. 

In the same period, dealers in 
the eastern provinces showed an 
overall loss of 0.4 percent.—(M. L. 


Schwartz.) 
« * * 


Salem, Ore. 

Dealers in the fruitful Willamette 
Valley report first-quarter sales in- 
creases ranging from 15 to 100 per- 
cent over the 1954 period. 

More conservative dealers say, 
however, that dealers in the two 
leading sellers have narrowed 
their profits, and this may compel 
others to follow suit. These deal- 
ers also dislike 40-month credit 
terms being given by some firms. 

Showrooms now are filling in 
most instances, but some leading 





makes are still short on deliveries. 
—(F. K. Haskell.) 
* . 


* 


Vermont 

On the basis of early registra- 
tions, Vermont Motor Vehicle De- 
partment officials predict a record 
for the state. 

There were 55,550 car registra- 
tions on the same date when the 
total was 52,040 a year ago. 

On this basis, officials believe the 
total will surpass the 1954 figure of 
116,304 cars and 23,789 other vehi- 
cles.—(Guy Langley.) 

o oe * 


Atlanta 

New-car registrations in the At- 
lanta area for the first 10 days of 
March were up 9% percent over 
the corresponding period of Febru- 
ary and up 55 percent over the 
same period a year ago. 

Total new-car registrations for 
the 10-day period were 1,356. New- 
truck registrations, numbering 132, 
were up 13 units over the like 
period of the previous month. 

New-car registrations by make 
were: Ford, 422; Chevrolet, 360; 
Buick, 108; Pontiac, 107; Plym- 
outh, 98; Oldsmobile, 84; Mercury, 
60; Dodge, 35; Cadillac, 27; Chrys- 
ler, 14; DeSoto, 11; Studebaker, 





| 


11; Packard, 9; Nash, 4; Lincoli, 
2; Kaiser, 2; Willys, 1, ard 
Austin, 1. 

New trucks fared as follows: 
Ford, 63; Chevrolet, 26; GMC, 9; 
International, 9; White, 7; Dodze, 
6; Mack, 4; Studebaker, 3, and mis- 
cellaneous, 5.—(E. C. Bash.) 

* * a 


Pittsburgh 

New-car registrations in the 
Pittsburgh area during the week 
ended March 26 declined from the 
previous seven-day period, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

It was the second week in a 
row that registrations showed a | 
decline. 

The bureau’s seasonally adjusted 
index of general business activity 

stood at 178.9 percent of the 1935- 
39 index. It had been 173.2 a month 
earlier. 

Steel-mill operations were raised 
to 97 percent of practical capacity, 
highest since late 1953.— (Leon M. 
Leffingwell.) 


* * * 


Sioux City, la. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., dur- 
ing March totaled 360, a sharp in- 
crease over the 253 units titled in 
February. 

New-truck registrations dropped 
from 39 in February to 32 in 
March. 

Ford continued its wide margin 
over Chevrolet, with 99 registra- 
tions to 65. In the previous 
month, Ford led 61 to 41. Buick 
jumped past Plymouth to land 
third place with 46 units to Plym- 
outh’s 44, 

Other registrations were: Olds- 
mobile, 32; Dodge, 20; Pontiac, 14; 
Cadillac, 9; Mercury, 9; Nash, 6; 
Chrysler, 5; Hudson, 3; Studebaker, 
3; DeSoto, 2; Imperial, 2, and Pack- 
ard, 1. 

Truck registrations were: Ford, 
14; International, 8; Dodge, 5; 


Chevrolet, 3, and Diamond T, 2. 
* + 7 


Oklahoma 


There are More new autos in the 
driveways of Oklahomans so far 
this year than last, with the state 
apparently embarking on a boom- 
ing new-car spree, according to 
State Tax Commission figures. 

Registration of new cars in the 
first two months of this year to- 
taled 10,640, compared with 8,450 in 
the same period of 1954, according 
to F. D. Murphy, head of the com- 
mission’s motor vehicle registration 
division. 

Murphy’s records show Okla- 

homans buy most of their new 


| cars in the first seven or eight 


months of the year, then slack 
off as new models are made 
ready. 

January of this year saw 3,532 
new cars registered, compared with 


| 3,146 in 1954. February registrations 
| Zoomed to 7,108, against 5,304 in the 
|same month of last year. 


There was only one month last 
year that beat this year’s February 
total. That was July, with 7,384 reg- 


istrations.—(Mary Lou Risen.) 
* * + 


Baltimore 
New-car registrations in Balti- 


/more during February totaled 2,443, 


compared with 2,410 in January, ac- 
cording to the Automobile Trade 


| Assn. of Maryland. 


February truck registrations 
amounted to 227, the association 
said, compared with 226 in the 
previous month. 

February car registrations 
were: Chevrolet, 693; Ford 565; 


Trust Armstrong to deliver a tube- 
less tire that’s tops for safety and 
sales appeal! What’s more— 
Armstrong backs it up with the 
strongest guarantee in tire history 
—an UNCONDITIONAL LIFE- 











TIME GUARANTEE AGAINST 
ROAD HAZARDS! Never before has 
any tire offered such prospects for 
big volume, fast turnover, fat 
profits! Get your share! Stock new 
Armstrong Tubeless Tires today! 






Plymouth, 265; Buick, 225; Olds- 
mobile, 190; Pontiac, 168; Dodge, 
108; Mercury, 63; Cadillac, 56; 
Chrysler, 53; DeSoto, 41; Stude- 
baker, 23; Nash, 18; Hudson, 11; 
Lincoln, 7; Packard, 7; Willys, 2, 
and miscellaneous, 7. 
| Truck registrations were: Chev- 
rolet, 76; Ford, 71; International, 
34; Dodge, 17; GMC, 13; Willys, 6; 
Mack, 5; White, 3; Studebaker, 1, 
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and miscellaneous, 1.—(Kate Sav- 
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Salt Lake City 


against tire failure accidents due to skids. | New-car registrations in Salt 
. : |Lake County (Salt Lake City) in 
Od the seven-day period ended March 


23 totaled 249, while the new-truck 


count was 31. 
WEST HAVEN & NORWALK, CONN. ® NATCHEZ, MISS. © DES MOINES, IOWA.® SAN FRANCISCO, CALIF. © ARMSTRONG EXPORT DIV. 20 E. 50 ST., N.Y., N.Y. | 





In just 10 seconds you can demonstrate how 
Armstrong’s exclusive safety discs guard 
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Buick leaped into first place with’ 
| 48 registrations, followed closely by 
Ford with 46. Chevrolet, with 35, 

(Continued on Page 35, Col. 1) 
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IMPROVED PERFORMANCE IN 30 cicnegures cei 
" having trouble with sticky, noisy valves eae 
bs rformance with only 8000 miles on the car. pnt a 
aaa il. put in Pennzoil with Z-7. After 30-minu a 
pos ge a became smooth and quiet, valve — “a 
ps bo p sagan was amazed that a change of oil co 
appe 


make so much difference.” 













GERALD HARTFORD» 
Service Manager, Mitchell, S. D. 






BETTER GAS MILEAGE! 


MORE POWER, own car and five of our demon- 


“ nnzoil with Z-7 in my E 
aoe ‘a a having difficulty with a valve crunc 
strators. 


mnzoil wi imi i ble completely, also gave 
P 1) with Z-7 eliminated this trou é — 
oman SS a better gas mileage. We found it complete 

, = 


satisfactory in every car.’ 






STEPHEN R. GRAHAM 
Service Manager, Pittsburgh, Pa. 


Hes CVrY 
customer! 


SATISFACTION IN A — 
i ith Pennzo 
“Our experiences with 
revelation. In one car with _— rageat ong ipa _—. 
i iate improvem' r. In a 
san deal of trouble, Pennzo il = oe = 
il-pi igh consumption wl ty n 
ae onei nr ie Z-7 quickly released a sticking valve. 
re J. A. VAIL 
Dealer, Oakmont, Pa 











with Z-7 have been a happy 
than 69,000 miles, we noticed 











PROVED: QUIETS Oe Te ee 
nois —— 

Pe gee z ate driven 6,000 am a — 

ennzo a Z-7. ' 

. i d says car runs , 

Z a as eae a me that it is the very best oil 
pire te my customers.” C. W. He1sHMAN i. 

= Dealer, Mt. Jackson, Va. 


©1955, The Pennzoil Co., Oil City, Pa., Member Penn. Grade Crude Oil Assn., Permit No. 2 
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oealers who know say abour 


PENNZOI 
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SAFE LUBRIC 





NIA 
100% pune pennsve” 


CUTS USED CAR Con 
“Some cars do not sell 
become sluggish if not 


DITIONING costs! 


rapidly, and the valve lifters and 

idly motors 
Periodically tuned up. Buyers shy away 
& Pennzoil with Z-7 in them, im- 


H. K. GREENWALD 
Used Car Manager, Portland, Oregon 
SAVES EXPENSIVE REPLACEMENTS} 


sticking was 


ture used cars handled by us will 


2-7.” 
JOSEPH F. RHEIN 
Service Manager, Babylon, N. ¥; 


with Pennzoil wi th 


Develops customer satisfaction that brings 
increased profits from service and car sales! 


Experience of dealers everywhere proves Pennzoil with Z-7 is the key 
to more profitable service business—source of the vital income you 
need to absorb most of your overhead. 


Pennzoil with Z-7 creates satisfaction because it actually improves 
engine performance so noticeably your customers can feel the differ- 
ence. Through the exceptional dispersing action of its built-in power 
ingredient, this completely different motor oil frees vital parts from 
deposits and keeps them free, releasing valve action to unlock horse- 
power and increase engine efficiency and economy. 


Feature Pennzoil with Z-7 in your service department and in your 
new and used cars... see for yourself why it develops satisfied car 
owners, more service customers and bigger profits from car sales! 


Get the full profit story! 
Write direct to 

THE PENNZOIL COMPANY 

EXECUTIVE OFFICES « OIL CITY, PA. 
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Twenty-two Models— 


Above is shown the G Model Dodge truck, one of the new C-3 series. It is | 


equipped with a 169-horsepower V-8 engine with a GVW of 15,000 pounds. There 
are 22 models in four lengths available, from half-ton to 21/-ton, in the new series. 





q ‘ih s Sales Executives Club’s “distin- 

3 Billings Dealers to Vie puidah salen awend” 

For Area ‘Sales Oscar Archie Cochrane Motors (Ford), 
BILLINGS, Mont. — (UTPS) —|/Ryan Oldsmobile and Yellowstone 

Three Billings auto dealers are} Motors (Lincoln-Mercury) will par- 

among the area’s 22 firms partici-| ticipate. Winners of the sales “Os- 

pating in the Billings National | cars” will be announced in May. 








ENKA/‘S 


Jetspun’ story 
reaches 


the heart 


-* of America 


@T. uM. Rec. 
U.S. PAY. OFF. 

BY AMERICAN ENKA 
CORPORATION 
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ines Offered, Six and V-8... 





Dodge Unveils 22 New Trucks 


DETROIT. — The 22 new 1955 
C-3 Series Dodge trucks are pow- 
ered by seven engines with 12 dif- 
ferent horsepower ratings. 

K. C. Deaeon, truck general man- 
ager, said that the new models can | 
haul loads up to 40,000 pounds | 
GVW and employ either six-cylin- | 
der or V-8 engines that range from 
103 to 202 horsepower. 

The new 169 horsepower V-8 
replaces the 145 horsepower en- | 

gine which received American 
Automobile Assn. certification for 
performance in western tests last 

| fall. 

Four new cabs are offered in the | 
| low-tonnage line and also through- | 
out most of the new models. Each 
|cab, Deacon said, has around 62 
jinches of hip-room and 59 inches 
of shoulder room. The new wrap- | 
around windshield contains 1,023 | 
| square inches of glass and, accord- | 
ing to Deacon, gives 98 percent of 
| full vision. 
The cab interiors are featured by 





*% 





new instrument panel styling and 
three-tone trim combinations. 

A total of 22 stake or platform 
models in four lengths are avail- 
able from half-ton to 2%-ton mod- 
els. Three body lengths and two 
body styles are offered in the new 
pickup and express models. 

> basic V-8 engines are 
used with horsepower ratings set 
at 169, 175, 193 and 202 grades. 

Highest in the preceding series 
was 172. 

Ignition key starting is standard 


Buick’s Millionth V-8 


Built at Flint Plant 

FLINT.—Buick last week com- 
pleted its millionth V-8 power 
plant. The engine was introduced 
in the 1953 models. 

Ivan L. Wiles, Buick general 
manager, said the engine plant 
was turning out nearly 3,000 V-8s 
daily and credited it with an im- 
portant part in Buick’s climb to 





| third place in 1954 sales. 


17,600,000 read the JETSPUN story 


in the SATURDAY EVENING POST 


The JETSPUN story, told in three issues of The Satur- 
day Evening Post, is a story of vital interest to mills, 
cutters, jobbers and retailers. Each time, 17,600,000 
Post readers see full-color reproductions of seat cover 
fabrics woven with High-Tenacity JETSPUN, Enka’s 
color-injected rayon filament yarn...read about the 
durable, luxuriously textured, shock-resistant fabrics 
woven with JETSPUN, in beautiful, colorfast colors 
styled by Howard Ketcham. Your customers will be 
JETSPUN-minded when they come in. Write or phone 
us for information on your role in the JETSPUN story. 


AMERICAN ENKA 


CORPORATION 


206 Madison Avenue, New York 16, N.Y. MU 9-0510 
428 Jefferson Standard Bldg., Greensboro, N. C. 
200! Industrial Bant Bldg., Providence, R. |. 


makers of rayon and nylon for textiles and industry 





|on all V-8, forward-control and cab- 
| over-engine models. Haulers who 
|place a heavy electrical load on 
‘their trucks are offered a 12-vo't 
| ignition system on the high-tonr- 
|nage models, Deacon said. 

| A new three-speed automatic 
transmission is available on the six- 
| cylinder models. A three - speed 
| heavy duty remote shift transmis- 
sion is offered on forward control 
| models. Tubeless tires are standard 
|on the half-ton and three-quarter- 
ton models. 

Standard body colors offered on 
| the new trucks include: Terra 
cotta, canyon coral, Dodge truck 
red, Rackham blue, Ecuador blue, 
banner green, Ponchartrain green 
and Armour yellow. 

Grille bars are painted Chilean 
beige and cab interiors have con- 
trasting three-tone trim combina- 
tions of black, gray and Chilean 
beige. 

Pickup and express bodies of the 
new trucks are six-and-a-half, sev- 
en-and-a-half and nine feet. Other 
lengths, in the higher tonnage 
classes, are seven-and-a-half, nine, 
12 and 14 feet. 





Less Effort— 

Loading height of Dodge's new C-3 
series pickups is about two feet and is de- 
signed to permit drivers to do more work 


with less effort. 
| a * - 





ew 


Comfort for Three— 

Three large men are able to ride in 
comfort in the C-3 series Dodge truck 
cabs. Dodge said the increased glass area 
in the new cabs gives up to 98 percent of 
full vision. 


Driver Relaxes— 


Dodge claims 62 inches of hip room in 
| its new C-3 series trucks. The firm alsc 
| calls attention to the acoustical headlin- 
|ings that are said to absorb noise anc 
insulate against both heat and cold. 









| 
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By Leo T. Parker 
Attorney at Law 
eo a discussion has 
arisen from time to time over 
the legal question: 

Can a bona fide purchaser of an 
automobile from a conditional pur- 
chaser be permitted to retain the 
property bought from the condi- 
tional purchaser on paying the con- 
ditional seller the balance due 
under the terms of the original 
contract of sale? 

According to a late higher 
court decision the answer is yes. 
For illustration, in Goldman v. 

Superior, 268 Pac. (2d) 134, it was 
shown that one, McCall pur- 
chased a Buick from the Chick 
Buick Co. under a conditional 
sales contract whereby the bal- 
ance of the purchase price was 
payable in monthly installments. 
Soon afterward McCall sold the 











Sales Recessed 
During Dealer’s 
3-Day Display 


Chevrolet Co. staged a three-day 
promotion—“Curb Service Display” 


—in which it presented a lineup of | 
50 new Chevrolets outside its show- | 


rooms. 


Prospects were invited to exam- | 


ine the new models inside and out, 
try out the gadgets and take dem- 
onstration drives by themselves. 
Salesmen were present to answer 
questions and provide information, 


but were under orders to apply no} 


selling effort or pressure at the 
time. 

Heavy newspaper promotion em- 
phasized that there would be no 
selling effort during the event. 


Ford to Construct 


Carburetor Lab 


DEARBORN. — Construction will 
begin next month on a carburetor 
laboratory at Ford Motor Co.’s re- 
search and engineering center here, 
Earle S. MacPnerson, engineering 
vice-president, announced last 
week, 

The laboratory will provide facili- 
ties for carburetor development 
programs for Ford, Lincoln, Mer- 
cury and Continental engines and 
help correlate carburetor inspection 
work done on check stands in man- 
ufacturing areas into correlation 
with engineering carburetor tests. 

Scheduled for completion by mid- 
summer, the laboratory will include 
five air and fuel flow rooms, a car- 
buretor component room, a repair 
shop and office quarters. 


Insurance Hit 
Motorists Urged to Forget 


Collision Coverage 


NEW YORK.—“Unless you own 
a brand-new or a very costly auto- 
mobile or fairly recent vintage, for- 
get about collision insurance,” 
writes Michael H. Levy, in his 
straightforward book “Your Insur- 
ance and How to Profit By It.” 


Lawsuits Affecting Dealers... 
Court Decisions 








KINGSTON, Pa. — Strayer’s City | 











_ He says that collision insurance 
is a noble idea that went sour with 
abuse by repairmen who boosted 
their damage estimates out of sight 
because the motorist is covered by 
deductible collision insurance. 


“The result is high premiums,” 
he continues, “even with $25 and 
$50 deductible arrangements. If you 
want collision insurance buy $100 
deductible.” 


Levy maintains that liability in- 
surance — bodily injury and prop- 
erty damage—is the heart and soul 
ef a motorist’s insurance and should 
cover payment of judgment, inves- 
Ugation service, cost of defense, ex- 


tensive first aid and bail or appeal | 
ponds. | 


Ingram Motors Signed 


A Studebaker franchise has been 
&igned by Ingram Motors, Inc.| 
Woodbury, N. J. L. P. Ingram is | 
President; William P. Ingram, vice- | 
president, and Marie Ingram, sec- 
retary-treasurer. ! 
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Buick to Muntz Car Co. at its place 
of business in Los Angeles. Later 
the Chick Buick Co. located the 
car in possession of one Richman 


who had purchased it from the 


Muntz Car Co. 
* 


* * 


Entitled to Possession 


. higher court held that Rich- 
man could retain possession and 





American Motors Signs 


With Disney for 1956 

DETROIT. — American Motors 
Corp. has announced renewal of 
its contract to sponsor the “Dis- 
neyland” television program in 
1956. 

“Disneyland” is seen weekly on 
a network of 159 television sta- 
tions. American Motors also will 
continue its sponsorship of “Dis- 
neyland” throughout this sum- 
mer. 





| 

ownership of the car by paying to 
the Chick Buick Co. the balance 

owed by McCall. The court said: 
“The purchaser (Richman) from 
the conditional vendee has a condi- 
|tional right to possession of the 
|automobile which he has obtained 
| for value and without notice to wit, 
he has the right to keep the auto- 
mobile and comply with the terms 
| of the original contract at which 
time his right of possession be- 
|comes absolute.” 

* 


Rental Case 


oe. a higher court held 
that a person who lawfully 
gains possession of an automobile, 
but under false pretenses, and 
keeps it for his own use is guilty 
| of embezzlement. 

For example, in State v. Russell. 
| 265 S. W. (2d) 379, it was shown 
|that a man named Russell rented 
an automobile on July 29 and 
jagreed to return the automobile 
| within 24 hours but failed to do so. 

The higher court convicted Rus- 
| sell of the crime of embezzlement 
|and sentenced him to serve seven 
| years in prison. The court said: 


x * 





Self-Winding Car Watch— 


A self-winding watch for Plymouth cars 
is offered as a factory accessory on new 
models or through MoPar parts division 
of Chrysler Corp., made by Benrus Watch 
Co. The “Plymouthmatic” is installed in 
place of the horn ring ornament. Turning 
of the steering wheel winds the nine-day 
watch. A feature is a red arrow on the 
crystal, which can be set to check elapsed 
driving time. The Plymouthmatic is anti- 


| “Larceny, embezzlement and ob-| magnetic, shockproof and has a sweep 


|taining money under false pre- 
tenses stand on an equal footing.” 


second hand. Dial and hands are illumi- 
nated for night driving. 


pet a 
'L. A. Young Plans 
‘New Lines of 
Auto Products 


DETROIT.—Striving for greater 
' diversification, L. A. Young Spring 
| & Wire Corp., automotive supplier 
|since 1907, has a new series of 
| products in the planning and de- 
velopment stages. 

Thomas Couper, sales vice-presi- 
dent, has announced that develop- 
| mental work is proceeding in auto- 
;motive and truck-equipment, plas- 
tics and children’s furniture. The 
firm recently introduced a new 
vibration-proof back rest for trac- 
tor seats. 


Couper added that the firm’s em- 
phasis on research and develop- 
ment has stepped up production 
performance and efficiency in the 
manufacture of both old and new 
products. 


He asserted, “For example, we've 
been able to reduce prices of auto- 
mobile seat springs below the pre- 
1940 level as the result of improve- 
ments in design and manufactur- 
ing methods. 











This tag will tie your batteries to 
U.S. Peerless’ Rubber Separators’ 





national advertising 


If you are a maker or merchandiser of bat- 
teries equipped with U.S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U.S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 
UP TO THESE ADS WITH THIS TAG! 





Send for 
free supply of 
these tags 


ae 


your 


@ The tag slips on quickly and easily to the 


battery post. 


@ The tag dresses up the battery. 

@ It can also be used as a price tag. 

@ It gives the salesman more ammunition 
to sell premium grade batteries. 


Write today for your free 


supply of these 


tags. And read the U. S. Peerless Rubber 


Separator ad in the April 
Saturday Evening Post. 


2 issue of The 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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“My Catoyxe) Ce Dealer 


Mr. Emery Chauncey (right) accepts delivery 
of sheet metal parts from his Chevrolet dealer. 


YOUR CHEVROLET DEALER 


IS READY, WILLING AND ABLE TO 
SERVE YOU BETTER THAN EVER! 
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Take it from leading 


Independent Servicemen: 


is my 


in service {” 
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“I find that I save valuable time by doing business with 


my Chevrolet dealer. When I need parts, I don’t have to 


run all over town looking for them. I call our Chevrolet 


dealer, who carries a complete line.” 


EMERY D. CHAUNCEY 
CHAUNCEY BODY CORP. 
6749 SO. CHICAGO AVE. 
CHICAGO 37, ILL. 





Teehnieal help in 
service problems 


Booklets like the Repair Manual help 
you solve tough problems quickly by 
showing best and quickest installation 
methods. On tricky service problems, 
see your Chevrolet dealer. He can 
help you solve them quickly. 


















Inereased service 
efficiency 


The right parts do the job best. They 
are made to fit right . . . function better .. . 
last longer. It will pay you to do business 
with your Chevrolet dealer. In so many 
ways, he is actually your partner in service! 





partner 








A complete line of 
Chevrolet Parts 


Your Chevrolet dealer is one, convenient 
source for all Chevrolet parts—not just 
a few, but all of the more than 22,000 parts 
serviced. He can assure prompt delivery, 
helps you give your customers better 
service! 


» Quality you can 
A depend on 


Your Chevrolet dealer handles parts manu- 
factured to high standards of quality, 
precision-built for dependable operation. 
Buy your Chevrolet parts from the man 
who specializes in them—your Chevrolet 
dealer. 
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News to Note... 


Auto World in Brief 


LOS ANGELES.—A new service 
and installation department has 


been opened here by American Li- | 


quid Gas Corp. 

The new department was opened 
to cope with increasing LPG serv- 
ice demands, Robert E. Barnes, 
vice-president of the carburetion 
division, said. 

The new facilities provide for the 
installation of LPG carburetion 
systems and service to present 
users. Specialists offer factory en- 
gineering assistance. 


‘* 
Oil Company Found Guilty 
Of Smog Violation . 
LOS ANGELES.—Union Oil Co. 
has been found guilty on eight 
counts of smog violation. The 
complaint charged unlawful emis- 
sion of fumes from the company’s 
stacks at Wilmington. 
Municipal Judge Mark Brand- 
ler said he would pass sentence 








Plus 











trophy to McMenony. 





Mew Tubeless Tires 
checks of equal pressur 


Say Tiremakers 


CO ISLANDERS ano 
REMOTE TIREFLATORS 


give you close control of pressures... 


JOHN WOOD COMPANY 
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in a few days. The company’s 
attorneys said they would ask for 
an arrest of judgment and a new 
trial. 

"t ” + 
McMenony Wins Tourney | 
SAN BERNARDINO, Calif. — | 

Glenn McMenony, Lincoln-Mercury 
dealer here, was the winner of the 
L-M Car-O-Sell golf tournament «#t 
Las Vegas’ Desert Inn. Buck Un- 
derwood, secretary of the Lincoln- 
Mercury Dealers Assn., presented a 

* 


* + 


Borg-Warner Acquires 


Brooks Equipment Plant 
KNOXVILLE, Tenn.—Acquisition 
of Brooks Equipment & Mfg. Co. 
by the Ingersoll Kalamazoo (Mich.) 
division of Borg-Warner Corp. has 
been announced. Brooks, which | 
manufactures the Load Lugger, a! 





materials handling device, will be- 


call for frequent 
e all around” | 


savings in shop time 
savings in maintenance 


come a subsidiary of Borg-Warner. 


President will be J. H. Ingersoll. 
R. F. Schutz has been named vice- 
president. 

* * 


Bristol Sales Head Tours 


LONDON. — James Watt, sales 
manager of the car division of 
Bristol Aeroplane Co., is on a 
round-the-world sales tour which 
will take him to Los Angeles Apr. 
28. He will visit West Coast agents 
for the Arnolt-Bristol car before 
going on to Chicago (May 1) and 


|New York (May 3). 


* * * 


Boxes on Display 
CHICAGO.—The third fibre box 
exhibit, sponsored by the Fibre Box 
Assn., will be held Apr. 19-20 at the 
Edgewater Beach Hotel here. 


* * ® 


Jaguar Declared Winner 


| At Sebring Grand Prix 


NEW YORK. — A “D-type” 


| Jaguar, entered by Briggs Cun- 


ningham and driven by Mike 
Hawthorn and Phil Waters, has 
been declared winner of the 12- 
hour Florida Grand Prix of En- 
durance at Sebring with an aver- 
age speed of 78.7 m.p.h., a record. 


Announcement came after a 


New tire designs 
make equal pressures 
all around even more 
important than ever. 
And ECO remote 
tireflators and ECO 
Islanders are your 
best assurance of 
exact inflation pres- 
sures. Their conven- 
ience—fitting in any- 
where in your shop 
— means savings in 
shop time, just as the 
ECO design means 
freedom from main- 
tenance. The first cost 
is the last cost in 
most cases. Ask your 
John Wood Repre- 
sentative for full in- 
formation about 
ECO Islanders, and 
ECO Remote Tire- 
flators to meet your 
needs. 














Keys for Stars— 

A. J. Buenzli (second from left), owner 
of Bruin Motor Co. (Pontiac), West Los 
Angeles, passes out keys for a fleet of new 
cars to members of the Ice Follies. The 
skating stars stopped off during their tour 
in Pontiac to pick up the cars. Buenzli 
flew in to handle the transaction. 





meeting here last week of the 
AAA contest board, which re- 
jected a protest entered by Allen 
Guiberson, Dallas, Tex., who 
claimed his Ferrari had won the 
race. 


* * 


* - 
I Pct. Trips Him 
OTTAWA. — Charles Klorian, 
27, was remanded for sentence 
after he had pleaded guilty to 
obtaining $450 and a 1948 auto- 


| mobile by false pretenses through 


trading a mortgaged 1953 car 


after he had figured out a “99 
| percent foolproof system” for au- 


tomobile registration. 
* * * 


Morey on Gruen Board 


FOREST LAKE, Minn. — C. J. 
Morey, auto dealer here, has been 
elected a member of the board of 
directors of Gruen Watch Co., Cin- 
cinnati. Morey is one of a group 
of Twin Cities men who have pur- 
chased stock control of the con- 
cern and have taken over its man- 


agement. 
* 


U. S. Tourists Spend Less 


OTTAWA. — Attributing the de- 
cline chiefly to a drop in automo- 
bile traffic, the Canadian govern- 
ment reports 1954 U. S. tourists’ 
spending in Canada dropped to $278 
million, $4 million under the 1953 
record. 


* * 


‘Circuit of Champions’ | 
Plans 57 Races in °55 


INDIANAPOLIS.—A total of 57 
national championship racing 
events for the Circuit of Champions 
“All Stars,” in major U. S. and Ca- 
nadian cities has been announced 
for 1955. 

The 1955 inaugural will be staged 
at Alabama State Fairgrounds, 
Birmingham, Sunday, May 1. 

Drivers will compete in 1955 
American - built stock convertibles 
marking the first time that open 
cars have been raced in competi- | 
tion. 


* 


Diesel Engine Plant 


Purchased by White 


CLEVELAND. — Purchase of the 
engine division of National Supply 
Co. by White Truck Co. has been 
announced by Robert F. Black, 
president. 

Black said his firm plans to con- 
tinue operation of the division as 
its diesel engine division. National 
is located in Springfield, O., and 
will serve as White’s distributor of 
engines in the oil industry. 

* * * 


Golden Anniversary 


~ 


president, King & Lambert, Inc.| 
(DeSoto-Plymouth) has completed 
50 years in the automobile business. | 


“If I had the last 50 years to live || 
Id do exactly Tt 


over again, 
same,” he said. King began in the 
old Peerless Co. of Cleveland. 

* * ca 


|Minnesota Rubber Enlarges 


|Three Regional Offices 
| MINNEAPOLIS.—Three regional 
| offices of Minnesota Rubber & Gas- 
ket Co. have been moved into 
|larger quarters. The offices serve 
|the Detroit, Philadelphia and New 
York City areas. 

New address of the Detroit of- 





BENNETT PUMP DIVISION ° Muskegon, Michigan | fice is 19149 Grand River Ave., and 


i 
i 2666 Penobscot Building | 
! 
! 
! 
i 


William Narcum is in charge. The 
Philadelphia office now is at 8 Ta- 
ner St., Haddonfield, N. J., and is 
under the direction of Tom *F. 
Muckenfuss. Richard G. Wells and 
Robert B. Wilson operate the New 
York office from 8 Riverview Av>., 
Rutherford, N. J. 

All the moves were necessitated 
by the increase of business in the 
above trade areas. Minnesota Rub- 
ber & Gasket Co. is the nation's 
largest producer of O-rings, origi- 
nator of the modern rubber injec- 
tion molding process and developer 
of the new Quad-ring seal. 

+ . ” 


Ford Shows Early Cars 


DEARBORN. — “Cars of Today 
and Yesterday” are being featured 
in a special display at the Ford 
Rotunda through Apr. 10. The ex- 
hibit provides a side-by-side com- 
parison of early vehicles produced 
by Ford Motor Co. and their 
present-day counterparts. 

* . * 


Collins & Aikman to Expand 


Auto Carpet Production 
NEW YORK.—Collins & Aikman 
Corp. has enlarged its production 
of tufted products with the pur- 
chase of Mayfair Chenille Co., Inc., 
Calhoun, Ga. 
The Georgia mill, with an annual 
(Continued on Page 46, Col. 3) 


& RINGS 


PRICED 
$17.00 


500...... 8.75 
4.50 


250. ..266 


Enclose Check with Order. 
Shipments Prepaid. 
free Used Car Systems & Aids 
, Catelogue. 
BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A", Box 1037, Cleveland 2, Ohie 








THE NATION’S AUTO 
MARKET PLACE 


Want an insight into what's doing 
in the auto industry across the nation? 


Read the Want Ad pages of the 
Automotive News for clues. 


And as for selling—we've even sold 
horses to the men who deal in modern 
horsepower . . . not to mention yachts, 
country estates, brainpower, ancient 
cars, used cars, parts, tools ang shop 
equipment. 


If you have a service or a product 
to sell, use the want-ad pages of 
Automotive News. They are read regu- 
larly by a hundred thousand men in 
the retail auto dealerships across the 
nation. 


Clip Coupon and Mail 


| Want Ad Dept. 
Automotive News, 


|| Detroit 26, Mich. 
CLEVELAND. — James J. King, |! 


(Under heading) 


| eee ee eee eee .s 


eeeee 


No. of insertions. Figure cost at j 
| 22 cents a word. (Position Wanted at 11 | 

cents per word). $1 for box number. | 
| Display ads: $12.30 per column inch, { 
per insertion. Please mail check with : 


| available on request. 


ie a | 


order. Clasing date: 6 days in advance i 
| of publication date. Frequency Rates i 
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“HH, THEM were the days.” On 

or about Memorial Day this 
year the American Automobile 
Assn. will announce from Indian- 
apolis the opening of the Automo- 
bile Racing Hall of Fame, in which 
deserved tribute will be paid to 17 
of those “mighty men,” whose feats 
every kid tried to imitate in his 
dad’s old car on the country roads 
nearest his town. 

If my space were unlimited, I 
could tell you a thrilling story 
about every one of the 17, including 
the three just added: Tommy Mil- 
ton, Dario Resta and Bob Burman 
(king of speed in pre-World War 
I days)—stories that would make 
the members of the Old Timers 
Club feel young again, as I was 
then. 

The first elections to the Hall 
of Fame were held in 1952, when 
the choices were made by a com- 
mittee of historians, seasoned 
drivers and officials of the earli- 
est racing days, plus sports writ- 
ers and the AAA contest board. 

The 10 men selected then were 
Louis Chevrolet, Bert Dingley, Har- 
vey Firestone sr., Carl Fisher, 
Henry Ford, Ray Harroun, Barney 
Oldfield, William Vanderbilt and 
T. E. (Pop) myers. 

Dingley and Harroun are still 
alive. 

Four more were added in 1953: 
Earl Cooper, Ralph De Palma, 
Ralph Mulford and Eddie Ricken- 
bacher—all still living. A vote of 
75 percent of the 31 officials cast- 
ing ballots is required for election 
to membership. In the last election 
only men active in the period 1911- 
20 were considered. 

* * x 

Reminiscing on Racing 
_— first Indianapolis race I saw 

was in 1916 (the year we 
shipped the first Jordan car). Dario 
Resta, late from Italy, was the most 
colorful figure in that race, which 
he won easily. 

Whenever I remember him, I 


think of an old hackneyed speech | 


which Phil King (once football 
coach at Wisconsin) always deliv- 
ered at every pre-game football 
rally. 

He told the story of the Prince- 
ton quarterback (I think his 


name was Hare) who ran so fast | 


Muslin Pitches 
Sales Campaign 


At Housewives 


DETROIT.—N. K. VanDerzee, 
sales vice-president for Hudson, 


has announced plans for a new! 
home-to-home Hudson Rambler} 


Sales campaign, entitled “Every 
Woman Should Have a Car of Her 
Very Own.” 

Under the plan, Hudson salesmen 
will be assigned a “square block 
area” by their dealers and make 


a home-to-home canvass to interest | 


women in a “Car of Her Own.” 


Salesmen will be equipped with | 


two brochures, “Why Every Woman 
Should Have a Car of Her Very 
Own,” (and how she can do it!); 
a Simplified operation cost chart; 
— a gift bridge or canasta score 
pad. 





New Orleans Plans 
Foreign Car Show 


NEW ORLEANS. — Plans are 


being formulated here to hold an 
International Motor Exhibition 


May 7-10 at the Hotel Roosevelt. | 


Only foreign cars will be on dis- 
play. 
The show will be sponsored by 


the board of commissioners of | 
the Port of New Orleans, the | 
City of New Orleans, The Inter- | 


national House, the Chamber of 
Commerce of the New Orleans 
area, the International Trade 
Mart, the New Orleans Board of 
Trade, Ltd., and the Export Man- 
agers’ Club of New Orleans. 

eee 


that all you heard from the crowd 
| was six words, “Here he comes 
... there he goes.” 
| Then Phil would sit down—the 
crowd would cheer, thinking of 
what might happen to Eckersall of 
|Chicago, I suppose, who had the 
habit of running “clean through” 
|\the whole Wisconsin team on the 
| first kickoff. 

It “musta done sumpin’” to those 
Wisconsin boys. That was the year 
they became champions of the Mid- 


| dle Western colleges. 
* + * 


,” 


Racing Giants 


OMMY MILTON was one of the 
racing giants of the Twenties. 
He is now a consulting engineer in 
Detroit and ranks second to Resta, 


Stevens Buys Out Partners 
In L-M Phoenix Deal 


W. H. Stevens, former partner 
and vice-president of Lincoln- 
Mercury Phoenix, Inc., has become 
sole owner of the firm, following 
purchase of the interests held by 
Read Mullan and Roy Wayland. 

Before moving to Phoenix in 





manager for Ford Motor Co. in Salt 
Lake City. The name of the firm 
will remain unchanged. 


,who had set a season point record 
| in 1916 when he amassed a season 
| total of 4,100 points ...a record 
that still stands. 

| Resta had driven in European 
| Traces as early as 1909 and came to 
ithe U. S. in 1915. He won the In- 
dianapolis race and the national 


AAA title. He died in England in| 


1924. 

Milton, who amassed 12,367 
points in a 15-year racing career 
that began in 1913, won the In- 
dianapolis classic twice and held 
the AAA championship in 1920 
and 1921. 


Bob Burman was killed in an 


auto race in California in 1916. He | 


had engaged in a running duel for 
years with the fabulous Barney 
Oldfield when he beat Oldfield’s 
world mile record in 1911. 


P.S.—Yuh see, there wasn’t any 
traffic to speak of on the roads in 
those days. Once in a while you’d 
frighten a team of horses. The au- 
|tomobile . . . roaring past with the 
| cut-out wide open ... was con- 
| vincing evidence of your prosperity. 

Every time you would stop, a 


1947, Stevens was assistant district|\ crowd would gather ‘round and_| into homes and high schools through a 10-county area. 


| speculate on the power of the mo- 
tor. Even Grandma was thrilled 














“Vacationiand America’’ the big- 
gest promotion in filter history, sends 
millions of motorists to Fram Dealers 
for everything from spark plugs to 


Fram Filters and Cartridges! Nationwide adver- 
tising and the free ““Vacationland America’’ Books 
tell car owners to see you first for car care! 


That’s the way FRAM backs you up as a FRAM Dealer! Every FRAM 
promotion, Every FRAM Deal pays off for you in profits! 





| 


Motorists prefer FRAM more than 2 to 1! 
Remember, survey after survey shows the preference 
for FRAM is more than 2 to I! And in many of these 


same surveys, the preference for FRAM was greater 
than the preference for the next two brands combined! = 


It pays to sell FRAM! 


- 
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Driver Training Takes to TV— 


A pioneer effort to reduce traffic accidents through television is made over WQED, 


| Pittsburgh's mon-commercial educational TV station. Don Allen Chevrolet Co. is 
| cooperating in the program by loaning a car to permit more realistic instruction. 
Harold A. Fischer, supervisor of safety education for Pittsburgh public schools, points 
out the operation and maintenance of the car to groups of students. The car is not 
actually driven, but students go through driver operations. The program is beamed 





fic cops and the control lights were 


bragged to the neighbors about 








to build customer traffic .. . boost your profits! 


FRAM Clean Oil Month promo- 
tions and billboards are making oil 
and filter checks a habit with Amer- 
ica’s motorists! Coast-to-coast, hard- 
hitting. Fram Clean Oil Month advertising in na- 
tional magazines and colorful billboards adds even 
more oil and cartridge profits to your till. 
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| FRAM CORPORATION, Providence 16, R.!. Fram Canada Ltd., Stratford, Ont. 
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cess in New York... 









ln today’s complex, changing New York market, for new car 
sales success you must know where to aim your selling efforts. 










Ask your Hearst Advertising Service representative for the Jour- 
nal-American’s detailed analysis of 1954 new car registrations in 
the New York area, which is just off the press. This invaluable 
information will show you which boroughs and suburban counties 
have increased in new car sales importance, which have dwindled 
... Where your sales were largest last year . . .where to set your 
selling sights in 1955. 















Also ask to see the latest figures on newspaper penetration in the 
New York market. You'll find a striking parallel between the 
areas of Journal-American circulation concentration and the 
areas responsible for the bulk of your New York sales. The Jour- 
nal-American delivers the largest New York city and suburban 
audience, daily and Sunday, of any standard size newspaper, in 
strategic, high-registration areas where both high and low priced 
new car advertising pays off. 











in New York it’s better 
in the evening 
and it’s best in the 








NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 
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Auto Personnel 





D. E. Manning, Packard zone 
manager at Minneapolis has been 
transferred to the same position in 
Chicago. W. C. Nelson, Minneapolis 
assistant zone manager, replaces 
him. 

* * 


Negus and Trout Named 


By Willard Battery 
Willard Storage Battery Co., 
Cleveland, has appointed Howard 
C. Negus central region sales man- 
ager and Edward E. Trout, adver- 
tising service manager. 
* - * 


Menuez Joins Henrite 


Henrite Products Corp., Ironton, 
O., has announced the appointment 
of Kyle L. Menuez as general man- 
ager of Ironrite operations. 

* * * 


Gilliland Returns to Duty 


With Industrial Chemical 


E. G. Gilliland, after a year’s ill- 
ness, has returned to his activities 
with Industrial Chemical Co., Los 
Angeles. 

Gilliland is particularly inter- 
ested in the development of fuel 
additives. 

* * ® 


Craig Is Treasurer 


Jerry J. Craig has been elected 
treasurer of Sun Chemical Corp., 
Ralph C. Persons, president, has 
announced. 

* * + 


Greenfield Joins Simoniz 
Paul Greenfield has joined Si- 
monize Co., Chicago, as sales pro- 


motion manager. 
* * * 


Dodge Picks King 
Cecil N. King has been named 
manager of the Dodge Winfield 
foundry plant, M. C. Patterson, 
manufacturing vice-president, has 
announced. 


* * ca 


Schell Assists Griffin 


Edward T. Schell has been 
named to assist Amos H. Griffin, 
vice-president in charge of the in- 
dustrial division of Amertron Corp. 

* * * 


Cadillac Names Wilson 
Appointment of Fred O. Wilson 
as Dallas district parts and serv- 
ice manager has been anounced 
by R. M. Phillips, general service 
manager of Cadillac. 
* & * 


AC Appoints Decker 

Joseph K. Decker has been ap- 
pointed director of purchases for 
AC spark plug division of General 
Motors, Joseph A. Anderson, gen- 
eral manager, announced today. He 
succeeds Leon R. Steffen, who will 
be on special assignment until he 
retires May 31. 
* 


x o 


Gar Wood Picks Davies 


For Washington Post 

Walter P. Robertson, vice-presi- 
dent of Gar Wood Industries, has 
appointed William L. Davies as his 
assistant. Davies will make his 
headquarters in Washington, D. C. 

Davies formerly was district rep- 
resentative for Athey Products 


MEMO To 


FORD AND CHEVROLET DEALERS 
‘We are Interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the | to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 

Contact Ben Geller 

EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 


win STEMAC 
PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 














Corp. During the Korean emer- 
gency, he served as assistant direc- 
tor of the construction machinery 
division of the National Production 
Authority. 


* * * 


Munroe Is Promoted 


Appointment of Marshall E. Mun- 
roe as director of procurement of 
Massey-Harris-Ferguson, Inc., Ra- 
cine, Wis., has been announced by 
H. H. Bloom, president. He replaces 
A. A. Thornbrough, who has been 
promoted to vice-president of Mas- 


sey-Harris-Ferguson, Ltd., Toronto. 
* * a 


Trailmobile Ups Reece 
Roy H. Reece has been appointed 
San Francisco manager of Trail- 
mobile, Inc., succeeding W. A. Boy- 
kin, now Coast fleet sales repre- 
sentative. William A. Grange has 
been named to head a new north- 


ern California sales territory. 
+ + * 


Supersite Picks Moss 


Supersite Corp., New York, has 
appointed Lester D. Moss sales 
representative for Michigan. 

- * . 


Air Reduction Ups Reed 


H. H. Reed, New York Metro- 
politan district manager, has been 
appointed national accounts man- 
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ager of Air Reduction Sales Co., 

according to H. Van Fleet jr., At- 

lantic regional district sales man- 

ager. O. M. Donohue, Metro district 

sales manager, has succeeded Reed. 
* * * 


Willard Ups Houpt 


Appointment of W. D. Houpt as 
southwestern regional sales man- 
ager of Willard Storage Battery 
Co., has been announced by David 


A. Coulter, replacement sales man- | 


ager. He formerly was a field sales 
manager. 


+ = 2 
Gray Appointed 
Robert T. Gray has been ap- 
pointed sales representative for the 


refrigeration and air conditioning 
division of Tenney Engineering, 
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Inc., Baltimore. He will operate in 
Illinois, Wisconsin, Minnesota, Iowa 
and Missouri. 

* ° * 


Ford Names Dzorni 


John J. Dzorni, south central r-- 
gional sales manager for the tra. - 
|tor and implement division of Fo: 
Motor Co., has been elected chair- 
man of the company’s communiiy 


| relations committee in Kansas Cit) 
+ + * 


Trivan and Derkatz 


|Named to Traffic Posts 


In what was described as a re- 
organization of control over its five 
plants, Gar Wood Industries, Inc., 
has appointed George Trivan to the 
|newly-created post of general traf- 
' (Continued on Page 29, Col. 1) 





Pay I IRI] 
reli rey 


\\ \ 


\ 


AAA 
ian 


DANA CORPORATION 





aK 


Ok aT ania aby 


RRR 


nee 


a 





AUTOMOTIVE NEWS, APRIL 11, 


for its Nelson stud welding divi- | 
sion, has been appointed assistant | 
to George E. Gregory, president. 


* * * 





Farley Joins Master 
F. E. Farley has joined the sales 
staff of Master Tank & Welding 
Co., Dallas. He will head sales in 
|the new Motor Fuel Tank division. 
| * * * 


(Continued from Page 28) 


fic manager. Walter J. Derkatz has 
been named traffic manager of 
Wood's Wayne (Mich.) plant. 

* ® * 


director. He succeeds Brig. Gen. 
Felix L. Vidal, commander of the 
Air Force Reserve’s 439th Fighter 
Bomber Wing, who was ordered 
to active duty. 
Stoffer J. Rozema was named 
assistant director of industrial 
| relations. He formerly was sal- 
| aried personnel director. 
* * 


Hudson Appoints Neff 
Special Products Chief 


Promotion of Lloyd O. Neff to 
industrial relations director of 
Hudson’s special products division 
has been announced by Stuart G. 
Baits, general manager of the 
division. 

Neff formerly was personnel 


| 
|General Exchange Insurance 
|Promotes Pittman 


Maurice Pittman, formerly To- 


ronto branch manager of General 
Exchange Insurance Corp., has been 
named assistant manager of the 
branch operations department. 
Pittman is succeeded by Martin 
H. Chapman, formerly manager of 


* 


Gregory Names Secor 


George B. Secor, Perrysburg, O., | 
a director of Gregory Industries, 


















































Fully Synchronized 
SIAL 


have been built since 
1934 for every kind 
A AULT 


and military use! 


SPICER PRODUCTS: TRANSMISSIONS e UNIVERSAL JOINTS @ PROPELLER 
SHAFTS e@ AXLES e TORQUE CONVERTERS e GEAR BOXES e POWER TAKE-OFFS 


e POWER TAKE-OFF JOINTS e RAIL CAR DRIVES e RAILWAY GENERATOR 


DRIVES e STAMPINGS e SPICER and AUBURN CLUTCHES e PARISH FRAMES 


wil 


ce ee 


i 


TOLEDO 1, OHIO 


whe 


hee 


4 
x 





1955 


29 


Inc., and special sales consultant |the Calgary branch. Chapman, in| pointed to the staff of GMC Truck’s 


turn, is succeeded by Raymond P. | fleet division, according to P. J. 


Jenkins jr., who has been claims | Monaghan, 


manager of the Calgary branch. 
+ + * 


Hershey on Ad Committee 


J. H. Hershey, merchandise 
manager of Dayton Rubber Co., 
Dayton, O., and treasurer of Au- 
tomotive Advertisers Council, has 
been named to the council’s in- 
dustrywide program committee, 
according to C. H. LeFevre, coun- 
cil president. 

¥* 


* * 


Moore Returns to GM 
Ralph Moore, who took leave of 
absence from General Motors two 
years ago to serve in the Depart- 
ment of Defense, has been ap- 











general manager of 
GMC. 
* 


GMC Names Johnston 


Appointment of Ruffin Johnston 
as GMC Retail Store manager in 
| Chicago has been announced by R. 
C. Woodhouse, GMC general truck 
sales manager. He will succeed 
H. G. Milans who is resigning to 
become a GMC dealer at Tulsa, 


| Okla. 


* 


Stoddard Is Promoted 


Robert W. Stoddard has been 
named president of Wyman-Gor- 
don Co., Worcester, Mass. Harry 
G. Stoddard, president since 1931, 
became chairman of the board of 
directors. 


* * 


* x 


Wheels Elects Meeker 


Executive Vice-President 


Edward D. Meeker, Wheels, Inc., 
vice-president and sales director, 
has been elected to the newly cre- 
ated position of executive vice- 
president. 


7 


* * + 


|Peters and Roberts 


Appointed by Nash 

Phil Peters has been named man- 
ager of District 2 of Nash’s San 
Francisco zone and Tom Roberts is 
now parts and service manager, 
Paul W. Pursley, zone manager, 


has announced. 
* 


Ketchum Promoted 


* * 





Appointment of Paul A. Ketchum 
as assistant to the president of 
Pittsburgh Plate Glass Co., has 
been announced by H. B. Higgins, 
president. Ketchum, manager of 
trade sales since 1952, has been 
with the firm for 24 years. 

* * oe 


Moyer Succeeds Farquhar 


Donald R. Moyer has been named 
supervisor of industrial education 
at Dodge. Moyer replaces A. B. 
Farquhar, who now heads the man- 
agement development program. 

* * ” 


C.LT. Picks Dunnington 


V. G. Dunnington has been ap- 
pointed manager of a new branch 
office of Universal C.1.T. Credit 
Corp. at 5777 Van Nuys Blvd., Van 
Nuys, Calif. 


* * * 


Barker Heads Planning 


Appointment of R. F. Barker as 
general manager of planning for 
Pittsburgh Plate Glass Co.’s glass 
manufacturing division has been 
announced by H. B. Higgins, presi- 
dent. Barker had been assistant to 
the president. 


Textileather Rep Chosen 


John F. Reilly, a product man- 
ager of the Textileather division of 
General Tire & Rubber Co., Toledo, 
has been named district sales rep- 
resentative at Syracuse, according 
to G. H. McGreevy, sales director. 

* * * 


Schwitzer Elected 

Louis H. Schwitzer, 43-year-old 
president of Schwitzer - Cummins 
Co., Indianapolis, has been elected 
a member of the Young Presidents 
Organization. 


TURNTABLES 
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Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 








MYRLO COMPANY 
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Let’s get the picture straight about magazines 
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MAGAZINE of fi 
Sunday news| 


Magazines are wonderful. Almost everybody 
reads them. 


But what makes the Home-Edited magazines 
distributed with Sunday newspapers most 
wonderful of all is the way they’re read. 


Of course they deliver enormous coverage 
of their markets, not just little pieces of it, but 
they deliver top readership, too. 


Because they’re local! 
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In these magazines, the reader can read about 
himself and his kids and his neighbors and 
his friends. And believe it or not, there's 
nothing he'd rather read about. 


When these magazines are so well read, by 
so many, is it any wonder that the advertising 
is read, too—and acted on? 


That's why these Home-Edited magazines sell 





THESE ARE 28 OF THE NEWSPAPERS PUBLISHING THEIR OWN HOME-EDITED MAGAZINES 


Cleveland Plain Dealer 
Columbia State 
Columbus Dispatch 
Denver Post 

Detroit News 


Akron Beacon Journal 

Atlanta Journal and Constitution 
Baltimore Sun 

Boston Globe 

Buffalo Courier-Express 

Chicago Daily News 

Cincinnati Enquirer 


Houston Chronicle 
Indianapolis Star 


Louisville Courier-Journal 
Milwaukee Journal 

Newark News 

New Orleans Times-Picayune 
Pittsburgh Press : 
Portland Oregonian 

Seattle Times 


St. Louis Globe-Democrat 
St. Louis Post-Dispatch 
St. Paul Pioneer Press 
Syracuse Post-Standard 
Toledo Blade 

Washington Star 
Youngstown Vindicator 


HANDSOMELY PRODUCED IN ROTOGRAVURE FOR THE VARIOUS NEWSPAPERS BY THE FOLLOWING: 


Art Gravure Corporation of Ohio, Cleveland . .. Art Gravure Corporation, New York City ... Denver Post... Detroit Gravure 
Corporation . . . Neo Gravure Co. of Chicago . . . Standard Gravure Corporation, Louisville . . . St. Louis Post-Dispatch, 
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A single full-page advertisement in The Sunday Courier- 
Journal Magazine sold 9,135 dresses for a Louisville 
apparel store. 

A Louisville department store boosted its lineage in the 
Magazine from 19 pages one year to 125 pages the 
following year. 

Last year The Courier-Journal Magazine carried the 
third largest amount of rotogravure advertising lineage 
in the United States. 

Why this outstanding performance record? 


Because The Sunday Courier-Journal Magazine gets into 
97.8% of the homes in the billion-dollar Louisville market. 


you gef more firepower in the HOME-EDITED 
MAGAZINE of the LOUISVILLE COURIER-JOURNAL 


Because every week the Magazine is read by 97% of 
women readers and 94% of men readers. Your adver- 
tising establishes contact with these readers because 
The Courier-Journal Magazine has established contact 
— it caters to local tastes and interests. 


Whether you are shooting for retail sales, consumer 
demand, or brand loyalty, your advertising in The 
Courier-Journal Magazine does the job quicker, more 
effectively and at less cost. 


TO SELL THE LOUISVILLE MARKET FOR ALL IT’S 
WORTH, ADVERTISE AT THE LOCAL LEVEL IN THE 
COURIER-JOURNAL MAGAZINE 
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Highways & Safety . . . 





Mandatory Insurance 
Law Killed by States 


_— proposing compulsory mo- | 


tor vehicle liability insurance 
have been killed this year by the 
legislatures of Arkansas, Georgia, 
Idaho and Tennessee. 
Other states are considering such 
bills, but indications are that 


California, Nevada 
Postpone Fight on 
Truck Reciprocity 


A breakdown in commercial- 
vehicle fee reciprocity between Cal- 
ifornia and Nevada has been 
avoided by an agreement of the 
California-Nevada Interstate Coop- 
eration Commission. 

The commission decided that bills 
should be introduced in the legisla- 
tures of both states to defer until 
Jan. 1, 1956, a decision by Califor- 
nia’s attorney general that fee 
charges against Nevada trucks us- 
ing California highways must be 
enforced. 

The ruling said that Nevada 
charges California trucks a public 
service fee and that therefore reci- 
procity is missing. 

Senator Randolph Collier, Cali- 
fornia Republican, who presided at 
the commission meeting, said there 
was need for legislation on a uni- 
form and equitable truck fee reci- 
procity program among all western 
states. 





Driver Class Dropped 


Construction costs were given 
priority over a driver-training class 
in a Concord (N. H.) high school 
by Frederick K. Upton, chairman 
of the school board. 

He said the added expense of an 
extra instructor was not justified in 
view of Concord’s proposed school 
construction program. The course 
was sought by about 230 when facil- 
ities were available for about only 
50 to 60 per year, he said. 


Cushman serves 
the automotive 
world 






total 
operating 
cost just 

%a¢ per mile 


You make automotive service calls 
quickly and economically with the 780 
Truckster. If you want to take the auto 
back to the shop, simply tow the Truck- 
ster with its extra-strong tow-bar. 


Auto servicing is only one of hundreds 
of uses you'll find for the 780—offering 
500 pound payload capacity in all-steel 
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chance of passage are quite slim. | 
These states include California, 
Missouri, New Hampshire, New 
Jersey, New York, Pennsylvania 
and Wisconsin. 

Massachusetts currently is the 
only state with a compulsory in- 
surance law on the statute books. 

Some states are exploring the 
possibility of an unsatisfied judg- 
ments law involving creation of 
special state funds to pay unsatis- 
fied claims arising out of motor 
accidents. Bills along this line are 
pending in Maine, Michigan, Ore- 
gon and Vermont. 

+ * * 
SIMILAR law has been in 
effect for at least four years 

in the Province of Ontario in Can- 
ada. Police report that it has oper- 
ated very satisfactorily. 

Money for the fund igs gained by 
an additional charge of $1 yeariy 
on driver's licenses. This makes the 
total cost of $2 for a driver’s license 
and $2.50 for a chauffeur’s license. 

When a court judgment is 
given against a party to an acci- 
dent and this cannot be paid, 
either through insurance or other 
means, the matter goes to a 
special board in Toronto. 

The board decides the amount to 


30% Auto Boost 
Seen for Coast 


Within five years the number of 
motor vehicles registered in Cali- 
fornia will increase 30 percent to 
7,250,000, Arthur C. Butler, National 
Highway Users Conference director, 
said here last week. 

He said the Elysian Park area of 
the Pasadena freeway now handles 
about 110,000 vehicles a day and by 
1960 it is expected to carry a mini- 
mum of 143,000 per day. 

“More and more, California’s 
whole economy is being tied to the 
progress of highway transporta- | 
tion,” he said. 








|cense until this is repaid to the 
| province. The ban against driving 
|can last for life, but the auto is 


| sold or transferred, if approved by 
the province. 
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ee injured in _hit- 


|wWithin 24 hours any accident in- 







































be paid from the fund and this is 
then paid to the plaintiff. The de- 
fendant then loses his driver's li- 


not impounded. It can either be 


run cases are protected, even if 
the identity of the driver cannot 
be determined. However, damage to 
parked autos or property is not 
protected. 

California, New York and Ver- 
mont are considering impounding 
vehicles of financially irresponsible 
drivers that have been involved in 
accidents. 

An interim study committee of 
the California Senate has recom- 
mended such a law, contending 
that it would induce more motorists 
to carry adequate liability insur- 
ance and, in effect, accomplish the 
aims of compulsory insurance with- 
out the disadvantages of the law. 

The committee estimated that 
the impoundment law would hike 
the estimated insurance coverage 
from 84 to 96 percent. 

In Florida, a bill would tighten 
the state’s existing financial re- 
sponsibility law. One provision 
would allow the state to suspend 
the driver’s license and auto tags 
of any uninsured motorist involved 
in an accident. 

* ol * 

HE bill also would raise the 

limits of financial responsibility 
from $5,000 to $10,000 for injury or 
death to one person; from $10,000 
to $20,000 for two or more persons; 

and, from $1,000 to $5,000 on prop- 
erty damage. 

Kansas legislation under con- 
sideration would provide for loss 
of both driver’s license and regis- 
tration of motorists. 

In South Dakota a bill covering 
financial responsibility would re- 
quire that a driver must report 


Wally Bates, of the Chicago Tribune. 






By Martin L. Whitmyer 
Staff Writer 

The spotlight is being turned on 
the dealer in a nationwide adver- 
tising campaign which is being 
launched by the spark plug division 
of Electric Auto-Lite Co. 

In full-page, two-color advertise- 
ments that will appear in Life, 
Look and the Saturday Evening 
Post, car owners will be advised: 
“Your dealer will tell you—fouling 
penalizes power.” 

The dealer theme will be carried 
through on 24-sheet outdoor posters 
which will make their appearance 
from coast to coast this month. The 
billboards feature an automotive 
serviceman, a mammoth spark plug 
and the warning: “Fouling Penal- 
izes Power . . . Replace with Auto- 
Lite Spark Plugs.” 

Auto-Lite also will schedule ad- 
vertisements in leading automotive 


volving injury, death or $50 dam- 
age or more and that financial 
responsibility must be proven 
within 15 days. 

In Rhode Island a seven-member 
commission has been appointed to 
study strengthening the present 
financial responsibility law and the 
question of compulsory insurance. 
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pickup box; famous Cushman Husky 


4-cycle 5 HP engine; automotive type 
transmission and differential; three 
speeds forward and one reverse. 


( USHMAN 


940 No. 21, Lincoln, Nebraska 


‘avert 


Get the complete story on Cushman’s 
full line of two and three-wheeled light 
vehicles for business and industry. 


ask your dealer for 
FREE demonstration or write 





and fleet trade publications and 
will supply its dealers with wall 
charts, catalogs and specifications 
books, service bulletins, local pro- 
motion material and identification 
pieces. 


SHAFT 
DRIVE 
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New Tung-Sol Campaign 

“See further in good weather, see 
better in bad weather” is the theme 
of an automotive headlamp sales 
promotion campaign launched by 
Tung-Sol Electric for its new Vi- 
sion-Aid sealed beam lamp. 

Harold F. Cook, advertising and 
promotion manager, said the cam- 
paign is being directed to all links 
of the distribution chain and will 
be supported by extensive adver- 
tising in trade publications. 

Increased sales opportunities are 
stressed in. promotion material sup- 
plied to garages and service sta- 
tions. 

The promotion kit includes an 
acetate window streamer in four 
colors, a four-page catalog sheet, 
and samples of a pamphlet, with 
do-it-yourself instructions for per- 
fect headlamp aiming, which can 
be mailed to auto owners. 


Special demonstrator units for 
sales meetings have been prepared, 
along with a 34-frame color slide 
film which gives a capsule history 
of headlamp development, including 
Tung-Sol’s engineering and manu- 
facturing contributions. 

* * +. 


Outdoor Life Ads Up 
Paced by a 192-page April issue, 
the advertising revenue of Outdoor 
Life for the first four months of 
1955 will total $882,351, the maga- 
zine reports. 
7 2 * 


Lupton Adds Account 

Associated Spring Corp., Bristol, 
Conn., has appointed John Mather 
Lupton Co. Inc., New York, to 
handle its publicity and public rela- 
tions program, according to Carlyle 
F. Barnes, Associated Spring’s 
president. 

S. Russell Mink jr. will coordi- 
nate the program for the compan 
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MOTOR WORKS, inc. 


Affecting Factories and Dealers .. . 


Auto Advertising 








Congratulations by the Yard— 


Charles A. Miller, president of the Detroit chapter of the American Assn. of News- 
paper Representatives, displays a telegram several feet long which expresses the 
feelings of the members of the chapter on the occasion of Herbert R. Bayle's (second 
from left), 50th business anniversary. Bayle is media director of Brooke, Smith, French 
& Dorrance, Inc. At left is C. F. Taylor, of Hearst Advertising Service, and at right, 





and Frederick R. Brewster will be 


|the Lupton account executive. 


* x x 


AC Spark Plug Picks Beaton 


E. H. Francois, sales manager of 
replacement products at the AC 
Spark Plug division of General 
Motors, has an- 
nounced the ap- 
pointment of Ian 
W. Beaton as a 
merchandising 
manager. 

Beaton will 
handle the mer- 
chandising of a 
number of AC 
automotive parts, 
including AC's 
line of filler caps. 

Beaton joined 
AC in 1950 as a technical writer for 
the sales promotion department. He 
was made an advertising specialist 
in 1951, a position he retained until 
his most recent appointment. 

* « * 
McGraw-Hill Expands 

McGraw-Hill International Corp. 
has announced the publication of 
three new editions of its McGraw- 
Hill American Letter which will be 
edited exclusively for Venezuela, 
Peru and Colombia. 


In addition to the three new edi- 
tions, the American Letter is pub- 
lished in seven other editions - 
world, United Kingdom, Brazilian, 
Mexican, Indian, Philippines and 
Papanese. 

- ~ 


AN Transfers Gallagher 


Automotive News has announced 
the transfer of William Gallagher 
to its Chicago office as an adver- 
tising salesman. He will join J. 
Goldstein, Midwest manager, to 
cover the Midwest. 

Gallagher has been in the pub- 
lication’s Detroit office for the 
Past six months. 

A graduate of Michigan State 
College, Gallagher served in the 
Army for two years prior to enter- 
ing the advertising field. 

* ” * 





I, W. Beaton 


Capitol Pontiac on TV 


Officials of Capitol Pontiac Co., 
Springfield, Ill., have signed a con- 
tract to sponsor a weekly series of 
feature films on WICS-TV in 
Springfield. 

Wilson Graff is president of the 
dealership and Frank Butler is 
general sales manager. 

* x *” 


Names 


James C. Zeder jr., ha’s been 
named radio - television advertising 
manager for Plymouth. He joinec 
Plymouth last year. 

Isabelle Smullen has been named 
advertising manager of Globe Hoist 
Co., Philadelphia. Miss Smullen has 
been with Globe since 1953. 

* * - 


ATTENTION Detrorr ApDMEN: Ad- 
craft speaker this week (Friday 
Apr. 15, at the Statler Hotel) is 
Robert J. Eggert, market research 
manager of Ford Motor Co. 
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want is the facts, man...” 


mea 
FACTS SELL 
PLYMOUTH — 


You’ve heard them. Prospects want the facts. Plymouth excels all other makes in its field in that most important 
of all used car considerations—ability to “stand up.” The toughest, 
biggest, round-the-clock proving ground of modern times proves 
it, for there are more Plymouths used as taxicabs than all other 
makes combined! (Further, Plymouth leads the low-price 3 in 


With every Plymouth on your lot you now have victories in national stock car races! ) 
° 


9: ; “e ae ye : ° 2 ; 
2 important facts besides the “case history Through the years, Plymouth has “out-engineered” every other 
kind. These are the facts any purchaser wants make in its price class. Here’s proof the “facts favor Plymouth!” 
to justify his purchase. They are: Show these features to your customers: 


Features built into the car, mileage, owner his- 
tory and the rest. You can’t blame them. They 
have a right to know. 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth Car A Car B Plymouth CarA 


SAFETY-RIM*WHEELS RESISTOR-TYPE SPARK PLUGS YES 
2-CYLINDER FRONT BRAKES EXHAUST VALVE SEAT INSERTS YES 
INDEPENDENT PARKING BRAKE CHAIN-TYPE CAMSHAFT DRIVE YES 
ELECTRIC WINDSHIELD WIPERS OILITE FUEL FILTER YES 
ORIFLOW SHOCK ABSORBERS FLOATING OIL INTAKE YES 
WIDEST, MOST RIGID FRAME ROTOR-TYPE OIL PUMP YES 


COWL VENTILATOR OIL BATH AIR CLEANER YES 


BAKED-ENAMEL FINISH *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
year. Most of these Plymouth engineering advantages apply in other model years as well. 


a 
i i 


a 


Best buy new...best buy used PLYMOUTH 






















Tire Bead Spreader 


Weighs Only 3 Pounds 

A tubeless eines oe 
spreader weighing only three 
pounds has been announced 
Rappan Tubeless Tire Cinch Co. 
6435 San Fernando Rd., Glendale 1, 
Calif. 

One motion is said to bring the 
clamp down, another brings it up, 
releasing the compression around 
the tire so that it can be inflated. 


> 






CARBURETOR ATTACHMENT—The Vapor- 
Taker is said to eliminate vapor lock and 
separate vaper gases from the liquid gas- 
oline in the feed line. It is manufactured 
for all makes. The kit includes fittings, 
tubing, filler tube clamps and instructions. 
The unit is attached to the carburetor and 
has its own filter element. Penn Aircraft 
Products, Inc., 915 Valley St., Dayton 4, O. 


Matic combines accelerator and brake 
into one pedal. Gas is fed to the car- 
buretor by depressing the pedal with the 
heel, while braking action is started by 
| depressing the pedal with the toe. Aver- 
age stopping distance at 30 miles per 
hour is said to have been reduced by 15 
feet. Schumer Enterprises, Inc. 32-57 Stein- 
way St., Long Iskand City 3, N. Y. 





a Soe Pe He 


JACK ATTACHMENT—The Hy-Lift AB-100 
is said to team up with any floor jack for 
front-end inspections and other lifting 
jobs. Two pads at either end of a steel 
channel bar facilitate the hoisting of a 
car. Side-lifting pads make it possible to 
lift the entire side of a car witheut inter- 
changing peds. Naf-lo Co., 3338 Henne- 
pin’ Ave., Minneapolis 8, Minn. 


Bus 





PROTECTIVE CLOSURES—A new line of 
rubber and rubber closures fer threaded 
parts, pipe and tubing ends, celled Shur- 
close, is made of bleck rubber or, if re- 
quired, from Neoprene, Hycar or natural 
rubber. Feur types and 50 sizes are avail- 
able. As caps they accommodate tubing 
from one-sixteenth to 2% inches evter 
diameter, as plugs from seven-sixteenth 
te three inches inner diameter. Ray A. 
Scharer & Co., 3000 E. Grand Bivd., De- 
troit 2, Mich. 





PORTABLE WELDER—Model 2BW takes 
only 13 by 16 inches of floor space and 
is scarcely 11 inches high. It plugs into 
any ovtlet and is said te reduce repair 
and maintenance costs. Generator Sales 
Co., 1627 N. Damen Ave., Chicago 47, 
im. 


SHADING COLORS—Eight pastel tint- 
ing colors (four enamel end four lecquer) 
ere made for use in matching the light 
colors on current models. Acme Quality 
Paints, inc., 8250 St. Aubin, Detroit, Mich. 
* * @ 


Flex-O-Fix in Tubes 
Developed by Pyroil 


Pyroil Co., La Crosse, Wis., has 
Fiex-O-Fix, a vulcan- 
ized rubber which comes in a two- 
and-a-half-ounce collapsible tube. 
It was developed for mending leaks 
and tears in rubber, fiber and 
leather articles. Additional infor- 
mation and prices will be fur- 
nished by the company. 
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NEW PRODUCTS 


4 i> a 


CAR MATS—Rug Guards are designed 


we 


GREASE FITTING — The Surfe-Chek is to protect both floor and toe boards. Dia- 


said to achieve cleanliness in safeguard 
bearings. Ball in tip keeps out dirt, and 
volume flow results from enlarged inner 
passage which admits more lubricant. It 
fits all standard makes of hydraulic cou- 
plers. Aro Equipment Corp., 1949 Erie 
Ave., Bryan, O. 





BUMPER SIGN—Equipped with telescop- 
ing bracket, these signs can be lifted off 
the car and replaced in a matter of sec- 
onds, thus making access to the trunk 
easy. They may be used on demonstra- 
tors, driver training cars and for general 
advertising purposes. Warren Hastings Mo- 
tor Co., Inc., 103 N. Blanche, Mounds, ill. 


= * * 





MINIATURE SUPERCHARGER—The Mini- 
supercharger is said to offer more power 
on less gas by impreving vaporization 
and air-fuel charge efficiency. It also elim- 
inates over-rich mixtures and vapor lock. 
Available for all popular cars and trucks. 


Zephyr Engineered Products, 11 
Ave., Great Neck, Long Island, N. Y. 


Grace 
















BUMPER JACK—The Service-Master is 
said to liff cars and light trucks by the 
bumper allowing free access to both 
wheels. It may be used with either drive- 
on of free-wheeling lifts, where it is 
necessary to free front wheels from the 
litt, It weighs 80 pounds end operates 
mechanically. lt lifts up to a height of 
41 inches and lowers to five inches. Tobin- 


apolis, Minn. 


mond grid pattern on the floor board sec- 
tion eatches dirt, slush and water. They 
are offered in nine colors. Ace Rubber 


Products, Inc., 101 Beech St., Akron 8, O. 
* * «& 





CAR COOLER—The Frost-Flo uses ice as 
the cooling medium. An insulating unit is 
installed in the trunk and holds 100 
pounds of ice. A pump circulates the ice 
water through cooling fins in the blower 
section. Air from the interior of the cer 
is drawn through these fins by a blower 
and returned to the interior in a constant 
cycle. Acton Mfg. Co., Inc., 605 S. Sum- 
mit St., Arkansas City, Kans. 


a * = 
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RUBBER LUBRICANT— RuGlyde is said 
to assure easy, fast and safe change ef 
tubeless tires and to protect the rim seal 
edges and bead base against scuffing by 
tire irens. American Grease Stick Ce., 


Rosen & Smith Sts., Muskegon, Mich. 
* * «* 
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CANNED WEATHERSTRIP—Two weather- 
strip adhesive kits are offered: one in- 
cludes four 7Y¥-ounce cans of 3M Super 
Weatherstrip Adhesive, the other provides 
four 7¥%-ounce cans of 3M Weatherstrip 
Adhesive (black). The gun is a pistol-type 
pump with drawn spout and can be dis- 
mantied for cleaning. Minnesota Mining 
& Mfg. Co., 900 Fauquier St., St. Paul 
6, Minn. 






FULL-VISION MIRROR—The Look-Out is 
an adjustable wing mirror in triple-chrome 
finish. No tools needed for installing. 
Arp Mfg. Co., 6402 S. Penn Ave., Minne- | American Homecraft Co., 3714 Milwaukee 


| Ave., Chicago 41, IIt. 
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ENGINE CHECKER — The meter is a 
gauge attached to any engine and is said 
to warn of fuel dilution, water or anti- 
freeze leakage, running on dead filters or 
wrong grade oil. It is also said to respond 
to any increase or decrease in viscosity. 
Gerin Corp., Neptune Highway, Avon, 
N. J. 





CARBURETOR EQUIPMENT — Fuel block 
kits are available for Ford, Chevrolet, 


_| Mercury and Plymovth cars for dual, triple 


and four carburetors. The equipment is 
said to increase carburetor efficiency. 
Segal Automotive Co., 1521 N. Gardner 
T-30, Los Angeles, Calif. 


* * * 





BUMPING TOOLS—Five sets are offered 
which utilize a body correction technique 
with specially contoured fiber bumping 
tools. The tools are said to absorb the 
shock but deliver the force, thus correct- 
ing body imperfections without damage 
to the finish. Feur sets are three by nine 
by one-half inches with concave, convex, 
chisel point and square ends. The fifth is 
| one by nine by one-half inches to fit into 
small places. Penn Fibre & Specialty Ce., 
2024 E. Westmoreland St., Philadelphia 
34, Pa. 








bea. 


TORCH OUTFIT—This acetylene torch 
outfit is said te eliminate operator fatigue, 
with its head running cool enough that it 
may be handied immediately after an 
operation. The outfit includes two hancile 


assemblies and seven head styles and 


also is available with Bunsen burner. Rcn- 
some Co., 4030 Hollis St., Emeryville, Ca if. 
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was third. Other registrations 
were: 

Pontiac, 27; Mercury, 25; Olds- 
mobile, 18; Dodge, 11; Plymouth, 
10; Cadillac, 9; Packard, 5; Stude- 
baker, 4; DeSoto, 3; Chrysler, 2; 
Imperial, 2; Nash, 2; Lincoln, 1, 
and Willys, 1. 

Truck registrations were: Ford, 
26; Chevrolet, 2; GMC, 2, and Inter- 


national, 1. 
+ * * 


Montreal 


Experiences were mixed for Mon- 
treal dealers during March. 


Early in the month, deals were 
made readily and dealers in all 
lines reported a good volume of 
sales. Later in the month, as time 
for the budget approached, sales 
became harder and harder to make. 
Rumors of reductions in Federal 
excise or Sales taxes in the new 
budget firmed sales resistance. 

Heavy snows late in the month 
also retarded sales. Outdoor used- 
car lots reported sales at a stand- 
still on two different occasions 





Calendar 


(Continued from Page 12) 
Dealer Auto Shows 


Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, st. Louis. | 


General 


Apr. 16-17— Pebble Beach Sports Car 
Road Races, Pebble Beach. Calif. ‘ 

April 18—New York Metropolitan Council 
of Automobile Old Timers Luncheon, 
Hotel Roosevelt, New York City. 

April 20-May | — 37th International Motor 
Show, Turin, Italy. 

Apr. 23-May I—GM Motorama, Common. 
wealth Armory, Boston, Mass. 

April 28-29—37th Annual Meeting, Ameri- 
can Zinc Institute, Drake Hotel, Chi- | 
cago, Ill. 

May 6-9—International Motor Exhibition, | 
International Room, Roosevelt Hotel, 
New Orleans, La. 

May 811—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, Ohio. 

May 16-20—Materials Handling Techniques 

Conference, International Amphitheater, | 





Chicago. 
May 16-20—National Materials Handling 
Exposition, Exposition Halli, Interna- 


tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 3l-June 3—Design Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 
Sererlees Welding Society, Kansas City, 


| 

m | 

Jure 8-10—Third Annual Welding Show 
American Welding Society, unicipal 
Auditorium, Kansas City, Mo. . 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf | 
Tournament, New York State Automo- | 
bile Dealers, inc., Hotel Otesaga, 

perstown, New York, 

July 21-22—Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich. | 

Sept. 29-30—National Automobile Trans- 
porters Association Convention, Sheraton- | 
Cadillac Hotel, Detroit, Mich, 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Iith Annual Con- | 
vention, Shamrock Hotel Houston. Tex. | 

Nov, 14—Automobile Old Timers, Iéth An- 
niversary Dinner, Waldorf-Astoria Hotel, 
New York City. 

Dec. 7-8—A.S.|. Booth Conference. Navy 
Pier. Chicago—Sponsored by M.E.W.A.. 
M.E.M.A., and N.S.P.A 

s 28e 


Regional Ports Shows 


Apr. 28-30—Southeast Automotive Show, 
Lakewood Park. Atlanta. 

May 19-22 — Tri-State Automotive Show. | 
Kingsbridge Armory, Broadway and 63rd | 
St.. New York City. 

June 9-12—Great Lakes Automotive Show 
Michigan State Fair Grounds Detroit 


Gear Grinding Purchases | 
Republic for $2,700,000 
DETROIT.—Gear Grinding Ma-| 
chine Co. has purchased Republic 
Gear Co. and its subsidiaries for 
$2,700,000, according to Edgar D. | 
Leon, president of Gear Grinding, | 


and Thomas R. Navin, president of | 
Republic. 


Although Gear Grinding will 
control the operation, Leon said 
that the entire management team | 
of Republic and its subsidiaries 
would be retained. The subsidiaries | 
are Detroit Bevel Gear Co. and 
Almetal Universal Joint Co., of | 
Cleveland. | 
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Markets | 


(Continued from Page 18) 


and said the bad weather prob- 
ably cut sales 30 percent. 

Ford dealers enjoyed a revival of 
business during the month as back- 
logs were filled and new sales 
booked. Deliveries were not too- 
long delayed.—(Jules Larochelle. ) 


® * * 


Buffalo 


Dealers in Erie County (Buffalo), 
N. Y., had the second best January 
in history in new-car registrations, 
according to the Buffalo Automo- 
bile Dealers Assn. 

Registrations totaled 3,618, a 
spectacular gain over the 2,305 
titled in January, 1954. The all- 
time record for the month is 4,- 
074 in January, 1951. 

The ten leading makes in Janu- 
ary were: Chevrolet, 572; Ford, 
526; Buick, 508; Plymouth, 400; 
Pontiac, 394; Oldsmobile, 352; 


Dodge, 217; Mercury, 157; Chrysler, | 


131, and DeSoto, 101.—(George E. 
Toles.) 








tively than anything we ourselves could tell you — 





Lincolns with Transparent Trunks— 

Six specially equipped 1955 Lincoln Capri four-door sedans are delivered to sales 
| representatives of Skyway Luggage, who will use them as traveling displays. Special 
plexiglas insert has been installed in steel rear deck lid of each car and ventilating 
| fans have been placed in trunk together with lights to illuminate the luggage. Remov- 
able neon sign, formed from sample bag, has been fitted into the package tray 
behind each rear seat. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








we received the other day from _ of duty in England. 


Air Force, stationed in England. 54 and advise. Thank you” 
We think it demonstrates the 
tremendous loyalty of Royal 
Triton customers far more effec- 


“Please advise if you have an agent in England or in Europe OF CALIFORNIA 


where I could purchase 


“Since I have used Royal Triton in all my cars since 1948, I do 
not want to change to another brand except as a last resort. I am 


Royal Triton motor oil. 













Dodge Evaluates 
Public’s Choice 
In Auto Colors 


DETROIT.—A record of the most 
popular colors for each 10-day pe- 
riod, based on dealer orders, is be- 
ing kept by Dodge Division. 

The figures point up the fact that 
color stylists have caught the pub- 
lic fancy. For example, a color 
which may be at the bottom of the 
list as a single tone will be found 


| among the top ten as part of a two- 


tone or tri-tone combination. 

At the top of the list, and in- 
creasing steadily, are the heather 
rose, jewel black and Sapphire 
white three-tone, and the satin and 
chiffon green two-tone, 

The remainder of the top 10 are: 
Admiral blue-halo blue, heather 
rose-sapphire white, satin green- 
chiffon green-sapphire white, sap- 
phire white-Parisian blue, jewel 
black-Heather rose, emerald green- 
satin green, halo blue-admiral blue, 
and cameo red-sapphire white. 


eee een 


Here are excerpts of a letter now down to my last two quarts, and still have two more years 
Captain John J. Berman, U.S. “...if you can ship me a case of Royal Triton 5-20, please do 


P.S. Captain Berman got that case of Royal Triton 5-20. 


UNION OIL COMPANYG 





Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg. 
Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St. 
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Two-ten 4-dr., $1,300*; 2-dr., $1,275*, 
Average Used-Car Prices 


$1,225. '53 Bel Air Sport coupe, $1,160°; 
(Compiled by Automotive News) 





Used-Car Auction Pri Fait eh er ti sees 
‘o-ten 2-dr., ,070, 

sed-Car Auction Prices || sige si, gukly tits ‘a. 

’52 SL Deluxe station wagon, $895; 4-dr., 


$800; SL Special 2-dr., $735*, $610. ‘51 
SL Deluxe coupe, $760; 2-dr., $600*; 





. *? Apr., 1955 March, Feb., 
Market Trend Sees oe “Pare sut0e; tear, $40, Model To Date a, ina 
00° ; ., $410; Bel Air $350; F me ae 166 
The overall average price of used cars sold at wholesale auction a d-dr.. $380: Heston pickup, ‘400. 49 $851 $868 $875 268 i: i“: 1,508 
SL Special 2-dr., ‘ ; uxe ssieieonl 
thus far in April was established at $851 last week on Automotive pong 4 : i » Pee’ Gaee: FL Detune * 1988 : 1,058 1,050 1,073 
News’ index. 2-dr., $300, $270; 4-dr., $260. '47 SM 1982 po 721 936 
That represented a drop of $17 from the overall March average 4-dr., $180. ” ; 
established in the previous week. The $17 loss was the sharpest for CHRYSLER — ‘54 wee let's bar i re 517 529 537 
any seven-day period since the identical setback in the week of Nov. | Qi. "0% *-0r $990". 5 1950........... 384 387 382 
15. It has not been exceeded since the week of Oct. 11. DesOTO—'53 Fire Dome (8) 4-dr.. $1.060°. 1949 oo 278 278 270 
Despite the heavy overall loss, three models showed price advances ar ian Coronet 4-dr., he or- | 1948... 181 172 190 
iplomat, $675*; Meadowbrook 4- | 
as follows: ’48s, up $9; ’49s, up $5 and 53s, up $3. ce Gnek, n70: icton van, 4000. "00 Core iain para a Overall 











Declines were: ’55s, down $78; ’52s, down $32; ’54s, down $29; ’51s, onet 4-dr., $340*, 


9 . ord low prices were established for | FORD—’55 Fairlane (8) Victoria, $2,230*; | 
down $12, and 50s, down $3. Rec DP s e Fairlane (6) 2-d2, 4,500, "64 ‘Crest (8) | 





Average... $ 851 $ 868. $ 875 
(The above figures are averages of used-car auction prices, all makes 





’65s, ’54s, 52s and ’51s. Victoria, $1,440*; 2-dr., $1,350*. '53 Crest 
Sales activity at the auctions also dro . At a-group of represen- | (8) Victoria, $1,350*, $1,330*; Custom | and models, carried regularly in Automotive News.) 
y 67 f the offeri ld. A (8) 2-dr., $990; Main (8) 4-dr., $930*; 
0 o ngs wer > -dr., ; -dr., ; 
tative oe last week, . Jt e erings e so san tian. 001B. "OL Cot 8) Vie. 
week earlier, the percentage been 74. toria, $980*; Custom (8) 4-dr., $890;| Rambler station wagon, $1,010. °52 Streak (8) 4-dr., $700*. ’50 stiver Streak 
; a ; ; ; ; 2-dr., $880. ’51 Custom (8) 2-dr., $610, Rambler station wagon, $610. ’51 Ram- (8) Catalina, $600*; 4-dr., +, 
Prices marked with an * indicate “" unit equipped with a automatic $500, $450*; coupe, $400*, $375; station bler 2-dr., $350*. | Silver Streak (8) 2-dr., $290*%. °48 Tor- 
transmission or overdrive and (ps) indicates power steering. eee See eee SS $420; ie OLDSMOBILE—’55 (88) Holiday, $2,640*. “ame aa” ran ‘ " 
. ; 9 , = ’ -dr., | § m— ’ mander coup 
ALBANY | BUICK—'54 Super Riviera coupe, $2,180*| $380, $350. $335*, 2 at $330; Deluxe (8) $100"; (88) 4-dr* $280, "48 (76) 2-dr., | $350". = mA 


| (ps). '53 RM 4-dr., $1,300* (ps); Special 2-dr., $340; Deluxe (6) coupe, $305; %- $220° 

(Tim Anspach Auto Auction, Sale every | 4-dr., 2 at $1,180; 2-dr., $930*. ’51 Spe- ton pickup, $400. °49 Custom (8) 2-dr., ss : 
Monday. Prices are for sale of March 28.)| cial 2-dr., $750; Super 4-dr., $700*. '50| $320, $310, $280, $210; 4-dr., $200, $120; | PACKARD—'51 (200) 4-dr., $420. 
(Closing of the thruway and many of RM 2-dr., $550*; Special 4-dr., $390*, Deluxe (8) 2-dr., $255. °47 Deluxe (8) | PLYMOUTH — ’52 Cranbrook 4-dr., $650. | 


| MISCELLANEOUS — '51 International *,- 
ton pickup, $425. 














the highways due to snow drifts kept $280. '49 RM 4-dr., $200, $190*, $185.| station wagon, $285. ’51 Cranbrook 4-dr., $490; Cambridge | EBENSBURG, PA. i 
many cars and buyers home, Despite the | ‘48 RM 4-dr., $180. HUDSON—’51 Pacemaker 4-dr., $330. coupe, $445. ’50 SL Deluxe 2-dr., $410. Sal 4 } 
storm, however, we had more buyers than | CADILLAC—'54 (62) 4-dr., $3,425" (ps). MEROURY—"52 club coupe, $820*. ’51 4-| °47 SL Special 2-dr., $130, $110. (Ebensburg Auto Auction. Sale ore 
cars. Prices were lower on average autos "53 (62) 4-dr.. $2,260° (ps). °51 (62) 4- $570. '50 4-dr., $225, ’49 4-dr., $280, PONTIAC—’53 Chieftain (6) 4-dr., $990; , Thursday. Prices are for sale of March 31.) § 
and higher on choice ready-to-sell units. $1,360*. '48 (62) 4-dr., $620°. $260"; 2-dr., $260*, $250. | Chieftain (8) 2-dr., $975. ’52 Chieftain; | (Demand very good. Some units bring- 


Sold 148 cars out of 178 offerings.) CHEVROLET — 54 Bel Air 2-dr., $1,450"; NASH—'54 Metropolitan coupe, $790*. ‘53! (8) 4-dr., $805; 2- ‘ar. $580, '51 Silver | ing almost retail prices. All prices firm. 
a -—- aa - SE -| Sold 102 cars out of 123 offerings.) 


BUICK—’53 Special 4-dr., $1,125* (ps) 
"52 Special 4-dr., $1,000*%; 2-dr., $765. 
"51 Special 4-dr., $605*. ’50 Super Ri- 
viera, $515*; Special 2-dr., $485, $410. 

| °48 RM 4-dr., $190, $100. 

CADILLAC—’51 (61) coupe, $1,175*. 


CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
725°. ’54 Two-ten 4-dr., $1,145. 53 Bel 
Air Hard Top, $1,180; Two-ten 2-dr., 
$700; %-ton pickup, $780. ’51 SL Deluxe 


° 4-dr., $600*, $595*, $585, $500*; %-ton 
pickup, $525. 50 FL Deluxe 4-dr., $500*; 

| 2-dr., $430; SL Deluxe conv., $375; SL 

Special 2-dr., $375. ’49 FL Deluxe 4-dr., 

$450, $340; 2-dr., $350; SL Deluxe 4-dr., 


$420, $410, $375; FL Special 2-dr., $295; 
%-ton panel, $180. 48 %-ton stake, $350; 
FM 4-dr., $200; FL Aerosedan, $150; SM 

























2-dr., $135. 
. ‘ CHRYSLER —’54 NY 4-dr., $1,630°. '51 
Now, you can have a beautiful, functional Windsor 4-dr., $430°, °46 Windsor 4-<r. 
Utility Body mounted on the rugged Ford Truck BeBOTO—'00 Powermaster 2-ér.. $1,020". 
Chassis. Here is a combination that will ee ee Oe. 
mean greater volume sales for all Ford Truck DODGE—'53 Coronet (8) Diplomat, $1,- 
130°. °52 Wayfarer 2-dr., $475. °50 Cor- 
Dealers. onet 4-dr., $560°, 
c FORD—'53 Custom (8) 2-dr., $960; Cus- 
Utility Truck Bodies meet your customers’ tome. (5) (Se, eee, 06 Cantem (8) 
. : | 4-dr., ain r. 
needs. General delivery, bakeries, B-445-—) 2712 
dairies, laundries, fire and police depart- oh 2, see. $615, | $415; 
ments, bus-type units and custom e., $455; 2-dr., $255: Deluxe (8) 2-dr.. 
| A ; e -ar., ; » 
designed units for special businesses wy ¥* 1% 
and services are offered by Utility. $310. ( 
Th ° ° l b d f | HUDSON—’52 Hornet 4-dr., $805°*. 
eres a special body for your | MERCURY — '50 4-dr., $385*. ‘49 4-dr., 


$235; club coupe, $435. 


OLDSMOBILE—’55 (88) Super 2-dr., $2,- 
| 400* (ps). ’51 (88) 2-dr., $830*. ’50 (98) 





every market and prospect. 


Utility has those special sales | 4-dr., $450*. 
es ° PACKARD — "52 2-dr., $590*%. °49 conv.. 
features, too. 180° vision—first | pt" ee 
° OUTH—’55 Belvedere (8) 4-dr., $2,- 
among all truck bodies ¢ Flush | 115%, $2,010*. 53 Cambridge 4-dr., $790; 
2-dr., $750; coupe, $610. ‘52 Belvedere, 
mounted doors—assure cleaner $630; Cambridge 2-dr., $505. ’51 Cam: 
. bridge 2-cr., $475, $415. 50 Special De- 
delivery * Low step wells— luxe conv., $490; 4-dr., $405; Suburban, 
a a - $355. °46 Special Deluxe 4-dr., $100. 
easier loading and delivery ¢ PONTIAC—’53 Chieftain (8) 2-dr., $955*. 
a - ’52 Chieftain (8) 4-dr., $850*. ’49 Silver 
Wide opening rear doors—for | _ Streak (8) 4-dr., $265*, $200°. 
STUDEBAKER—’52 Commander Starliner, 
large or mass products ¢ Glass | $495*. '51 Champion 4-dr., $365°. 


(Continued on Page 38, Col. 1) 








wool insulation—completely 
insulated throughout ¢ Non-slip 


floors—a special non-slip floor We Ye pa geile 
material. asad 


Equally important, Utility Truck aT! mM 
Bodies are pre-sold to your markets 

through national advertising 
Utility salesmen are calling on your 
prospects to help stimulate sales. 


WRITE OR CALL TODAY FOR COMPLETE INFORMATION 
AND PRICES ON THE MOST COMPLETE LINE OF | 
MULTI-STOP DELIVERY BODIES. eaten, 


| and Res. phone number FRESH in the car owner's 


| mind, helps him remember your salesman’s name. 
| Helps him to stay acquainted, encourages him to 
eee | Sais ne semper emma 


— S | ing again. BING name plates are produced from 

| “Seotchlite” Brand reflective sheeting* and serve as 

a reflective safety measure when opening car door 
| at night. 

| Order a supply for every man on the floor and in- 

struct him to affix one after each deal. These brilliant 

little business cards help you KEEP FRIENDLY CUS- 

TOMERS FRIENDLY. 


*A product of Minnesota Mining and Mig Co, St Paul, Minn. 


UTILITY TRUCK DISTRIBUTORS, INC. WUTE TOOL Fou SamPeL. PELs AnD FURTHER serORMATIOR 


Union City, Indiana | BING TRANSFER SIGNS - Berkley, Mich. 


Phone 424 








THE TRUCK WITH 
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Firstin the Post 


A lot of time was lost (and a lot of tempers, too! ) 
lighting the old acetylene “lamps.” Then electric 
headlights came out, bringing better illumination — 
and at the flick of a switch! News of this, and most 
other automotive advances, was spread first and 
foremost in The Saturday Evening Post... the first 
electric headlight-bulb advertisement in the Post 
(right) appeared in the March 18, 1922, issue. Be- 
cause it has been so successful in turning reader 
interest into a visit to the dealer, today as yester- 
day, when it comes to automotive advertising... 


The Post is first 
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post — gets to the heart of America 


NATIONAL MAZDA 
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Protect You y 
Buy National x Yor A 


1 it, before yeny 
sey sachet ‘oe Por a lamp in, 
“National Macens “te that the murrect placis 
Proper Nama fans Rt? with the eee Temp seal mate ntnment nw 
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Mazin bump that lamp. Nation 






THE AUTO ILLUSTRATED IS A 1906 CORBIN. FOR A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING, 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILA.. PA, 
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Used-Car Auction Prices 





(Continued from Page 36) 


MISCELLANEOUS—’51 Henry J (6) se- 
dan, $135*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 


Sale every Friday. Prices are for sale of | 


March 25.) 
(Market good, Sold 165 cars out of 
210 offerings.) 
BUICK—’54 Century 4-dr., $2,000°; Special 
Riviera 2-dr., $1,800; 4-dr., $1,785". °53 
RM Riviera 2-dr., $1,700*. '52 Super 4- 
dr., $810*, °51 Super 4-dr., $730°. '50 
RM Riviera. $700*. ’48 Super conv., $125. 
‘47 Super 4-dr., $165. 
CADILLAC—’55 (62) conv., $4,830° (ps). 


'54 (62) 4-dr., $3,720* (ps). '53 (62) 
coupe deVille, $2,600* (ps); (60) 4-dr., 
$2,430* (ps). '52 (62) coupe, $1,935° 


(ps). °48 (60) 4-dr., $440. 
CHEVROLET — ’55 Bel Air (8) station 
wagon, $1,930; coupe, $1,880°; Two-ten 
(6) 4-dr., $1,650; One-fifty 2-dr., $1,400. 
’54 Two-ten 4-dr., $1,260; One-fifty 2-dr., 
$910. ’°53 Bel Air 4-dr., $1,170*; Two-ten 
4-dr., $950°, '52 SL Deluxe 4-dr., $800. 
51 SL Deluxe Bel Air, $670; 2-dr., 
$650*. "50 SL Deluxe conv., $600°; 2-dr., 


$405. 

CHRYSLER—’55 Windsor Hard Top, §2,- 
700*, ’53 Imperial 4-dr., $1,500°; Wind- 
sor 4-dr., $1,285*; club coupe, $1,045*; 
NY 4-dr., $1,269*. '48 NY 2-dr., $250. 
‘47 Windsor Business coupe, $125. 


, DeSOTO—’55 Fire Dome (8) 4-dr., $2,310*. 
’53 Powermaster 2-dr., $1,160%, $975°*. 
’52 Fire Dome (8) 4-dr., $510°, '51 De- 
luxe 4-dr., $530°, 

DODGE—’55 Coronet club coupe, $1,900*. 
’54 Coronet 4-dr., $1,300; Meadowbrook 
4-dr., $1,275. °53 Coronet 4-dr., $870*. 
’52 Coronet 4-dr., $675*. °46 conv., $310. 

FORD—’55 Custom (8) station wagon, $2,- 
240; Fairlane (8) Victoria, $2,075; 4-dr., 
$2,050*; Main (6) Ranch Wagon, $1,690. 
"54 Crest (8) Victoria, $1,685*; Custom 
(8) 2-dr., $1,330; Main (6) 2-dr., $1,115. 
'53 Crest (8) Country sedan, $1,190; Cus- 
tom (8) 4-dr., $1,135. °52 Main (8) 2- 
dr., $710. '51 Custom (8) Country Squire, 
$600°*. 

LINCOLN—’54 Capri Hard Top, $2,310*. 
‘53 Capri coupe, $1,830%; Cosmopolitan 
4-dr., $1,575*. '49 conv., $190. 

MERCURY—’54 Monterey Sport coupe, $2,- 
040°; 4-dr., $1,850*%, $1,600*, 53 Custom 
Sport coupe, $1,500; Monterey 2-dr., $1,- 
420. '51 4-dr., $655, '48 4-dr., $200. 

NASH—’49 (600) 4-dr., $160. 

| OLDSMOBILE—’55 (88) Holiday, $2,640*, 
$2,590". '54 (98) Holiday, $2,475*; (88) 
4-dr., $2,150°. '51 (98) 4-dr., $730*. ’49 
(98) 2-dr., $380*%; (76) 4-dr., $345*, 
$320*. 

PACKARD—’51 (200), 4-dr., $575, $420*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
140°; 2-dr., $1,925*. °54 Savoy 4-dr., 
$1,305; Cambridge 4-dr., $1,110. ’53 
Cranbrook 2-dr., $910; 4-dr., $890; Cam- 











bridge 2-dr., $700. '49 conv., $450. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
300°. °54 Chieftain (8) 4-dr., $1,440°. 
’53 Chieftain (8) 2-dr., $1,210°. ’51 Sil- 
ver Streak (8) 2-dr., $700°, $610°. °'50 
Silver Streak (6) 4-dr., $560. ’48 Tor- 
pedo (8) 2-dr., $210°. 

STUDEBAKER — '52 Commander 2-dr., 
$455; Champion 2-dr., $410. 50 Cham- 
pion club coupe, $290*. '47 Commander 
Land Cruiser, $135. 

WILLYS—’54 4-dr., $920°*. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of March 29.) 

(Sold 337 cars out of 479 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2.890* 

(ps); 4-dr., $2,675* (ps); Century Riviera 


2-dr., $2,870* (ps), $2,790* (ps); Special | 


Riviera 2-dr., $2,570* (ps), $2,505*. ’54 
Super Riviera 2-dr., $2,300* (ps), $2,- 
165°; 4-dr., $2,090* (ps); Century Riviera 
2-dr., $2,000; Special 2-dr., $1,630, °53 
Super Riviera 2-dr., $1,495*, $1,485°, $1,- 
415*, $1,400*, $1,395°, $1,350°. 

CADILLAC—(62) conv., $4,095* (ps), $3,- 
950° (ps); coupe, $3,775* (ps), $3,720° 
(ps), $3,660* (ps); (60) Special 4-dr., 
$3,800* (ps), $3,790*° (ps). ’°53 (62) coupe 
deVille, $2,705* (ps), $2,605* (ps), $2,- 
420° (ps); conv., $2,630*° (ps); 4-dr., 
$2,025° (ps). 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
885°; Two-ten (8) Delray, $1,885*; Two- 
ten (6) 4-dr., $1,705*. '54 Bel Air Sport 
coupe, $1,635*, $1,615° (ps); 2-dr., $1,- 
350°; Two-ten 2-dr., $1,125; 4-dr., $1,095, 
$1,085. °53 Bel Air Sport coupe, $1,375* 
(ps); conv., $1,340*; 2-dr., $1,215*, $1,- 
160; 4-dr., $1,120* (ps), $1,110*° (ps); 
Two-ten Handyman, $1,150, $1,000; 2-dr., 
$1,035. 

CHRYSLER — ’53 NY Newport, $1,555° 
(ps). °52 Windsor 4-dr., $640*°. ’°51 Im- 








perial 4-dr., $625° 
club coupe, $410*. 


; 4-dr., $600°. '50 Royal 


— ’53 Fire Dome (8) Sportsman, 
$1,260* (ps), $1,180 (ps); 4-dr., $1,085° 
(ps), $1,075* (ps). °52 Fire Dome (8) 
4-dr., $880*. 50 Deluxe 4-dr., $330°. °49 
Deluxe 4-dr., $300*, 

DODGE— 54 Coronet 4-dr., $1,290°; Mead- 
owbrook 2-dr., $1,075°. '53 Coronet Dip- 
lomat, $1,060*, ’51 Coronet 4-dr., $435°*, 
$285*. '50 Coronet 4-dr., $375°. 
onet 4-dr., $255°. 

| FORD—'55 Fairlane (8) Crown Victoria, 

$2,375* (ps); Custom (8) Country sedan, 

$2,335*; Main (8) Ranch Wagon, $2,155*. 

*54 Custom (8) 2-dr., $1,400; 4-dr., $1,- 

290, $1,280; Custom (6) 2-dr., $1,250. 

’53 Crest (8) Country Squire, $1,465°; 

Victoria, $1,370°, $1,200*; Custom 

Country sedan, $1,285*; Main (8) Ranch 

Wagon, $1,200°. 

, HUDSON—’54 Wasp, 4-dr., $1,275, $1,150; 

Jet sedan, $805. 

$1,290°; Jet 4-dr., $685. 

| KAISER—’52 4-dr., $325*, $260, '51 4-dr., 

$355*, $225°. 

| LINCOLN—’53 Capri conv., $1,875* (ps); 

4-dr., $1,750° (ps), $1,745° (ps). °52 

Capri coupe, $1,385*; Cosmopolitan coupe, 

$1,090°*. 

| MERCURY — ’55 Montclair coupe, $2,500. 
’54 Monterey station wagon, $2,095*, 
$2,005; Sun Valley, $1,880°; Sport coupe, 
$1,855°; 4-dr., 2 at $1,775°, $1,745°; 
coupe, $1,815*. '53 Monterey coupe, $1,- 
545°. 

NASH — '53 Ambassador club coupe, $1,- 
400°, $1,355°; 4-dr., $1,115; Statesman 
4-dr., $1,055*; club coupe, $810; Ram- 
bler conv., $885. °52 Statesman 4-dr., 
$715, $670. 

OLDSMOBILE—’55 (98) Holiday, 
(ps); (88) Super 2-dr., $2,595*; Deluxe 
Holiday, $2,575*. '54 (98) Holiday, $2,- 
420° (ps); 4-dr., $2,355* (ps); (88) Su- 
per 2-dr., $2,220* (ps); 4-dr., $2,000°. 


$3,250° 





which 
is the 
greater 
gamble 


? 


The hum of the idling engine gives only the hint of power. He sits behind the wheel. 
200 hp. ready to roar into action. The feeling of power is warm .. . exhilarating. 
His calf muscle tightens. His foot swings down. Instantly, predictably, the engine 
responds. And with the turn of the wheel . . . he gambles their lives . . . the stakes 


couldn’t be higher. 


With a surge of power he moves out of the parking space into traffic. At every 
stop light, sign or emergency stop he’s gambling that his brakes can control 


all that power. 


He’s gambling that they won’t grab and pitch someone forward . . . won’t fade 
and let the car drift into a cross stream of traffic. He’s gambling that the brakes 
can stop him fast enough . . . often enough . . . without dangerous swerving. 

Every day some nice family loses this gamble. Brakes fade or grab, the car 
swerves or just doesn’t stop fast enough. 

The greatest single mechanical cause of accidents is brake failure. So why take 
chances? Better brakes can save lives. Better brakes are here now, ready for cars. 
They’re Auto Specialties Double-Disc Brakes. Double-Disc Brakes automatically 
keep themselves in adjustment. Don’t grab. Don’t fade. Stop quicker at high 
speeds. Stop smoother, straighter, quicker, safer . . . at all speeds. Auto Specialties 
Double-Disc Brakes are better brakes. 

Auto Specialties Self-Energized Double-Disc Brakes have passed the severe 
testing of major car factories. Their cost is comparable to that of present auto- 
motive brakes. Their adoption will be in keeping with increased horsepower and 
speed and with the industry’s continuing desire to give the American motorist 
better, safer and more pleasant means of transportation. 

For information about these brakes, write for a copy of ““THE STOPPING STORY”’. 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 


Plants also at Benton Harbor and Hartford, Mich., and Windsor, Ont., Canada. 
Manufacturing for the automotive and farm machinery industry since 1908. 


(8) | 


| 








’53 (98) Holiday, $1,850* (ps). 
PACKARD — ’54 Patrician 4-dr., $1,955* 
(ps); Clipper 4-dr., $1,385. '52 Mayfs r 
$950*. 


| PLYMOUTH—’55 Belvedere (6) 4-dr., $1 .- 


750; Savoy (6) 2-dr., $1,550. '54 Sa, 
coupe, $1,225*; Suburban, $1,190; 2-: 
$1,135, $1,080; Plaza 4-dr., $1,050, 53 
Cranbrook Savoy, $1,020*. 


| PONTIAC—’55 Chieftain (8) 4-dr., $2,19..°; 


station wagon, $2,115. °54 Chieftain (5) 
Catalina, $2,025° (ps); 2-dr., $1,56:*, 
$1,325; 4-dr., $1,550°, '53 Chieftain «°) 
conv., $1,465°; Catalina, $1,420*, $1,355. 

STUDEBAKER — '53 Commander ci) ib 
coupe, $1,110*; Land Cruiser, $800*, 41 
Champion 4-dr., $240. 


NEW YORK CITY 


(Skyline Aufo Auction, Sale every We !- 


53 Hornet Hollywood, | "¢8day. Prices are for sale of March 3.) 


('54 and ’55 models down slightly. ’50s 
through ’53s strong. Good demand for 
clean and extra clean autos. Off units 
bringing just what they are worth. Soid 
62 cars out of 102 offerings.) 
BUICK—’53 Super 4-dr., $1,035*. '52 Su- 

per 2-dr., $630. '51 Super 4-dr., $560. °50 
RM 4-dr., $410°; Special 2-dr., $355*. 
’49 Super conv., $210. °48 Super se- 
danet, $170. '46 Super 2-dr., $155. 

CADILLAO—’53 (62) 4-dr., $2,275*. 

CHEVROLET—’54 Two-ten station wagon, 
$1,480; 2-dr., $1,250°. ’53 One-fifty sta- 
tion wagon, $1,075; 4-dr., $750; 2-dr., 
$780, $730; Two-ten 4-dr., $995*, $990°, 
$955*, $950°, $920, $915, $910; 2-dr., 
965, $960°, $925, $915, $910, $890, $835, 
$860. ’°52 SL Deluxe 2-dr., $685; 4-cr., 
$605*. '50 SL Deluxe 4-dr., $390; conv., 
$375*. 

CHRYSLER—’54 NY 4-dr., $1,725*. 

DeSOTO—’49 Custom 4-dr., $280*. ’48 Cus- 
tom Suburban, $155. 

FORD—’55 Custom (6) 2-dr., $1,530. '54 
Main (6) Ranch Wagon, $1,390. ’51 Cus- 
tom (8) Victoria, $620°. °50 Custom (8) 
4-dr., $375. °49 Deluxe (6) 4-dr., $185. 

HUDSON—’50 Pacemaker 2-dr., $200. 

’48 Super (8) 4-dr., $175. 

MERCURY—’51 2-dr., $525. '50 4-dr., $445. 
49 4-dr., $330. 

NASH—’51 Rambler conv., $485. 50 Am- 
bassador 4-dr., $150. 

OLDSMOBILE — ‘49 (98) 4-dr., $280°*, 
$220°. °46 (76) 4-dr., $110°. 

PACKARD—’53 (200) 4-dr., $1,000*. '51 
(200) 4-dr., $460°. °49 4-dr., $185. 

PLYMOUTH—’53 Cranbrook Savoy, $1,200. 
*51 Cambridge Suburban, $565. 

PONTIAC—’52 Chieftain (8) 4-dr., $750*. 
’50 Silver Streak (8) 2-dr., $275°*. 

—— ’51 Commander conv., 

50°. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 29.) 
(Market steady with a shortage of au- 
tos. Sold 86 cars out of 118 offerings.) 
BUICK—’53 Super 4-dr., $1,275*, '52 Spe- 
cial 4-dr., $895. '50 Super 4-dr., $505*, 
$480*; Special 2-dr., $400: '49 Super 4- 
dr., $245. °47 Super conv., $155. 


| CHEVROLET—’55 Bel Air Hard Top, $1,- 


970*. ’54 Two-ten 2-dr., $1,180, $1,150°, 
$1,050. °53 Bel Air 2-dr., $1,000; Two- 
ten 2-dr., $890; 4-dr., $805. °51 SL De- 
luxe 2-dr., $510°, $500*°. 50 SL Deluxe 
2-dr., $430. °49 SL Deluxe 4-dr., $400. 
"48 SM 2-dr., $185. °47 FM 4-dr., $175. 

CHRYSLER — ’53 Windsor 4-dr., $1,200* 
(ps). °51 Windsor 4-dr., $700*. 

DeSOTO — ’55 Fire Dome (8) Hard Top, 
$2,500. ’51 Custom 2-dr., $600*. 

FORD—’'55 Custom (6) 2-dr., $1,675. °53 
Custom (6) 2-dr., $925, $815. ’52 Main 
(8) 2-dr., $775, $730*, $640; Custom (8) 
4-dr., $735*, $630*; Custom (6) 2-dr., 
$525*. '51 Custom (8) 4-dr., $550, $535; 
2-dr., $475. °49 Custom (6) 4-dr., $290; 
club coupe, $240; 2-dr., $175. 

HUDSON—’50 4-dr., $210. 

KAISER—’51 Deluxe 4-dr., $380°*. 

LINCOLN—’53 Cosmopolitan 4-dr., $1,525°. 
’51 4-dr., $680*. 

MERCURY—’52 Monterey 4-dr., $830°. ’51 
Custom 4-dr., $655*. '49 Custom 4-dr., 
$170. 

NASH—’51 Statesman 4-dr., $295. °49 Su- 
per 2-dr., $145. 

OLDSMOBILE—’51 (98) 4-dr., $725*; (88) 
2-dr., $680°. '48 (78) 2-dr., $145. 

PLYMOUTH — '51 Cambridge 4-dr., $390. 
*50 Deluxe 2-dr., $280. 

PONTIAC—’52 Chieftain (8) 2-dr., $785*. 
"51 Silver Streak (8) 2-dr., $670*, $560°. 
’50 Silver Streak (8) 4-dr., $365. 

STUDEBAKER—’53 Champion 2-dr., $800. 
48 Commander 4-dr., $150. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of March 
30.) 

(Market really good—weather perfect. 

Sold 84 percent of offerings.) 

BUICK — ’54 Super Riviera, $2,100*. °53 
Special 4-dr., $1,100. '52 Special 2-dr., 
$725. '51 Super 4-dr., $590*; Special 4- 
dr., $510. 

CADILLAC—’55 (62) 4-dr., $4,305* (ps). 
*53 (62) 4-dr., $2,380* (ps), $2,250* (ps). 
"52 (62) 4-dr., $1,740*. '51 (62) 4-dr., 
$1,480°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $2,- 
020*; Two-ten (8) 2-dr., $1,735; 4-dr., 
$1,750*; Two-ten (6) 2-dr., $1,600. ‘54 
Two-ten 2-dr., $1,175, $1,170, $1,150. '53 
Two-ten 2-dr., $880, $865; One-fifty 2-dr., 
$705, $700; %-ton pickup, $790; %-ton 
pickup, $750. ’°52 SL Deluxe 2-dr., $585, 
$580. 51 SL Deluxe Bel Air, $625; 2-dr., 


$635. 

DODGE—'52 Meadowbrook 4-dr., $740. 

FORD—'55 Crest (8) 4-dr., $1,875*; Cus- 
tom (8) 2-dr., $1,790. '54 Custom (8) 

$1,220*. °53 Crest (8) Victoria, 

%-ton pickup, $750. ’'52 Main 

(6) 2-dr., $650. "51 Custom (8) 2-dr., 

. °49 Custom (8) 2-dr., $305; 4-dr., 
$235, $210. 

MERCURY—’55 Custom 4-dr., $2,390; 2- 
dr., $2,290°. '54 Custom 2-dr., $1,625. '46 
2-dr., $150. 

OLDSMOBILE—’54 (88) Super 4-dr., $2.- 
100* (ps), $2,005*; Deluxe 2-dr., $1,820*. 
*53 (88) Super 2-dr., $1,490*° (ps), $1.- 
475*, $1,450°; Deluxe 2-dr., $1,175. ‘51 
(88) 4-dr., $610°,. '50 (88) 4-dr., $435°. 
"49 (98) 4-dr., $365°. 

PACKARD—’53 (200) 4-dr., $1,050; 2-dr., 
$925. ’52 2-dr., $990. 

PLYMOUTH—’'55 Savoy (8) 4-dr., $1,975'; 
2-dr., $1,725; Plaza (8) 4-dr., $1,75). 
"53 Cambridge 2-dr., $700. '52 Cambrid<e 
4-dr., $420. °49 Special Deluxe 4-dr., 


$240. 

PONTIAC—’54 Star Chief (8) 4-dr., $1- 
715*; Chieftain (8) Catalina, $1,575°. 
’53 Chieftain (6) 2-dr., $885. °50 Silver 

(Continued on Page 39, Col. 1) 
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Spiieente 
Used-Car Auction Prices 
(Continued from Page 38) 

Streak (8) conv., $500°; 4-dr., $475°, (ps). 52 Special Riviera, $960; 4-dr., 

25*. ‘49 Silver Streak (8) 2-dr., $260. $780. °51 Super 4-dr., $525. '50 Special 
STUDEBAKER— 51 Champion 4-dr., $380°. 4-dr., $440°. 
CADILLAC—’53 (62) 4-dr., $2,650*° (ps), 


OAKLAND, CALIF. 


(Oakiand Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 30.) 
(A very strong sale this week as clean 
autos are bringing good prices. Sold 75 
percent of cars consigned.) 
BUICK—'54 Super Riviera, $2,175°. ’53 
Super conv., $1,450*, °51 Super Riviera, 


910°; 4-dr., $735*. °50 Special 4-dr., 
$340. 48 Super 4-dr., $170*, '47 Super 
4-dr., $135 


CADILLAC—’50 (62) 4-dr., $935°. °49 (62) 
4-dr., $750°*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
085*. ‘53 Two-ten station wagon, $1,130; 


4-dr., $850, $830. '51 SL Deluxe 4-dr., 
$580*. 50 FL Deluxe 2-dr., $580; 4-dr., 
$535. 


DeSOTO—’ 46 4-dr., $200. 

DODGE —’53 Coronet station wagon, §$1,- 
190. ’52 Coronet 4-dr., $765*. ’'51 Coronet 
4-dr., $655*; %-ton panel, $360. 

FORD — ’55 Fairlane (8) 4-dr., $2,250°; 
Fairlane (6) 2-dr., $1,815*. '54 Custom 
(8) 4-dr., $1,510*%; Custom (6) 2-dr., $1,- 
035; %-ton pickup, $1,095. '53 Crest (8) 
Victoria, $1,335*; Custom (6) 4-dr., $805; 
Main (6) 4-dr., $760. °52 %-ton pickup, 
$655; %-ton pickup, $635. '51 Custom (8) 
4-dr., $695*, $615*, $440*; conv., $630*, 
$600*. '50 Custom (8) 2-dr., $520*; conv., 
$445*; 4-dr., $350. °49 Custom (8) 2-dr., 
$285. "47 Custom (8) club coupe, $180. 

LINCOLN—’49 4-dr., $230, $185°*. 

MERCURY — ’'53 station wagon, $1,670*. 
'52 Hard Top, $1,235*. ’51 2-dr., $640. 
50 2-dr., $535. 

NASH—’52 Statesman 4-dr., $555. 

OLDSMOBILE—’55 (88) 2-dr., $2,465°. '53 
(98) Holiday, $1,935*; (88) Holiday, $1,- 
885*. °52 (88) 4-dr., $1,205*. ’50 (88) 
Holiday, $690*, $615*; 2-dr., $575*. °49 
(76) 2-dr., $345*; conv., $245*. '48 (98) 
4-dr., $155*. 

PACKARD—’54 4-dr., $2,800*. 
$510*. 

PLYMOUTH — ’52 Cranbrook 4-dr., $655. 
"51 Concord 4-dr., 2 at $255. °48 Special 
Deluxe club coupe, $155. 

PONTIAC—’52 Chieftain (6) 2-dr., $555. 
’51 %-ton panel, $560*, 

STUDEBAKER — '54 Commander station 
wagon, $1,580°. '51 Commander 4-dr., 
$420*; coupe, $405*. '50 Champion 4-dr., 
$270*. ’49 Commander club coupe, $305*. 
‘48 Commander Land Cruiser, $140*. '47 
Commander Coupe, $160*. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of March 24.) 
(Sold 69 cars out of 89 offerings.) 
BUICK—’54 Super 4-dr., $2,050*; Special 
Riviera, $2,025*; 2-dr., $1,850*, ’53 Super 
2-dr., $1,170*; Special 4-dr., $1,125*. ’50 
a 2-dr., $265. °48 Special 2-dr., 

CADILLAC—’48 (60) 4-dr., $550*. 

CHEVROLET—’54 Bel Air 2-dr., $1,025*; 
Two-ten 2-dr., $985; One-fifty 2-dr., $925. 
‘53 Two-ten 4-dr., $880, $870, $865; 2-dr., 
$765; One-fifty 2-dr., $695, $580. '51 SL 
Deluxe 2-dr., $460. 

CHRYSLER—’54 NY 4-dr., $1,750. ’53 NY 
4-dr., $1,650. '51 NY 4-dr., $525* (ps). 

DeSOTO—’52 Custom 4-dr., $700, $690. ’51 
Custom 4-dr., $550, $525. ’50 Custom 2- 
dr., $450. 

DODGE—’54 Coronet 2-dr., $1,280, $1,235. 
*53 Coronet 4-dr., $875*. '50 Meadow- 
brook 4-dr., $375, $250. 

FORD — ’54 Custom (8) 2-dr., $1,275*, 
$1,225. ’53 Custom (8) 2-dr., $840; Main 
(8) club coupe, $635. °52 Custom (8) 
2-dr., $725*. ’°51 Custom (8) conv., $500; 
Deluxe (8) 2-dr., $400. 50 Custom (8) 
2-dr., $465, $450, $425; Deluxe (6) $350. 

HUDSON—’51 Pacemaker 4-dr., $275. 

KAISER—’51 Manhattan 4-dr., $375*; De- 
luxe 4-dr., $225. 

NASH — ’53 Statesman 2-dr., $920, $875, 
$825. '52 Statesman 2-dr., $675*, $625, 
$595. ’51 Rambler conv., $450°*. 

PACKARD—’53 (200) club sedan, $975*, 
$940*, $875*. °51 (200) 4-dr., $680*, 
$600*, $550°. 

PLYMOUTH—’ 54 Savoy 4-dr., $1,025*. ’53 
Cranbrook 4-dr., $705. °52 Cambridge 
4-dr,. $475, $375. '51 Concord 2-dr., $295. 
‘50 Deluxe club coupe, $190. 

PONTIAC—’54 Chieftain (8) 2-dr., $1,475*. 
53 Chieftain (8) 2-dr., $1,125*, $1,095°. 
50 Silver Streak (6) 2-dr., 2 at $215. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of March 25.) 
(Sold 167 cars out of 213 offerings.) 
BUICK—’55 Super Riviera, $2,675*, $2,600* 
(ps); Special Riviera 2-dr., $2,550*. ’53 
Super 4-dr., $1,235*; RM 4-dr., $1,210* 


"51 4-dr., 


CHROME NAME PLATES 


Precision Die-Cast 
Triple chrome plated for tastin 
beauty. Original designs. Sketc 
submitted for yout approval, Quan- 

es as low as 100 may be or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


Free sample and prices on request. 


~ 29th & McKean Sts. 
*Phila. 45, Pa., Dept. A 


$2,500* (ps); coupe, $2,475* (ps); conv., 


$2,350° (ps), $2,275* (ps). ‘47 2-dr., 
$175. 
CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 


900°; 4-dr., $1,850; Two-ten (6) 4-dr., 
$1,750; %-ton pickup, $1,225. °'54 Bel 
Air Sport coupe, $1,460*; 2-dr., $1,375, 


$1,285; station wagon, $1,375; Two-ten 
4-dr., $1,120; 2-dr., $1,100. '53 Bel Air 
coupe, $1,100; One-fifty station wagon, 
$830; Two-ten 2-dr., $800; 4-dr., 2 at 
$800. "52 SL DeLuxe 2-dr., $725*; 4-dr., 
$705*, $650°. 
CHRYSLER—’55 NY 4-dr., $3,000° (ps); 
Windsor 4-dr., $2,445. '49 Windsor 4-dr., 


$350. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,450°. 
’52 Custom 4-dr., $800*, 49 Custom 4- 
dr., $240. 

DODGE — '55 Coronet Hard Top, $2,175°, 
$2,170*. °53 Coronet 4-dr., $970°. ‘51 
Coronet 4-dr., $455; Wayfarer 4-dr., $320. 
‘50 Coronet Diplomat, $515*; Meadow- 
brook 4-dr., $340. 

FORD—’55 Thunderbird, $2,950; Main (8) 
Ranch Wagon, $2,180; Custom (8) 4-dr., 
$1,800*. °54 Custom (8) 4-dr., $1,400, 
$1,350°, $1,290°*, $1,250, $1,200. '53 Crest 
(8) conv., $1,125; 4-dr., $960; Main (8) 
Ranch Wagon, $1,070; 2-dr., $800; Cus- 
tom (8) 4-dr., $925*; Custom (6) 2-dr., 
$775, $680. '52 Custom (8) Country se- 


PROTECTION 





dan, $850; 2-dr., $725, $700; 4-dr., $700, 
$500. ’°51 Custom (8) 2-dr., $600, $580°. 

HUDSON — '51 Hornet sedan, $410°. '50 
Commodore 4-dr., $250. 

LINCOLN—’53 Capri 4-dr., $1,560*° (ps); 
Cosmopolitan coupe, $1,460*. °51 Cosmo- 
politan 4-dr., $620°, $525°. ‘50 4-dr., 
$300*, $215°*. 

MERCURY—’55 Monterey Sport coupe, $2,- 
525*. °54 Monterey 4-dr., $1,600*, $1,490; 
coupe, $1,600; Hard Top, $1,450. '53 4- 
dr., $1,125*. °51 4-dr., $560, $380; 2-dr., 
$240. '50 4-dr., $300. "49 4-dr., $205. 

NASH—’51 4-dr., $350 


OLDSMOBILE — '54 "(98) 4-dr., $2,350° 
(ps), $2,280* (ps), $2,250°, $2,225. '51 
(88) Super 4-dr., $650°%; (98) 4-dr., 


$600°, $560°. '50 (98) 4-dr., $580°, $400; 
(88) 2-dr., $475. '49 (76) 4-dr., $300. 

PLYMOUTH — ‘55 Belvedere (8) Sport 
coupe, $2,185*; club sedan, $1,715. '54 
Savoy 2-dr., $1,070. °53 Cranbrook Bel- 
vedere, $825; 4-dr., $785, $725*. '51 Cran- 
brook 2-dr., $575, $460, $430; Belvedere, 
$555; 4-dr., $530, $475, 2 at $450. ‘50 
Deluxe club coupe, $350. 

PONTIAC — '55 Star Chief (8) Catalina, 
$2,475*; 4-dr., $2,250°. ’°53 Chieftain (8) 
4-dr., $1,185* (ps); 2-dr., $1,180*; Chief- 
tain (6) 4-dr., $1,025*, '51 Silver Streak 
(8) 2-dr., $500. °’50 Silver Streak (8) 
4-dr., $400. 

STUDEBAKER—'54 Champion 4-dr., $1,- 
120. °52 Commander 2-dr., $300. ‘51 
Champion club coupe, $350. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 25.) 

(Sold 187 cars out of 240 offerings.) 
BUICK—’55 Century Riviera, $2,750°%. °54 

Super Riviera, $2,235* (ps). '53 Super 

Riviera, $1,430*; Special 4-dr., $1,135. 

‘52 Super Riviera, $1,100*. ‘51 Super 

Riviera, $725*; 4-dr., $620*, $565°, ‘50 


... Where it’s needed 


Just as brace bandages protect a race horse from 


injury, WoLF’s HEap protects car engines from 


damage by heat, friction and motor contaminants. 


Wotr’s HEap—100% Pure Pennsylvania—is 
specially refined three extra steps from nature’s 


finest crude oil. It won’t thin out or burn away. 


Free! 


GUIDE 
TO THE WEATHER } 





“GUIDE .TO THE WEATHER” 

Folder tells how to forecast 

weather. Write for a copy. 

WOLF'S HEAD OIL REFINING CO., inc. 
Oll CITY, PA. 

New York Office: Glendale 27, N. Y. 


Special 2-dr., $425, $415. 49 RM 4-dr., | OLDSMOBILE—'55 (88) Holiday, $2,610°. 


$215*. 

CADILLAC—’53 (62) coupe deVille, $2,605* 
(ps); 4-dr., $2,250*, °52 (62) 4-dr., $1,- 
780%, $1,700* (ps). '50 (62) 4-dr., $1,- 
090°, "49 (62) 4-dr., $800°, $580°. '48 
(62) 4-dr., $320°. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
775°; Two-ten (6) 2-dr., $1,590. °54 Two- 
ten 2-dr., $1,335°, $1,145; Delray coupe, 
$1,290. °53 Bel Air conv., $1,215; coupe, 
$1,140. °52 SL Special 4-dr., $445. ‘51 
SL Special 2-dr., $385; SL Deluxe 2-dr., 
$240. °50 SL Deluxe 4-dr., $500, $485, 
$400, $325*; FL Deluxe 2-dr., $340. '49 
SL Deluxe 2-dr., $310, $285. 

CHRYSLER — '53 NY Newport, $1,425*; 
Windsor club coupe, $1,000*. '52 Saratoga 
4-dr., $725*%; Windsor 4-dr., $670°. '51 
Windsor 4-dr., $555. °50 Windsor 4-dr., 
$350, $300. °47 NY 4-dr., $100. 

DeSOTO—’52 Custom (6) Sportsman, $835, 
$670. '50 Custom 4-dr., $295, $205. 

DODGE — '53 Coronet 2-dr., $950, $830; 
Meadowbrook 2-dr., $735; %-ton pickup, 
$640. °50 Coronet 4-dr., $340°. "46 %- 
ton pickup, $155. 

FORD—’55 Thunderbird, $3,110; Fairlane 
(8) 4-dr., $2,050*°. 54 Custom (8) 4-dr., 
$1,335*. °53 Main (8) 2-dr., $825, $745; 


2-dr., $780, $745. '52 Main (8) 2-dr., 
$725, $555, $470. '51 Custom (8) Vic- 
toria, $705*; 2-dr., $605, $550°, $485*. 


*'50 Custom (8) 2-dr., $445, $330, $325°, 
$300*. °49 Custom (8) 2-dr., $285*, $215; 
Deluxe (8) 2-dr., $275, $175, $130. 

HUDSON—’49 Commodore (6) 4-dr., $100. 

LINCOLN—’49 club coupe, $225*. 

MERCURY — '55 Monterey coupe, $2,410. 
’63 2-dr., $1,045*. °51 4-dr., $445*; club 
coupe, $400*. 50 4-dr., $410, $360*, $350*, 
$200. '49 4-dr., $245; club coupe, $225. 

NASH — '53 Statesman 4-dr., $950°. '52 
Rambler club coupe, $600*. ‘51 States- 
man 4-dr., $310*. ’50 (600) 4-dr., $220°; 
Statesman 4-dr., $215*. '49 (600) 4-dr., 
$120. 





54 (88) 4-dr., $2,150* (ps), $2,135° (ps), 
$2,100* (ps), $1,980*%. '53 (98) 4-dr., $1,- 
570* (ps), $1,560* (ps); (88) 4-dr., $1,- 
495* (ps). '51 (98) 4-dr., $545*, ’50 
(98) 2-dr., $485*, $405*. °49 (88) 2-dr., 
$400*; (98) 4-dr., $325°. 


PACKARD — '53 Mayfair coupe, $1,260* 
(ps). ’°48 4-dr., $275, $115. 


PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
780; Plaza (6) club coupe, $1,575, ‘54 
Savoy 4-dr., $1,200; club coupe, $1,155°. 
’53 Cranbrook 4-dr., $840, $805, $800, '52 
Cambridge 4-dr., $490. °51 Cranbrook 
club coupe, $350. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,115*, 
$1,065*, $915. °52 Chieftain (8) 4-dr., 
$830*, '51 Silver Streak (8) 4-dr., $585*. 
‘50 Silver Streak (8) 4-dr., $295°. ‘49 
Silver Streak (8) 4-dr., $320*%, $270°*. 


STUDEBAKER—’54 Champion club coupe, 
$1,485*. °53 Champion 4-dr., $830*, ‘52 
Champion 4-dr., $430*. '51 Commander 
coupe, $375*; 4-dr., $370*, $325°; Cham- 
pion 4-dr., $270*. 

WILLYS—’53 Aero Falcan 2-dr., $495°*. 


DENVER 


(Denver Auto Auction. Sales every Fri- 
day and Sunday. Prices are for sales of 
March 25-27.) 

(Sold 219 cars out of 490 offerings.) 
BUICK—’55 Century Riviera, $2,715*; Su- 

per Riviera, $2,915* (ps). °54 Century 

Riviera, $2,195*; RM Riviera, 2 at $2,- 

120* (ps); Super Riviera, $1,950*. ‘53 

Super Riviera, $1,465*, $1,405*, $1,375*, 

$1,345*; Special 4-dr., $1,165*. '52 Super 

Riviera, $950*; Special Riviera, $810. 
CADILLAC—’55 (62) coupe deVille, $4,- 

920° (ps); coupe, $4,500* (ps), $4,450* 

(ps); sedan, $4,420* (ps). '53 (62) 4-dr., 

$2,230*° (ps). ‘52 (62) 4-dr., $1,900°. 


CHEVROLET—’55 Bel Air (8) Sport coupe, 


(Continued on Page 40, Col. 1) 





And Wotr’s HEap is scientifically fortified. It 
cleans engines and keeps them clean . . . protects 


against rust, sludge and corrosive acids. 


Sell all ’round protection with Wo r’s HEap Oil 
. . . the motor oil specially made for all types of 
modern high compression engines. WOLF’s HEAD 


makes engines run smoother . . . keeps old cus- 


tomers coming back . . . makes new ones! 





WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania — Scientifically Fortified ct) Member, Penna. Grade Crude Oil Association 
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$2,300*, $2,210*, $2,140; sedan, $1,995*; 
Two-ten (8) Delray, $2,125*, $1,960, $1,- 
850; One-fifty (6) 2-dr., $1,590; %-ton 
pickup, $1,325, $1,255. ’54 Bel Air 2-dr., 
$1,540*; Sport coupe, $1,350°; Two-ten 
4-dr., 2 at $1,210, $1,070. '53 Bel Air 
Sport coupe, $1,175; 2-dr., $1,070. 

CHRYSLER — '53 Windsor 4-dr., $1,115*; 
club coupe, $1,025*. °52 Windsor club 
coupe, $795*. 

DeSOTO — '52 Custom 4-dr., $690*%; club 
coupe, $595; Fire Dome (8) 4-dr., $675°. 

DODGE—’55 Coronet (8) Lancer, $2,325°*. 
’54 Coronet (8) station wagon, $1,550*; 
Suburban, $1,395; sedan, $1,200*. ‘53 
Meadowbrook Suburban, $1,050; %-ton 
panel, $700. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,495* (ps), $2,490* (ps), $2,460* (ps); 
4-dr., $2,250*, $2,000; Victoria, 2 at $2,- 
200, $2,175; Custom (8) Country sedan, 
$2,275; %-ton pickup, $1,510. '54 Crest 
(8) 4-dr., $1,505, $1,420; Custom (8) 
2-dr., $1,465, $1,460. 

LINCOLN—’53 Capri 4-dr., $1,945*. 

MEROCURY—’55 Monterey Sport coupe, $2,- 
490°; 4-dr., $2,480%, $2,465*; Custom 
4-dr., $2,365*; 2-dr., $2,360*. '54 Mon- 
terey Sport coupe, $1,925*; Custom Sport 
coupe, $1,675; 2-dr., $1,575. 

NASH—’54 Ambassador 4-dr., $1,395*. '52 
Rambler sedan, $620. 

OLDSMOBILE — ’'55 (98) 4-dr., $3,700° 
(ps), $3,550° (ps), $3,160*; Holiday, 
$3,650* (ps), $3,250*; (88) Super Holli- 





Dodge 
Custom Royal 22.3 


Official 
Nobilgas 


> 





Plymouth 
Belvedere V8 19.3 








day, $3,050* (ps); 4-dr., $2,850° (ps). 
PACKARD—’55 Clipper 4-dr., $3,025* (ps). 
53 (200) 4-dr., $1,045*, °52 (200) 4-dr., 
. 


$565*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $2,000, 
2 at $1,975; Plaza (8) 4-dr., $1,875. 
PONTIAC — ’55 Star Chief (8) Catalina, 
$2,750* (ps), $2,695* (ps); Chieftain (8) 
4-dr., $2,185*, $2,180°. '54 Star Chief (8) 
4-dr., $1,695*, $1,610*. °53 Chieftain (8) 


Catalina, 2 at $1,350°%; 4-dr., $1,130°; 
2-dr., $1,050°*. 
STUDEBAKER — ‘'54 Commander Sport 


coupe, $1,485; Champion coupe, $1,295. 
WILLYS—’55 jeepster, $1,520. 
wagon, $810. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 
Friday. Prices are for sale of March 25.) 
(Market strong and active although | 
supply still inadequate for demand. Prices 
good, Sold 75 cars out of 132 offerings.) 

BUICK — '55 RM Riviera coupe, $3,050* 
(ps), $2,965* (ps). ’53 Super Riviera 
coupe, $1,795*. '52 Super Riviera coupe, 
$1,000*, °51 Super Riviera coupe, $780*. 
"50 RM sedanet, $415*. 49 Super 4-dr., 
$165*. 

CADILLAC—’ 54 (62) 4-dr., 
"51 (62) 4-dr., $1,450°. 
$585". 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
840°. '54 Two-ten 2-dr., $1,235, $1,20¢, 


$3,400* (ps). 
*49 (62) 4-dr., 


Chevrolet Be 


Ford Fairlane 6 22.8 Hudson 





Nash Ambassador Oldsmobile 


> 


Super ¢ rd 


Rambler Super 27.4 





Studebaker 
Commander Custom 27.4 


a7 





The sixth annual Mobilgas Economy Run which fin- 
ished at the foot of Pikes Peak, after covering 1323 
tortuous miles from Los Angeles in 2% days, proved 
one thing for sure: when American car manufacturers 
added horsepower, they didn’t sacrifice mileage. 
The 21 American cars, which were equipped with 
automatic transmission and certified absolutely stock 
by the American Automobile Association, averaged 
an impressive 21.5 miles per gallon, under road con- 
ditions a motorist would normally experience in a 


year’s driving. 


Each car, competing against others in its price 


’53 station | 


$1,135; 4-dr., $1,220, $1,125. '53 Two-ten 
Sport coupe, $1,065*; 4-dr., $895, $830°, 
$810; One-fifty station wagon, $950; 2- 
dr., $625. °52 SL Deluxe conv., $805; 
4-dr., $715°. 

CHRYSLER—’52 Windsor Newport, $885°*. 
*51 Imperial 4-dr., $575* (ps). "50 Wind- 
sor 4-dr., $530*. '49 Windsor 4-dr., $385*. 

DeSOTO—’ 53 Fire Dome (8) 4-dr., $1,010*. 
’52 Custom 4-dr., $535°*. 

DODGE—’53 Coronet (8) 4-dr., $960*; 
Meadowbrook 4-dr., $890*. ‘51 Coronet 
4-dr., $365°. 

FORD—’55 Custom (8) 4-dr., $1,905*. '54 
Custom (8) 2-dr., $1,215. '53 Custom (8) 
4-dr., $870*. '52 Custom (8) 4-dr., $920°*, 
$825*, $800. '51 Custom (8) 4-dr., $535°, 
$465*. '50 Custom (8) 2-dr., $420, $395; 
Deluxe (6) 2-dr., $330*. 

LINCOLN — '54 2-dr., $1,290. ‘53 Sport 
coupe, $1,200*; 4-dr., $1,105; 2-dr., $1,- 
040. 

NASH—’49 (600) 4-dr., $170. 

| OLDSMOBILE—’52 (88) Super 2-dr., $1,- 

155*. °51 (98) Holiday, $630*. "50 (88) 

| 4-dr., $530*, $340°. '49 (88) 4-dr., $320°. 

| PACKARD—’51 club coupe, $570°*. 

| PLYMOUTH — ’'54 Plaza 2-dr., $1,000; 
Savoy 4-dr., $1,140. ‘53 Cambridge Sub- 
urban, $825. 

PONTIAC — ’'55 Star Chief (8) Catalina, 
$2,520* (ps). °53 Chieftain (8) 4-dr., 
$1,215*. '51 Chieftain (8) station wagon, 
$830*; Catalina, $810°; 4-dr., $570, $540. 

STUDEBAKER—’ 53 Champion 4-dr., $740*. 
’51 Champion 4-dr., $380°*. 


FLINT 


(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of March 
30.) 

(Market exceptionally strong on clean 
automobiles. Prices off $25 to $50 on fair 
or rough autos. Sold 116 cars out of 173 
offerings.) 


| Air 6 








Wasp 22.1 


88 Packard Patrician 18.7 





BUICK—’54 Super Riviera 2-dr., $2,000°; 
4-dr., $1,940. '53 Super station wagon, 
$1,625*; Riviera 2-dr., $1,475*, $1,350*; 
Special 4-dr., $1,215, $985; 2-dr., $1,010. 
52 Super Riviera 2-dr., $880; Special 
2-dr., $855; 4-dr., $825. °51 Super Riviera 
4-dr., $600; Special 4-dr., $580*, $530. 
’50 Super Riviera 2-dr., $515; 4-dr., $150; 
station wagon, $420; Special 2-dr., $375. 
’48 Super Riviera 4-dr., $100. 


CADILLAC — '51 (62) 4-dr., $1,480*. 
(62) 4-dr., $160*. 


"47 


| CHEVROLET—’54 Bel Air 2-dr., $1,250*, 


$1,200; 4-dr., 
$1,060*, $955*; 


$1,200. '53 Bel Air 4-dr., 
2-dr., $1,175*, 2 at $950; 

Two-ten 2-dr., 2 at $900; 4-dr., $850*; 
One-fifty 2-dr., $775. °52 SL Deluxe 4- 
dr., $635*, $600*, $550*; 2-dr., $515. °50 
SL Deluxe club coupe, $420; 4-dr., $410; 
SL Special 4-dr., $350; FL Deluxe 2-dr., 
$115. '47 club coupe, $110. 

CHRYSLER—’51 Windsor 2-dr., $680°. 

DODGE — '51 1-ton express, $445; Way- 
farer 4-dr., $375. °49 Wayfarer 2-dr., 
$175. 

FORD—’55 Fairlane (8) Victoria, $2,215*, 
$2,160*. '54 Custom (8) club coupe, $1,- 
245; Custom (6) 2-dr., $1,060*%; Main 
(6) 2-dr., $1,015. °53 Crest (8) Victoria, 
$1,145, $1,140*, $1,100*; Custom (8) 2- 
dr., $955*; Custom (6) 4-dr., $850*, 
$700*. '52 Custom (6) 4-dr., $700*; Main 
(6) 2-dr., $440. 


| HUDSON—’52 Wasp 2-dr., $425. '50 4-dr., 


$125. 

MERCURY—’53 Monterey 2-dr., $1,425°, 
$540. '51 Monterey 2-dr., $545; club 
coupe, $540*; 4-dr., $450*°. °50 4-dr., 


$450*, $340°, $250. '49 club coupe, $220*, 
$140. 

OLDSMOBILE—’55 (88) club coupe, $2,- 
640°. '51 (88) 4-dr., $775°. '50 (98) 4- 
dr., $315. '47 (78) club sedan, $120. 

PACKARD—’52 (200) 4-dr., $690. 

PLYMOUTH — '51 Cambridge Suburban, 
$520; Cranbrook club coupe, $425; 2-dr., 








De Soto Firedome 17.8 





Monterey 21.5 


Mercury 


Results of the 
Economy Run 


eR 





Pontiac Chieftain 21.6 





OFFICIAL WINNERS 


Studebaker Commander Custom 27.4 m.p.g. 
Based on highest ton-miles per gallon. 


Ciass A Rambler Super 6 27.4 m.p.g. 

Class B Studebaker Commander Custom 27.4 m.p.g. 
Ciass GC Nash Ambassador Super 6 25.1 m.p.g. 
Class D Buick Roadmaster 19.7 m.p.g. 


Cars pictured represent best mileage of each make. 


class, was in top condition— properly fueled with 
Mobilgas and lubricated with Mobiloil. 


Again, the Mobilgas Economy Run proved the 
mileage performance possible when good cars, good 
drivers, and good petroleum products work together. 
A regular stop at the Flying Red Horse sign of Mobil- 
gas will help you obtain “par” mileage on any course 
you run. 


SOC OmY Vacuum 





SOCONY-VACUUM 
OIL. COMPANY, INC. 
and Affiliates: 
Magnolia Petroleum Company, 
General Petroleum Corporation 





$350; 4-dr., $320, $240. 

PONTIAC—’54 Star Chief (8) conv., $i,- 
775*; Chieftain (8) 4-dr., $1,700*. 53 
Chieftain (8) 4-dr., $1,075*%, $1,070"; 
2-dr., $955. 52 Chieftain (8) 4-dr., $775; 
2-dr., $685. '51 Silver Streak (8) 4-cr., 
$620, $575. '50 Silver Streak (8) 4-<(r., 
$385*. °49 Silver Streak (8) 4-dr., $335°. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 29.) 
(Market very solid. Cars of all mode's 
were unusually clean and bidding was 
very active all day. Sold 118 cars out of 
141 offerings for a percentage of 83.7.) 
BUICK—’55 Special Riviera, $2,605*. °54 
RM 4-dr., $2,300* (ps); Special 4-dr., 
$1,880*. '53 Super Riviera, $1,450*°, $1,- 
400*, $1,390*, 2 at $1,375*, $1,370*; RM 
Riviera, $1,265* (ps); Special 4-dr., $1,- 
125. ’52 Super Riviera, $1,055*; Spevcia! 
4-dr., $965. '51 RM Riviera, $765*; Super 
Riviera, $750*, $670, $575*; Special 4-cr., 


$640; 2-dr., $505*. '50 Super Riviera, 
$650*; Special 2-dr., $380*%, $340. ‘49 
Super 4-dr., $190. 
CADILLAC—’50 (62) 4-dr., $1,100*. ‘49 
pad Special 4-dr., $825*%; (61) 2-cir., 
605. 


CHEVROLET—’55 Bel Air (8) 2-dr., $2,- 
050°; 4-dr., $1,935. ’54 Bel Air 2-cr., 
$1,375, $1,275; Two-ten 4-dr., $1,240*. 
"53 Bel Air Sport coupe, $1,040, $925; 
Two-ten 2-dr., $935; 4-dr., $915, $895, 
$885; One-fifty 2-dr., $805, $785. ’52 SL 
Deluxe 2-dr., $705, $625*; 4-dr., $685*, 
$550. °51 SL Deluxe 4-dr., $565*; club 
coupe, $395; FL Deluxe 2-dr., $560*. 50 
SL Deluxe 2-dr., $455, $395, $235*; 4-dr., 
$435. ’°48 SM 4-dr., $135. 

CHRYSLER—’50 Windsor 4-dr., $290. ‘49 
Windsor 4-dr., $340*. ’48 NY 2-dr., $170. 

DeSOTO—’52 Fire Dome (8) 4-dr., $825°*. 
’48 4-dr., $130. 

DODGE—’53 Coronet (6) 4-dr., $840. '52 
as 4-dr., $455. °51 Coronet 4-dr., 


FORD—’54 Custom (8) 2-dr., $1,295, $1,- 
250, $1,225. '53 Crest (8) Victoria, $1,- 
225, $1,140; 4-dr., $1,100*; Custom (6) 
4-dr., $865; Main (6) 2-dr., $800. °52 
Crest (8) Country Squire, $1,115*; 4-dr., 
$750*. °51 Custom (8) Victoria, $660; 
2-dr., $525*, $485. °50 Deluxe (8) 2-dr., 
$400. °49 Custom (8) 2-dr., $245, $120. 

LINCOLN—’54 Capri 4-dr., $2,530*. 

MERCURY—’54 Custom 2-dr., $1,530*. 53 
Monterey 2-dr., $1,410*; 4-dr., $1,205; 
Custom 2-dr., $1,195*, $1,000. ’52 4-dr., 
$940, $925; 2-dr., $915. ’51 4-dr., $525. 

NASH—’52 Rambler Hard Top, $540. 

OLDSMOBILE—’55 (98) Holiday, $2,770* 
(ps); (88) 2-dr., $2,490* (ps); club 
coupe, $2,300*. '54 (98) 4-dr., $2,340* 
(ps); (88) 2-dr., $1,720*, ’51 (88) 4-dr., 
$650*. ’49 (88) 2-dr., $300*; (98) 4-dr., 
$270. °48 (78) 4-dr., $145*. 

PACKARD—’52 (200) 2-dr., $640. 

PLYMOUTH—’54 Savoy 2-dr., $1,210, ’53 
Cranbrook Savoy, $1,000; 4-dr., $715. 
$680. ’50 Special Deluxe 4-dr., $365. 

PONTIAC—’54 Chieftain (8) 4-dr., 2 at 
$1,550*. '53 Chieftain (8) 4-dr., $1,200*. 
’52 Chieftain (8) conv., $460. '50 Silver 
Streak (6) 2-dr., $350*. '49 Silver Streak 
(8) 4-dr., $255, $145. 

MISCELLANEOUS — ’52 Henry J 2-dr. 


$340. 
FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of March 31.) 

(Consignment down although bidding 
active on those consigned, Sold 36 cars 
out of 60 offerings.) 

BUICK—’55 Super 4-dr., $3,000* (ps). °53 
_—— Riviera 4-dr., $1,315*. ’51 Super 

Viera 4-dr., $600*. '50 Speci -dr. 
$325". pecial 4-dr., 

CHEVROLET—’54 One-fifty 2-dr., $1,025. 
"52 SL Deluxe 4-dr., $605*. ’51 %-ton 
pickup, $650. 50 SL Deluxe 2-dr., $400: 
FL Deluxe 2-dr., $325. 

CHRYSLER—’53 Windsor 4-dr., $1,145. 

DODGE—’53 Meadowbrook Suburban, §$1,- 
100; 4-dr., $870. 

FORD — ’55 Custom (8) Country sedan, 
$2,450, $2,375; 4-dr., $1,950*, $1,825; 
Fairlane (8) Victoria, $2,210*. °53 Cus- 
tom (8) 2-dr., $940*. ’51 Custom (8) 
4-dr., $575*, $505. ’'50 Custom (8) 4-dr., 
dl ’49 Custom (8) 4-dr., $385; 2-dr.. 

10. 

KAISER—’51 4-dr., $305. 

MERCURY—’55 Montclair sedan, $2,900°. 
$2,850. ’52 2-dr., $890°. 

PLYMOUTH — ’53 Cambridge 2-dr., $670. 
’50 Special Deluxe 4-dr., $325; Deluxe 
4-dr., $275. 

PONTIAC—’52 Chieftain (8) 4-dr., $700" 

* - 2 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (March 31). The market is steady 
on clean autos. We sold a good percentage 
of the 105 cars consigned this week. 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (March 31). Approximately 250 cars 
at the sale this week, and over 82 percent 
of them were sold. 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (March 30). Spring is here! 
Loads of activity — Prices: were right 
Dealers were selling. 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (March 30). Heavy sale today with 
97 entries sold out of 138. Market stead) 
on clean stuff; off slightly on iron. 


PHILADELPHIA 

| H. B. Robinson Auto Auction. Sales every 
Tuesday and Thursday (March 24-29). 
Prices still firm and action good. Sold 230 
cars out of 293. 


DENVER 

Colorado Auto Auction. Sale every Sun- 
day and Monday (March 27-28). Due to 
bad weather in the midwest, volume was 
down. Older cars sold well; current models 


| slow. 

MONTPELIER, O. 
| Montpelier Auto Auction Co, Sale every 
| Monday (March 28), Bidding mostly loca! 
as we were digging out of a big snow 
| storm, Sold 25 cars. 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed 
nesday (March 30). A good, average sale 
today with 66 sold out of 92. 





| DETROIT 
| State Fair Auto Auction. Sale every 
Monday (March 28), Cars were a little 


|rougher today. Selling held pretty stead 
though. Sold 86 out of 114. 
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First Half ‘Boomlet’ Seen 


Pickup in New Orders and Production 
Continues Through March 


NEW YORK.—A business “boom- 


let” for the first half of 1955 is 
forecast by the business survey 
committee of the National Assn. of 
Purchasing Agents in its current 
monthly report. 

The committee based its predic- 
tion on the better-than-seasonal 
pickups in new orders and pro- 
duction again during March. 

Fifty-three percent of those par- 
ticipating in the survey reported 
placing increased orders during 
March, while 6 percent said their 
ordering had declined, says the re- 
port. 

Fifty percent indicated their 
companies had increased produc- 
tion, compared to 5 percent who 
said they reduced their ouput. In 
all, the survey says, this adds up 
to the most favorable position since 
1950. 

To make the picture look even 
better, the report says, capital ex- 
penditures in 1955 will be increased 
by 9 percent more companies; there 
is evidence of a leveling off in 
commodity prices; a willingness by 


3 New Colors, 
6 Two-Tones 


Added by Ford 


DEARBORN.—Coral mist, moun- 
tain green and regatta blue are 
three new colors that have been 
added to Ford’s 1955 line for spring 
marketing, according to L. W. 
Smead, Ford division genera] sales 
manager. 

Mountain green and regatta blue 
have replaced sea sprite green and 
aquatone blue in the Ford selec- 
tion. 

Six two-tone combinations have 
been added. They are snowshoe 
white top with regatta blue or 
mountain green body, waterfall blue 
top with regatta blue body, nep- 
tune green top with mountain green 
body and raven black top with 
coral mist body. 

Coral mist is available as a solid 
color on the Sunliner. In two-tone 
combinations it adorns Fairlane 
Victoria models, as well. 

Entering the spring selling sea- 
son, Ford is offering 14 solid body 
paints and 37 two-tone combina- 
tions. The new colors became avail- 
able at Ford dealerships in most 
parts of the country Apr. 1. 














The N.A.D.A. Official Used Car 
Guide is based on fact —not on 
Opinion . . . auto dealers all 
over the country report actual 


sales transactions to provide you 
with reliable price information. 


Complete . Localized - Current 


* Lists average loan, “as is”, 
and retail values for all 
models, 

* Accurate — concise — easy 
to read. 


* Published every 30 days in 
six regional editions 


Subscribe for all your $7 PER YEAR 
ey employees, only (quantity prices 
on request) 
NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE Co. 





teem meters) 


N.W. Washington 6, D.C 








purchasing executives to add to in- 
ventories; and an improvement in 
employment. 

The ratio is two-to-one of com- 
panies reporting that their 1955 
programs will exceed those of 
1954, compared with those who 
expect it to be less, the report 
adds. 

Of the total reporting in March, 





Auto Dealer Bankruptcies 


Double in Canada in ’54 


OTTAWA.—The Canadian gov- 
ernment has reported that auto 
dealer bankruptcies doubled in 
1954. There were 60 last year, 
compared to 30 during 1953. 

Quebec registered 34 as com- 
pared to 18 in 1953; Ontario, 17 
against six, and British Columbia, 
two against none in 1953. The 
maritime provinces reported one 
and the prairie provinces six. 












DESOTO 





36 percent said prices are higher | % 


and 59 percent said they are gen- 
erally the same. 

In February, 51 percent said 
prices were higher and 48 percent 
reported that they were the same. 
However, on most items, except 
special products such as copper and 
some steel items, competition con- 
tinues keen, the report notes. 

Not since 1950 have so many 
reported higher inventories and so 
few lower quantities on hand, as is 
the case in March. 

Reasons advanced include 
bright business prospects, a desire 
to have protective stocks to 
guard against impending labor 
difficulties, and an increased in- 
clination to have on hand mate- 
rials that might become scarce if 
tk. world situation became worse, 
the report says. 

Thirty-two percent of those 
polled report employment is better. 
This compares with 23 percent in 
February and represents the sharp- 
est rise since the Korean War 
started. Again though, as reported 
in the preceding month, the in- 
crease in employment is gradual 
rather than of portions, according 


| to the survey. 


SHARP 
CURV 





CHRYSLER 





Texas Dealer Patents One-Car Convoy— 


A U.S. patent has been granted C. S. Bazzell, Longview, Tex. Lincoln-Mercury 
dealer, on his one-car convoy. The convoy is primarily designed for bringing in 
wrecked cars with automatic transmissions, but can be used for any wreck. “Automatic 
transmissions of present day cars can be completely ruined by dragging the vehicle," 
Bazzell said. The convoy has a titling body with extendible ramps and a means for 
pulling a vehicle up the ramps. With the ramps retracted, the convoy can be used 
like a regular truck. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





DODGE LINCOLN 








Buiok 










Pontiac 


a OLDSMOBILE | PLYMOUTH 


Auto sales took a sharp curve up in Dallas last November when one 


of the heaviest saturation schedules ever used for new car advertising 


was placed on station WFAA. 


it’s surprising how regularly sales take that sharp curve up when 


products are advertised on station WFAA. 


If you’d like an up-curve in your sales, call the Petry man today. 


A Clear Channel Service of the Dallas Morning News 


WEA 


Alex Keese, Manager 
Geo. Utley, Commercial Manager 
Edward Petry & Co., Inc., Representative 
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Rail Strike Brings 
Hike in Kentucky 
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urrent Prices on New Cars 











en; 2 ee 860 — 4-dr. %d., 


$2,163.62; 2-dr. sed., $2,105.45; 2-dr. 
wag., $2,434; 4-dr. stat. wag., §2,518. 
870—4-dr. sed., $2,267. 51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99: 4-ar. 
stat. wag., $2,603 Star Chief Deluxe 
4-dr. sed., 32, 362; conv., $2,691. Star Chiet 


Biat. 


® e The following advertised - delivered | Hornet V-8—4-d~. sed., $3,015; 2-dr. hard- | (Hydra-Matic optional on sixes at $178.85, 
Axle-Load Limits prices include the retail list price sug- | top, $3,145. (Hydra-Matic optional on sixes | Ultramatic on V-8s at $199; automatic Custom—4-dr. sed., $2,455; Catalina, $2,- 
gested by the factory, provisions for | 2t $178.85, Ultramatic on V-8s at $199.) transmission not available on Nash-Healey, |499; Safari 2-dr. stat. wag., $2,962. (Hy- 
FRANKFORT, Ky. — Because of | Federal taxes, and suggested delivery IMPERIAL—Custom—4-dr. sed., $4,483.- | which is equipped with overdrive.) dra-Matie optional at $178.35.) 
a strike by the non-operating un-| 8nd handling charges. They do not cover | 25; hardtop cpe., $4,719.75. Crown—8-pass.| ULUSMOBILE — Series 88 —4-dr. sed.,| HRAMBLER—Deluse—4-dr. sed., $1,695; 
ao a e A the Louiseill & Fash transportation costs, state and local sed., $6,972.50; lim., $7,094.75. (Power- ee edt Ca teen the eee — pe. a =| a — Yow $1,- 
gain e e “| taxes, optional equipment or any other ite standard.) cpe. - top, $2,546. Super -ar. a t. wag., 
le Railroad, Gov. Lawrence Weth-| charges that may be passed on to the anhattan—4- 88—4-dr. sed., $2,502.71; 2-dr. $2,- | $1,869. Custom—4-dr. sed., $1,989; hard. 
ville Raliroad, . | cena boven Pa dr, sed., $2,670. | 436.25; hardtop cpe., $2,714.39; 4-dr. hard-| top, $1,995; 4-dr. stat. wag., $2,098. (‘y- 
erby has proclaimed a transporta ” 61 nv., $3,668. (Hydra-Matic 7 2,893. 59. Series 98—4- | a cnal 178.85. 2 
tion emergency in Kentucky and|. BUICK—Special —4-dr. sed., $2,291.32; | optional at $178.20 on Manhattan; not | ‘OP, $2, a 832.82: $3.88 3,068.75; ok custom 4 
ope 4 y 2-dr. sed., $2,232.88; hardtop epe., §2,-|available on Darrin 161, which carries | OF. S¢d., $2,832.82; hardtop cpe., $3,068.75;| Champion ia 
authorized a higher gross weight “ar ; . | overdrive as standard equipm 4-dr. hardtop, $3,140; conv., $3,275.84.|dr. sed., $1,783.24; 2-dr. sed., $1,741.02, ~ 
& 8 332.43; 4-dr. hardtop, $2,409: conv., $2, Cunipaneee.) (Hydra-Matie optional at $178.35.) Champion Deluxe—4-dr. sed., $1,885.16; 2. $ 
for trucks. TOO ee. ete hota atte | np LINCOLN — Custom—4-dr. sed., $3,563;| PACKARD—Clipper Deluxe—4-dr. sed.,| dr. sed., $1,840.55; 5-pass. cpe., $1, 874 50; % 
Until the strike ends, the Ken- | 4", #.. $2,548.17; bardtop cpe., $3,- | hardtop he» $3,668. Capri Special Custom | $2,585.53. Clipper Super—t-dr. sed., §2,- | stat. Wag., $2,140.64 Champion Regal 
’ 600.56; 4-dr. hardtop, $2,733; conv., $2,- | —4-adr, $3,752; hardtop cpe., $3,910; | 685.53; 2-dr. hardtop, $2,775.53. Clpper|— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
tucky weight limit will be caean in- pony ey ae ones esas conv., $4,071.50. (Turbo-Drive standard. ) Custom—4-dr. sed., $2,925.53; 2-dr. hard- | 974.50; hardtop cpe., $2,123.76; stat. wag, __ 
F ver o7 * aes 9 ’ +00, _ — 4-dr. by .- — 4 - - 2 
the axie load limite remain at 18005 | Sow, pease, Resamaater tar ned [raiser Sear, sole SESIT-S0"" aOR’ ope |Sab.ad Tae nctatp™ putsoaa Cine |STolaSs: Sarees, GEIS" Cotinatdes | 
. 2.000 * ; Pp cpe., ySOS.U0 5 ;’ | $2,341; stat. wag., $2,685.50. Monterey —|matie standard on Packard series, $199 | Delux -dr. sed., $2,013.63; 2-dr. sed, « 
pounds for single axles and 32, $3,551.56. (Dynafiow ee on ae 4-dr. sed., $2,400; hardtop cpe., $2,464.50; | extra on other models.) $1,969.03; 5-pass. cpe., $1,989; stat. wag., 
for tandems. anne optional at $192. on other am wag. $5,068.00. “ae ie : aan sae. PLYMOUTH—Piaza oot. eed., $.- $2,274.12. Commander Regal — 4-dr. sed, 
; ,685; hardtop cpe., ; Sun Valley | 780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- | $2,127.25; 5-pass. cpe., $2,094; hardto) 2 
The Tennessee Motor Transport! oapm.ac—series 62—4-dr. sed., $3,-| glasstop, $2,711.50; conv., $2,712. (Mere-| 638.50: 2-dr. 2-seat ‘stat. wag. $2,076.50; |cpe., $2,282.24; stat. wag. $2,445.07, 
Assn. pointed out that motor car-/| 976.70; cl. cpe., $3,881.77; hardtop cpe., | O-Matic optional $189.45.) 4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 | P ent Deluxe —4-dr. sed., $2,310.50. ; 
riers domiciled in Tennessee must | $4,305.01; conv., $4,448.31. Series 60 Spe-| METROPOLITAN — Hardtop, $1,445; |—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2-| President State—4-dr. sed., $2,380.50: 5 
observe in Kentucky a 55,980-pound | *!#!—4-dr. sed. $4,728.32, Sertes 75—8-| conv., $1,469 (both prices at coastal ports|dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat| pass. cpe., $2,269.50; hardtop cpe., $2. 
’ pass. sed., $6,186.78; lim., $6.402.17. El-| of entry.) stat. wag., $2,261.75. Savoy 6—4-dr. sed., | 455.50; Speedster hardtop cpe. with over- 
gross maximum weight in compli- | dorado — Conv., $6,285.96. (Hydra-Matic| NASH—Statesman Super 6—4-dr. sed., | $1,879.50; 2-dr. sed., $1,836.50. Savoy V-8| drive, $3,371.04; Speedster hardtop cpe. 
ance with a reciprocity agreement standard.) $2,215. Statesman Custom 6—4-dr. sed.,| —4-dr. sed., $1,983; 2-dr. sed., $1,940.| with Automatic Drive, $3,479.29. (Aute 
CHEVROLET — (Prices are for 6 - cyl. | $2.385; 2-dr. hardtop, $2,495. Ambassador | Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. | matic Drive optional at $216 on Champion, 


between the two states. 

Most motor carriers were experi- 
encing a slight increase in service 
demands as a result of the strike. 
A few firms found themselves 
strained beyond normal capacity. 

The Louisville and Nashville has 
stopped all passenger traffic and 
about half its freight volume. This 
situation is expected to get worse 
if enginemen and other operating 


models; .or V-3, add $99)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1, ‘593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr sed., $1,775; 
cl. cpe., $1,835; ae. stat. wag., $2, 079; 4- 
dr. stat. wag., $2,127. Bel Air—4-dr. sed., 
$1,932; 2-dr. sed., $1, 888; hardtop cpe., 
$2.067; eonv.,$2,206; 4-dr. stat. wag., $2,- 
262; Nomad 2-dr. stat. wag., $2,472. Cor- 
vette—6-cyl. conv., $2,799; V-8 conv., $2,- 
934. (Powerglide optional at $178.35.) 


OHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 


personnel follow through with their | g3 999.25: 4-ar.stat. was. $3,332.25. New 
threat to join the walkout. Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 






4 Pontiac Units 
Hit the Road for 






hardtop cpe., $3,689.75; conv., $3,924.25; 
"300—Hardtop 


DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 


Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 


sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,082; 2-dr. sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425.25. (PowerFlite 
optioral at $17° 30.) 


and at $226.50 on Commander and Presi- 
Gent. ) 
2-dr. sed., $1,663.11; 


795. Station $1,- 
997.32. (Hydra-Matic optional at $178.55.) 





New Commercial Car Registrations, 
37% States for February, 1955-1954. 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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9 653.75; conv., $2,- 
55 Dealer Shows man hardtop ee” ore $3.:170.25." Fire-| 21 States Previously "55 4 tao) gz) | i) 207 15011 
Flite —- 4-dr. sed., $2,726.75; Sportsman| Reported for February 54 1] Sr 1091 i418 = ts 14709 
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ager, said each unit is transported | 4-ar. 3-seat stat. wag., $2,565 + Conese VS Connecticut = : 7 s| 3 "3s $a 5 2 7 ; 3 = ‘| = 
i“ - i -196; hardtop y X 
on a tractor and 32-foot van-type | —t°d"., Seay Sit wag., $4,458; "4-ér. 2- | Florida °55 | 8 5) 161| 628) 180) 173) 30 Hl | a f 6) 17 
highway trailer. seat state. wag. $2,566; 4-dr. 3-seat stat. ‘54 564 4| 143] 624)_—178]_— 140] 26] 26] 25] ~—sS0}_—S 92] —13|— 885 
Each carries a Pontiac show car, | wag., $2,668.25. Royal V-8—4-dr. sed.. | [5y5 "55 | 300 s| 109} 469 aI 269 7 3 18 " 18 1} 1268 
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“With - ae . fo a Stuart (owes optional at $178.90.) 4 | 338 | 78 225| 54) 53 5| A 4| ‘| 5 Hi 782 | 
“we can cover most of the major a ee $99.98 os » ie =, ——— ‘| 4 ie 3 " a ba % 10 12, 3 3 28 3] ue j 
dealer shows although several may | sed., $1,753.24; 2-dr. i $1,707.02; = ; : 2 
beheld af one time” ste et, “Stain a see | MOO i ee es 
e ne e. See — eee “* ' j 
He said the company expected to | $1-844-66; 2-dr. sed., $1,800.55. Nebraska "55 155) 23) 63| 337) ~~ B| «dS i 1010] 21| 40) op 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; ‘BA 297 8] 53, ~—330)_—S a} 21 5 HH 10] 27 5] 955 
reach an audience of 2,500,000 per-| victoria hardtop, $2,094.76; Crown Victoria 
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mond Rubber Co. of Tennessee, @/ 391.59, Thunderbird — Hardtop $2,944; : ; ‘ai a = 
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Co., Richmond, Va., has moved to | $3,234.30. (Fordomatie optional at $178.20 Wisconsin 55 | 338 z a) 337 195) 3 i | is 9 7 Te 
325 E. Main St., according to R. J.|on conventional models, $215 on Thunder- "54 401 2 383 92 6 15 13 15 12; «1218 
Herchenroder, general manager. bird.) bi 37 States Reported "55 13) 9256)  155| 2541) 11214) 2239) 4142) 375 70| 434 “us 1236|  232| 32373 
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program which will include instal- 


4-dr. sed., $2,565. Custom Hornet 6—4-dr. 








‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


lation of an electric tire-recapping 
plant. 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


sed., $2,760; 2-dr. hardtop, $2,880. Super 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


Hornet V-8 — 4-dr. sed., $2,825. Custom 
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@ Most business men sense the fact that while the total farm population has declined, the 
real farm market is very big and getting bigger. But, too many have not had a clear under- 
‘ standing of how, why and what it means to them. Maybe this will help. 
Comparing the actual records of 25 specific farms enrolled in the Farm Bureaus Farm 
Management Service continuously since 1925—choosing for this comparison the 3 years 
Automotive* advertisers have nearly doubled their investments in rit ig 1927 and the 3 years 1950 through 1952—gives a very clear picture of what 
as been happening. 
4 FARM JOURNAL during the last ten years—over 2-million dollars PP S 
; in 1954—35% more than in any other farm publication! HERE ARE THE HIGHLIGHTS OF THIS STUDY*— 
9 : 
4 Nothing can match FARM JOURNAL for impact, for coverage and THE Farms HAve BECOME BIGGER—the average number of acres per farm has risen from 
7 235 to 264 acres. 
5 for economy among farm families. It is America’s largest, most toe > 
U a asa ; ; ; us It TAKES FEWER MEN To FARM THESE BIGGER FARMS—thanks to mechanization, labor is 
1 uccessful farm magazine, first with farm families by hundreds of down from 2.07 to 1.77 men per farm. per farm. a ee 
; thousands-first with advertisers by millions of dollars! Goop FarminG Is Bic Bustness—the capital invested per farm has increased by $52,296. 
‘ *Source: P.I.B. Section T-100 The total capital investment per farm is now $113,657. 
7 THE TOTAL ANNUAL CASH RECEIPTS ROSE SHARPLY—from $6,076 per farm to $17,534 per farm. 
b : 
4 THE FARM FAMILY EARNINGS Rose From $4,095 Per YEAR To $9,584 PER YEAR—not just 
; because the farms were bigger and the prices higher. Modern methods and know-how have 
5 - greatly increased the production per acre. Using the same prices for both three year periods, 
: A ey ei aJ oO uU ee od A iL the value of crops produced per acre rose 26% and the value of livestock produced per 
i acre rose 40%! 
2 THE MA 
; GAZINE FARM FAMILIES DEPEND ON The story is much the same wherever you go. There are now more than two and one half million farm 
; Published by Farm Journal, Inc., Philadelphia 5, Pa. families enjoying a better than average standard of living. The real farm market—for luxuries, con- 
veniences and services—is big and growing bigger! 
; ' Graham Patterson, Publisher Richard J. Babcock, President *The whole story is told in detail in an article by M.L. Mosher in the May, 1954, issue of 
. Illinois Farm Economics which is published by the University of Illinois, College of Agricul- 


ture, in cooperation with the United States Department of Agriculture. 
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Automobile Dealers, New and Used, ATTENTION, PLEASE! 


Added Business--Ahoy! 


You don’t need a telescope, periscope or horoscope 
to foresee this fact: Boating has become a Billion- 
Dollar Business. And you can rightfully have @ 
slice of it—for the asking! 

Twenty years ago yachting was for the fellow with 
the fat checkbook. Today . . . boating with sleep- 
ing, cooking and private sanitary facilities is for 
Mr. Average Man. For as little as $1,390 he can 
Join the ranks of Modern Mariners. 

And he, incidentally, is the very same man who 
comes Into your showroom or lot to look at cars! 
Let’s talk some more about Modern Boating—and 
you. Today’s small power boats, sleeping 2 to 4. 
are mobile. Hitch them to an auto. . . put them 


on a trailer and display them on your premises 
(what a traffic stopper!!) . . . one man can launch 
or recover such a boat with modern equipment. And 
what's more—a water location is net necessary to 
sell boats in volume. Some of our best dealers have 
“‘dry land’’ locations. 


With minimum capital investment, minimum time 
investment, reasonable promotion efforts, and the 
very same facilities you already possess . . . you 
can become a boat dealer. All it takes is your serti- 
ous inquiry—and a nationally-famous quality line 
of boats. Owens is that line! Models included are 
18’, 21’ (and larger) cruisers listing from $1,390. 
Direct Dealer Franchises are available in some 
markets. Your inquiry will receive instant atten- 
tion. Write today! 


OWENS YACHT CO. + 800 STANSBURY ROAD «+ BALTIMORE 22, MD. 
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and follow specific coercive and 
oppressive practices in acquiring 
and maintaining control over the 
retail market and the price of gas- 
oline. 

2. That operators — particularly 
those who attempt to cut prices 
allowed by the 
major companies—are disciplined 
through forced price wars and can- 
cellation of short-term leases or 
supply contracts. 

8. That the major firms recover 
the greatest part of the overall 
profit in the price paid by the 
consumer by keeping the margin 
on wholesale gasoline exception- 
ally high and the retail profit 
margin exceptionally low. 

4. That major companies force 
out of business any retailer who 
becomes successful enough to con- 
stitute a threat to the market poli- 
cies of the major firms. 


5. That major firms force their 
retail outlets to bear the cost of 
disciplining other retailers and of 
moving distressed gasoline by the 
following procedure: If the major 
firm wishes either to discipline an 
operator or to sell an oversupply 
of gasoline in a given area, it dis- 
counts the wholesale price to a 
dealer, providing that the dealer 
will cut his retail price by the same 
amount. Such price cutting by the 
favored dealer forces all other 
dealers in the vicinity to make the 
same cuts, although they receive 
no wholesale discount and their 
margin of profit usually is wiped 
out. 

6. That the major firms force 
exclusive dealings not only in oil 
and gas but in TBA items. 


7. That the major firms retain 
control over the small operator 
through the issuance of contracts 
which have terms of six months 
to one year. 

It was revealed that as the result 
of the “ruination powers” of the 
major oil companies, banks and 
lending institutions will not finance 
construction of new gasoline sta- 
tions for independent operators 
unless they agree to lease the facil- 
ity to one of the major companies. 

The new station lease usually 
provides that the oil company pay 
the builder and eventual operator 
a higher rental per month than the 
operator pays the company under 
the terms of the lease between the 
company and the operators. This 
phase of lease operations has the 
congressional probers baffled. 

There were no immediate sug- 
gestions as to methods to combat 
this practice on the part of the oil 
companies. 


There was no suggestion which 
would halt the construction of new 
gas stations, which the witnesses 
charged were being built by the 
companies in an effort to keep 


Advertising Group 
To Quiz Jobbers 


NEW CASTLE, Ind.—A survey 
of jobber advertising practices will 
be conducted by Automotive Adver- 
tisers Council, according to George 
Einhart, advertising manager, Rad- 
iator Specialty Co., Charlotte, N. C., 
chairman of the council’s advertis- 
ing committee. 

Most of the survey questions will 
center around the types of adver- 
tising media preferred, amount of 
money spent for sales promotion 
and an analysis of the kinds of ad- 
vertising material liked best by the 
jobber’s customers. 

Survey results will be given coun- 
cil members and other interested 
persons at the council’s meeting, 
May 23-26, at Hot Springs, Va. 


Marbon Seeks Site 


CHICAGO. — The Marbon chem- 
ical division of Borg-Warner Corp. 
plans to acquire an option on a 
300-acre plant site at Washington, 
W. Va., Robert Shattuck, presi- 
dent and general manager of the 
division, has announced. 





down the retailer’s margin of profit. 


A committee source indicated, 
however, that some degree of relief 
to the small businessman might be 
affected through enactment of anti- 
price legislation. 

The committee heard 16 wit- 
nesses in a three-day session in 
Washington. Aside from Roose- 
velt, committee members are Rep. 
Tom Steed, Oklahoma Democrat, 
and Rep. Timothy P. Sheehan, 
Illinois Republican. 


A hearing was scheduled for last | 


Friday in Los Angeles, and addi- 
tional hearings will be held in 
Washington, Apr. 20, and possibly 
elsewhere. 

The oil companies will present 
their side of the story when the 
operators have concluded their case 
—probably in May. 


i wares 
| OunkeT “} 
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Fork Truck Conversions— 


A kit that converts gas-powered Clark 
fork trucks to liquefied petroleum ges is 
being marketed by Clark Equipment Co., 
Buchanan, Battle Creek, Benton Harbor and 
Jackson, Mich. The kits include the same 
components used in LPG _ production 
| models built at Clark's factory. The dio- 
| gram above shows the kit's parts. Con- 
versions can now be made on the stand- 
|ard Clipper, Carloader, Yardlift 40 and 
| Utilitrue models, with others to be avail- 
able soon. 





Record-Setting March Sales f 
Reported by Factories 


(Continued from Page 4) 


first quarter of 1955, compared to 
the same period of 1954, J. C. Dela- 
plain, general manager of Willys- 
Overland Export Corp., announced 
last week. 

Delaplain said 10,034 vehicles 
were shipped during the first 
quarter, breaking the record 
mark set during the same period 
last year. 

The new record, he said, was es- 
tablished despite the increasing dif- 
ficulties of dollar exchange and the 
upsurge of competition from for- 


eign manufacturers. 
* * * 


NASH 
Nash new-car sales in March to- 
taled 9,129 units, a gain of 17.8 per- 
cent over the same month of last 
year, Roy Abernethy, sales vice- 
president, said last week. Sales of 
Nash Ramblers in March, he said, 
were the highest since mid-1953. 
x * * 


OLDSMOBILE 

Retail deliveries by Oldsmobile 
dealers soared to an alltime month- 
ly record of 55,821 new cars during 
March, climaxed by a record- 
smashing final 10-day sales total of 
21,346, according to J. F. Wolfram, 
gen#ral manager. 


The first-quarter total of 146-, 


Canadian Report 
Presages Law to 


Help Railroads 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — The Royal Commis- 
sion on Agreed Charges has issued 
a@ report that may eventually give 
Canadian railroads much greater 
freedom to make “cheaper - than - 
usual” contracts with shippers who 
guarantee most of their business to 
the railroads. The report was con- 
sidered a serious blow at Canada’s 
trucking industry. 

Justice W. F. A. Turgeon, who 
acted as the one-man commission, 
recommended that laws be enacted 
whereby the railroads would be able 
to make contracts with any shipper 
witheut getting approval of the 
Board of Transport Commissioners, 
as is now the case. 

Declaring that the truckers would 
not suffer vital damage, Turgeon 
ruled, “I think the most striking 
development to be noted in the last 
few years is the growth in the size, 
efficiency and prosperity of the 
trucking industry and .. . the great 
deterioration to be seen in the fi- 
nancial position of the railways. 
This railway situation is opposed to 
the national interest.” 

The report held that the truck- 
ing industry is now one of the na- 
tion’s greatest industries and is 
more prosperous than the railroads, 
which merely want to do what the 
truckers have been doing—approach 
shippers freely with proposals to 
get their business. 


| 806 units also set a record, he 
| said, and wag 157 percent of the 
previous mark established in the 
| first quarter of 1950. 

The previous monthly record was 
47,109 in February, 1955, and the 
previous 10-day mark was 17,427 in 
the first 10 days of March. 


* * * 


PONTIAC 

Pontiac sales totaled a record 
54,146 new cars in March, according 
to R. M. Critchfield, general man- 
ager. 

Critchfield said that March 
sales were 30 percent over Feb- 





ruary and topped Pontiac’s pre- 
vious record of August, 1950, by 
20 percent. 


Used-car-sales by Pontiac dealers 
also reached a new high during 
March, he said. Dealers, he said, 
reported 75,677 used-car sales, more 
than 19,000 units above March, 1954. 

* + = 


GENERAL MOTORS 


Retail sales of new General Mo- 
tors cars during the first quarter 
totaled a record 893,978 units, Presi- 
dent Harlow H. Curtice said last 
week. 


The previous quarterly record 
was 795,847 in the second quarter 
of 1954. 


Sales for the month also set a 
record of 351,963, and sales of 
134,843 in the final 10 days of the 
month were the highest for any 
10-day period in history, he said. 

GM dealers, he said, sold 1,104,005 
used cars during the quarter, 428,- 
842 during the month and 168,367 in 
the final 10 days of March. 

* a * 


CHRYSLER 


All sales records in Chrysler divi- 
sion history were broken in the 
first quarter of 1955 with the retail 
delivery of 44,115 new Chrysler and 
Imperial cars, E. M. Braden, gen- 
eral sales manager, said last week. 

Sales in the final 10 days of 
March reached a high of 6,120 cars, 
Braden said, with the month’s total 
deliveries amounting to 16,700 units, 
an increase of 23.3 percent over 
February. 
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than any other newspaper 


For automobiles and accessories, the people of Greater Philadelphia 


spend $896,000,000 a year. For their favorite newspaper, these people In Philadelphia nearly everybody 


select The Evening and Sunday Bulletin. 


To all the contents of a great metropolitan newspaper, The Bulletin adds reads The Bulletin 


its distinctive and characteristic reporting of local news. This is one 


. . . . * . 
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Heal Dealership Burns; 


Damage Set at $100,000 
PLYMOUTH, N. H. — The 
Dodge - Plymouth dealership 
owned by Edwin L. Heal in the 
Ward Hill section has suffered 





Quant 
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an estimated $100,000 loss in a 
fire. 

Heal said five vehicles, includ- 
ing a late-model car, a truck and 
station wagon, were destroyed by 
the blaze. Four new-cars were 
saved by employes. 
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SERVICING RADIATORS” 


That's the record of Jack Fagan, Inc. 


Delavan, Wisc. (Pop. 4,007) 


INVESTIGATE THE HUGE PROFIT POTENTIAL 
IN AN INLAND RADIATOR DEPARTMENT! 


car wash stall!” 


Edwin Schadt of Town Auto Co., Allentown, 
Pa., made over $13,199 in one year! 
others, all over the country, net $500 to $2000 


a month! 


Just Think! 20,000,000 radiators require serv- 
icing yearly. Inland equipment enables you to 
. use easy, fast produc- 
. make Big Profits! 


Lo L TODAY INLAND MFG. CO., Dept. AN-4 " 
1108 Jackson St., Omaha 8, Nebr. 
Please send free booklet ‘‘Biveprint for Profit.’* 


do professional work . . 
tion methods. . 


Send today for Free Booklet, I 
“Blueprint For Profit,” with i 


a 


letters from many customers, 

remot, prices and details 
unique 

plan! 


INLAND Mfg. Co. | 
1108 Jackson St., I 
I 


“‘Pays-For-Itself”’ 


City. 


Omaha, 8 Nebr. 





Jack Fagan says: “Our investment in Inland 
Radiator Servicing equipment sure paid off! 
Over $10,000 the first 8 months! One man han- 
dies the entire department, set up in a former 
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graduates are now ex- 
pert radiator repair- 
men. FREE to Inland 
customers! 
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News to Note... 


Auto World in Brief 





(Continued from Page 24) 


production capacity of 2,500,000 
yards, will be used in manufactur- 
ing carpeting for automobiles, 


buses, trains and airplanes, D. F. | 


McCullough, sales executive vice- 
president, said. 

William H. Sparks, former owner 
of Mayfair, will serve as general 
manager. — 

. 


21 Firestone Awards 


AKRON. — Award of 21 college 
scholarships to sons and daughters 
of Firestone Tire & Rubber Co. 
employes in 10 states has been 
announced by Harvey S. Firestone 
jr., chairman. These bring to 63 the 
number of students who have won 
Firestone scholarships since the 


program was adopted three years | 


ago. 
* + * 


General Motors to Sell 


Plant in Indonesia 


JAKARTA, Indonesia. — General 
Motors Corp., after several months 
of negotiation, has arrived at what 
it calls a “quite satisfactory” agree- 
ment to sell its Tandjong Priok 
plant to the government. 

A new company will be formed 
to operate the plant and act as a 
GM distributor. GM was said to 
have been considering the sale for 
some time as a result of pressure 
to give native Indonesians a 
greater role in the country’s in- 
dustry. 


* * * 


Firms in Bankruptcy 


OTTAWA.—Robert Holtby, doing 
business as Spalding Motors, Spald- 


ing, Sask., has been made subject | 


to a receiving order in bankruptcy. 


Canadian Credit Men’s Trust Assn., | 


Regina, Sask., is trustee. Belair- 
Cardinal Automobiles, Inc. (Ford), 
Montreal, has made an assignment 
in bankruptcy and Jacques Geoff- 
rion is trustee. 

* * 


385,000 Enter Dodge’s 
‘Get the Thrill’ Contest 


DETROIT. — Nearly 385,000 en- | 


tries in the national Dodge “Get 
the Thrill” contest were received at 
the halfway mark of the 50-day 
program, Jack W. Minor, Dodge 
advertising and merchandising di- 
rector, has announced. 

A condition of entry in the con- 
test is that the contestant must 
obtain a car from a dealer and 
personally drive it to become eligi- 
ble for the prize of a new Royal 


Lancer awarded each day. 
* 7 - 


Texaco Introduces 


Multigrade Oil 


NEW YORK.—A new multigrade 
motor oil — said to be the only 
nationally distributed 10W-30 oil 
with the detergency of a supple- 
ment one ultra heavy duty engine 
oil—is available at Texaco stations 
in all states, S. C. Bartlett, sales 
vice-president, announced. 

Known as Havoline Special 10W- 
30, the new oil is said to combine 
the viscosity characteristics re- 
quired for extreme summer and 


winter temperatures. 
* * x 


Columbian Vise Expands 


CLEVELAND. — Columbian Vise 
& Mfg. Co. has expanded its manu- 
facturing potential by the addition 
of a new 10,000-square-foot building 
here. New sales department offices 
also are provided in a second-floor 
building wing. 

* 


* * 


Ideal Builds Annex 


BROOKLYN, N. Y.—Ideal Corp. 
has built an annex to its manufac- 
turing plant. The new addition 
makes possible a research program 
in voltage regulators, the company 
said. 

x * . 


Auto Inspection Bill 


Passes Ohio House 
COLUMBUS, O.—A bill to require 

one but not more than two auto 

inspections annually has been 


passed by the Ohio House of Rep- | 


resentatives, 76 to 46. 
The bill now goes to the Senate. 


In two previous sessions, a com- 
pulsory auto inspection bill has 
been defeated. 


* * * 


Iowa Convicts Build 


Sports Car in School 


FORT MADISON. — Prisoners in 
the automotive school at the Iowa 
State Penitentiary here are build- 
ing a streamlined sports car from 
the shell of a 1940 Hudson pur- 
chased for $12. 


When finished, it will be cameo 
|pink and upholstered in imitation 
zebra skin. Total cost is estimated 
by officials as $500. 


* * * 


Loranger Heads C of C 


TORRANCE, Calif. — Paul Lor- 
;} anger, head of a Chevrolet dealer- 
| ship in Torrance, has been installed, 
|for the second time, as president 
|of the Torrance Chamber of Com- 
merce. Last year he was voted 
“Citizen of the Year.” 

* +. + 


Firemen Save 18 Cars 


From Minneapolis Fire 


MINNEAPOLIS. — Firemen 
pushed eight new-cars and 10 used 
ones from a fire in the Swanberg 
& Scheefe Co. (Buick) building here 
just before the floor collapsed into 
the basement. 

The 97-year-old building, a former 
fire station, was used by the firm 
for repairs and makeready. The 
blaze started in the basement, fire- 
men said, and was checked before 


it reached the second floor. 
a o = 


Albuquerque Studies 


Device to Warn Speeders 

ALBUQUERQUE, N. M. — City 
traffic officials are trying out a 
mechanical traffic regulator which 
automatically warns drivers of ex- 
cessive speed at certain spots, such 
as school crossings and intersec- 
tions. 

Also being studied is a parking 
meter device which automatically 


Ford Produces 
Thunderbird on 
Overtime Rate 


DEARBORN.—A total of 5,925 
Ford Thunderbirds was delivered 
to customers during the first five 
months the car was on the market, 
R. S. McNamara, Ford division gen- 
eral manager, said last week. 

To meet the demand, he said, the 
car is being produced on overtime 
production schedules at the Dear- 
born assembly plant, the only plant 
which assembles the Thunderbird. 

The backlog of orders for the car 
currently equals two months’ pro- 
duction, he said. 

Placed on sale Oct. 22, 1954, the 
car was delivered to 2,784 customers 
before the end of the year. This 
meant that in slightly over two 
months, Thunderbird sales ex- 
ceeded those of its nearest domes- 
tic competitor for the entire year, 
| McNamara said. 











collects traffic fines at the scen of 
the violation. 


Both inventions are consid: red 
possible solutions of Albuquers ie’s 
| rapidly growing traffic problems 
* 


* * 


Sports Cars on Display 


BINGHAMTON, N. Y. —Sports 
cars ranging from an 1899 Loco:no- 
bile to new foreign speedsters were 
exhibited here Apr. 1-2 as par: of 
the Triple Cities Motor Spurts 
Show. Speedboats also were shown. 

* * + 


United Motors Service 


Features Parts Display 


DETROIT. — The United Motors 
Service display, which shows auto- 
motive parts in 20 three-by-two- 
foot color transparencies, is being 
shown at five regional parts shows, 
Duane Jones, UMS advertising 
manager, has announced. 


It was seen in San Antonio, Mar. 
31-Apr. 3, and will be on display in 
Atlanta, Apr. 28-30; New York, May 
19-22, and Detroit, June 9-12. 

* * * 


Ford Dealer Wins Bid 


On 216 Police Autos 


PHILADELPHIA. — Ogontz Mo- 
tor Co., Inc. (Ford), has submitted 
low bid for 216 police cars at $1,- 
187.02 per car with a $501 tradein 
allowance, which will make a net 
unit cost to the city of $686.02. 

Last year the police bought Chev- 
rolets at $1,195.54 with tradein de- 
duction that averaged $497 which 
brought the unit cost to around 
$698 a car. 


Ike’s Road Plan 
Seen Saving 
3,900 Lives 


WASHINGTON. — Carl E. Fritts, 
vice - president of the Automotive 
Safety Foundation, has predicted 
that President Eisenhower’s $101 
billion road building program may 
save 3,500 lives a year. 

Addressing the Senate Public 
Works subcommittee, he said that 
35,000 lives, about the present toll 
for one year, might be saved in the 
first 10 years of the system’s opera- 
tion. 

Fritts said traffic deaths on con- 
trolled-access highways such as the 
Merritt Parkway, the New Jersey 
Turnpike and the Pennsylvania 
Turnpike have been less than half 
those occurring on parallel roads 
without modern safety features. 

Sidney Williams, of the National 
Safety Council, asserted that in ad- 


| dition to better highways, “We need 


better control of the driver through 
good police and court work and 
good driver licensing.” 

The Administration has proposed 
a 10-year program to modernize 
40,000 miles of interstate highway. 
It recently has encountered opposi- 
tion from many congressmen who 
feel that the program does not put 
enough stress on secondary and 
urban roads. 


Spurs Winter Vacations 


COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. announces 
that one of its members is trying 
to get its mechanics to take their 
vacations in December, January, 
February or March. The dealer is 
willing to grant a three-week vaca- 
tion at this time with pay. Other- 
wise, the vacation would be for two 
weeks with pay. 
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Mechenics Demand Wage Increase .. . 


~ St. Paul Strike Cuts Deliveries 


Continued from Page 6) 

tail at each of the outlets, al- 
though there had been no violence. 
A spokesman for the dealer de- 
clared, “We feel that the union 
misinterpreted the issues to the 
employes at the election and that 
the union does not represent a 
majority of the employes. 

“The union presented us with 


DuPont Official 
Asks Cheaper 
Nylon-Cord Tire 


AKRON.—Dr. R. W. Peterson, of 
E. I. duPont de Nemours & Co. 
called on the rubber industry to 
help develop new technology to 
speed the day when the premium- 
quality, nylon-cord tire no longer 
need be a premium-priced tire. 

Peterson, industrial merchandis- 
ing manager for duPont’s textile 
fibers department, made his state- 
ments at a symposium on “Textiles 
and the Rubber Industry.” 

He said nylon already has taken 
over essentially all the airplane tire 
and off-the-road tire markets and 
is rapidly taking over the heavy- 
duty truck and bus tire business. 

“Nylon’s success depends on its 
outstanding properties of tough- 
ness, strength, fatigue life, impact 
strength, and resistance to moisture 
and high temperature,” Peterson 
said. “As for the most important 
rubber industry market — tires — 
there appears to be little question 
that, pound for pound, nylon is the 
best tire yarn made. 
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USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF '53-'54 210 Chevrolets 9 
Custom Fords— * 


WE ARE AS NEAR AS 
YOUR TELEPHONE 


WITH A STEADY SUPPLY 
*® <ALL CARS CLEAN x 


EMKAY, INC. 
6850 Cottage Grove Ave. 
Chicago 37, tll. 
Phone: Museum 4-6969 


Ask for Ben Geller 








THE BENMATT ne for name 
of your neare: 
ORGANIZATION, Inc. ruareotadatine. 


3447 E. 15th Sti, Los Angeles 23, Calif. 
NATIONAL SALES OFFICE: 
962 Milwaukee Ave., Chicago 22, til. 


their contract demands but they | 
were so out of line with industry | 
practice and so financially ruinous 
that we refused to open negotia- 
tions.” 

Last week the Michigan State 
Labor Board held a strike vote! 
among all sales and service person- | 
nel at Grates Pontiac in Detroit | 
and Local 376 won, 28 to 2. A union 
spokesman said company and local | 
officials would meet this week to 


work out a contract. 
. * + 


Floyd Rice Excluded 


HE National Labor Relations 

Board has indirectly informed 
most of the nation’s auto dealers | 
that they are outside NLRB juris- | 
diction by ruling that Floyd Rice 
Motor Sales (Ford), one of the 
largest dealerships in the U. S., is 
too small an establishment for the 
Board to assert jurisdiction. 

Ford Motor Co. recently notified 
Floyd Rice that he led all Ford 
dealers in used-car sales and that 
he was sixth in new-car sales in 
1954. 

In New York City Local 917, 
AFL Teamsters, is continuing its 
efforts to organize auto salesmen, 
although there is little evidence 
that the drive is having any suc- 
cess. Now that the unions have 
despaired of aid from the NLRB, 
the emphasis has been put on 
organizational picketing. 





A recent meeting of Local 917 
drew about 50 salesmen, most of 
whom reportedly came from the 
dealerships which have signed with 
the union. Organizational] picketing 
is now going on at several dealer- 
ships in Queens. Several dealers in 
Brooklyn and Long Island recently 
have been approached by the union, 
also. 

Another AFL Teamster union, 
Local] 239, is reportedly making 
progress in organizing the parts 
and accessory field. Since October 
this union has signed more than 
60 jobbers. 


x * * 


Dealer Must Bargain 
EANWHILE, the NLRB has 
rendered an unusual decision 

by ordering Taylor-O’Brien Corp. 

(Ford), in Buffalo to bargain with 

two unions, Local 1035 AFL Ma- 

chinists and Local 375 AFL Team- 
sters. 

The order is unusual because a 
representation election never has 
been held at Taylor-O’Brien. An 
election was scheduled for April, 
1953, but was cancelled when both 
unions filed unfair labor practice 
charges against the company. 

In St. Louis, most dealers have 
been notified that their labor con- 
tract with the AFL Teamsters and 
the AFL Machinists will expire 
May 31. This is the usual] procedure 
when the unions desire to negotiate 
a new contract. 

* * * 


GAW Talks Start 


[Ast Thursday (Apr. 7) negotia- 

tions opened between General 
| Motors and the CIO Auto Workers. 
Talks with Ford Motor Co. begin 
Tuesday (Apr. 12), also over the 
issue of the guaranteed annual 
wage. 

At American Motors Corp., where 
negotiations with the UAW open 
Wednesday (Apr. 13), Edward L. 
Cushman, director of industrial re- 
lations, called for an end to “pat- 
tern” contract settlements in the 
j}auto industry. Said he: 

“The problems of American 
Motors and therefore of its em- 
| ployes in 1955 differ so substan- 
tially from the problems of 
| General Motors or Ford that 
different approaches must be 
made. | 

“We agree with Walter Reuther’s 
off-repeated statement that ‘collec- 
| tive bargaining should be based on | 








|the economic facts and not on the | 
|law of the jungle.’” 
. * * 


| 
| Jobless Pay Denied 


| |_ Ast week the Michigan Employ- | 
ment Security Commission up- | 
|held by a 2 to 1 vote a referee's | 
| ruling denying unemployment com- | 
pensation benefits to 5,800 Ford Mo- | 
|tor Co. workers who were idled at | 
|the Dearborn plant by a strike in 
|Canton, O. 
| The Commission ruled, “The Can- | 
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ton operation is functionally inte- 
grated with the Ford Rouge plant 
and workers have a direct interest 
in the settlement of the dispute.” 

Ford Motor Co. has also an- 
nounced disciplinary action 
against 41 employes held respon- 
sible for an unauthorized work 
stoppage at the Monroe (Mich.) 
parts plant of the company. Said 
Ford Motor Co.: 

“This stoppage was in direct vio- 
lation of the company’s contract 
with the UAW-CIO and was de- 
nounced by both the International 
union and Local 723. As a result of 
the stoppage, the company today 
discharged 15 employes and im- 
posed one-week disciplinary layoffs 
against 26 other employes respon- 
sible for the stoppage.” 

* * 


Drawbacks of GAW 


Discovered in Italy 

NEW YORK. — Management 
should join with labor in seeking'‘a 
predictable income for American 
workers, but the guaranteed annual 
wage demanded by UAW President 
Walter Reuther could create large 
scale unemployment, writes Peter 
F. Drucker, a management consult- 
ant, in Harper’s Magazine. 

Citing the state-imposed 
adopted in 1947 in Italy, Drucker 
said, “It probably prevented Italy 
from going Communist during those 
crucial days. Today the same law 
is the cause for a very large part— 
maybe a quarter, if not a third—of 
Italy’s chronic unemployment, the 
worst in Europe. 

“For very few employers will hire 
new workers. Even if he has to 
meet a tremendous demand for his 
product, an employer will prefer to 


pay 10 hours overtime each week at | 


GAW | 





double and triple wages—as a man- | 


ufacturer of Italy’s ubiquitous mo- 
torscooters has done.” 


New Truck Seat 
Features Rubber 
Torsion Springs 


DETROIT.—A new type of truck 
seat, which incorporates torsional 





rubber springs has been introduced | 


here by the Bostrom Mfg. Co., Mil- | 


waukee. 

While prices have not been final- 
ized, it is thought that truck com- 
panies will be able to offer it as 
optional equipment at $35 to $40. 
Retail list price will be between $90 
and $100, the firm said. 

Karl Bostrom, board chairman, 
said that tests show the new seat 
assures five times more freedom 
from road vibration and shock than 
conventional seats. 

Protecting the driver from jolts 
and shocks may save him from 
various health disorders, according 
to several medical surveys spon- 
sored by the company, as well as 
reduce accidents due to fatigue or 
irritability, he said. 

The engineering principles of the 
Level Ride 80, as the seat is called, 
also apply to seating principle of 
other rough-riding vehicles such as 


farm tractors and heavy construc- | 


tion equipment, Bostrom noted. 
x * * 





Torsional Seat— 


The Level Ride 80 is claimed as the 
first truck seat to give passenger car 


| smoothness of ride. Manufactured by the 


Bostrom Mfg. Co., Milwaukee, it has a 
torsional rubber spring suspension system. 
The seat has a calibrated gage for adjust- 
ing spring tension to the weight of the 
driver. 
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Texas General Manager Warns... 


No-Profit Sales Called 
Path to Bankruptcy 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.—A dealer who 
fails to make a normal profit on 
his new-car sales has placed his 
feet on the dark road to bank- 
ruptcy, warns F. W. Bitter, general 
manager of Gillespie Motor Co. 
(Ford), here. 

“If we would put the profit 
back in prosperity,” he declared, 
“we must return to pre-World 
War II methods, when dealers 
had to work if they wanted to 
make a sale.” 

He warned dealers who think 
they are pleasing the manufacturer 
by selling cars below a normal 
profit or are offering new-cars at 


Dealer, Aide Fined 
For Mishandling 
Temporary Titles 


BALTIMORE—(UTPS)—An auto 
dealer and his branch manager 
have been fined a total of $1,780 
for irregularities in the recording 
and issuance of temporary car reg- 
istrations. 

Thomas S. Bennett, owner of B 
& P Motors Co., was fined $1,500. 
Roger Plunket, who operated a 
branch for Bennett in Glen Burnie, 
Md., was fined $280. Both were 
released on bail pending an appeal. 

Bennett was charged on 27 counts 
of failing to keep permanent rec- 
ords of temporary registration 
plates and 27 counts of failing to 
send copies of temporary registra- 
tions to the State Department of 
Motor Vehicles. 

Plunkett was charged on 19 
counts of issuing temporary plates 
with misstatement of facts in the 
registration and of failing to file 
renewal certificates of title with 
the state. 


Wilson Appoints Cook 
Detroit Regional Head 


BUF FAL O.—William A. Cook, 
formerly national parts and service 
manager for Nash, has joined K. 
R. Wilson Co. as 
Detroit regional 
manager, Egon E. 
Rassow, president 
and general man- 
ager, announced 
last week. 

Cook will be in 
charge of all con- 
tacts with the 
car, truck and 
farm - tractor 
manufacturers in 
the midwest, 





W. A. Cook 
working with them on service tool 
and shop equipment problems. 

Cook was assistant national parts 
and service manager for Ford Mo- 
tor Co. prior to joining Nash. 
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"Showmobile’ Sells for Alemite— 


$250 or $275 down in order to move 
them that they “are not really 
pleasing anybody.” 

“The dealer who fails to make a 
profit on hig cars eventually will 
go into bankruptcy,” he said, “and 
the dealer who sells for $250 down 
takes too long a risk. 

“In either case,” he emphasized, 
“the manufacturer does not bene- 
fit because his continued prosper- 
ity must be predicated upon pros- 
perous dealerships.” 

Bitter asserted that for 10 years 
the auto dealers have been operat- 
ing in a seller’s market and many 
of them had “forgotten how to 
sell.” 

“For a dealer, there can be little 
excuse,” he said. “Particularly if 
he were in business before the war. 
As for the salesman—he never has 
learned, because he has not been 
compelled to.” 

He urged all dealers to begin to 
think about selling cars and not 
taking orders. “What is more, they 
must teach their sales staffs to sell 
and insist that they go out and 
sell.” 

He summed up the best way to 
put profit back in prosperity is 
to retrain sales forces “to really 

sell.” : 

“There is no royal road to profits 
in a buyer’s market such as we 
have now,” he added, “we may not 
have, as Churchill warned, only 
‘blood, sweat and tears’ ahead of 
us, but we shall certainly have to 
sweat if we want to remain in 
business.” 


Cadillac Holding 
Meetings for 


Sales Managers 


DETROIT. — Two Cadillac sales 
officials have begun a six-week tour 
of the nation to conduct two-day 
meetings with sales managers of 
Cadillac dealerships. 

Making the tour to 14 cities are 
M. E. Fields, merchandising man- 
ager, and J. P. Schaupner, assist- 
ant sales promotion manager. They 
will discuss current market trends 
and business policies. 

Fields said, “We look forward to 
these meetings each year because 
it gives us all an opportunity to 
exchange sales ideas pertinent to 
each section of the country.” 


Continental’s Operations 


Shifted to New Building 

DEARBORN. — The Continental 
division of Ford Motor Co. has 
moved to its new plant and office 
building in Ecorse Township, Mich. 

The building covers more than 
300,000 square feet on a 46-acre 
tract. The Continental car will be 
produced at the plant later this 
year. 





Considered a potent sales stimulator, the Alemite Showmobile, shown above through 
the rear door, visits jobbers in the area surrounding Memphis. Handbills to dealers 
and service stations precede its visit to a town. It parks in front of the jobber's store 
and customers can pass through to see the display of lubrication equipment. When 
possible, the Showmobile is driven right out to the customers that the jobber wants 


to sell. 








Bendix Salesmen See Demonstration— 


A Bendix power brake is installed on a 1955 Ford in 11 minutes flat at the firm's 
service sales conference in South Bend. Climax of the conference was the presentation 
of a new light truck power brake program. Attending were Bendix field men from 


all sales zones. 


How Mansfield 


Envisions 


Future of Plymouth 


(Continued from Page 4) 


@ matter of fact, remain in direct| before. You’d think that such a 


touch with all Plymouth buyers. 


* * * 


1. EACH owner of a new Plym- 
outh, Mansfield sends a letter 
signed by himself. He invites com- 
ments and he gets them, often by 
telephone and sometimes even at 
his home. 

Mansfield takes all these calls 
himself. One day last week, he 
picked up the phone and talked to 
an owner in Ann Arbor, Mich., who 
complained that snow was “build- 
ing up” under the front wheels of 
his new car. 

Mansfield took down the fel- 
low’s address and assured him 
that a Plymouth technical man 
would be around to inspect the 

car. 

After he hung up, 
mused: 

“Now that’s one we haven’t heard 


Ford Top Choice 
Of Car Prospects 
In Milwaukee 


MILWAUKEE. — An analysis of 
auto ownership in the trade area 
served by the Milwaukee Journal 
shows that Chevrolet leads in own- 
ership, but that Ford is the top 
choice of families who intend to 
buy a new car in 1955. 


Published by the paper as part 
of its 1955 Consumer Analysis, the 
study shows Ford has climbed in 
ownership from 12.8 percent in 1953 
to 15.7 percent in 1955. Chevrolet 
went up from 17.2 percent in 1953 
to 18.4 percent in 1954, but dropped 
to 18.2 percent in 1955 

Buick was third and Plymouth 
was fourth in ownership among 
those who answered the question- 
naire sent out in the course of the 
newspaper’s survey. 

In 1955, 82.5 percent of the fami- 
lies quizzed owned cars, an increase 
from 82 percent in 1954. Numerically 
the rise was from 227,273 in 1954 to 
253,764 in 1955. 

However, families owning two 
cars dropped from 36,031 in 1954 to 
33,242 this year. A breakdown of 
the families who said they were go- 
ing to buy a car in 1955 shows that 
57.3 percent are going to buy new 
cars and 39.3 intend to purchase 
used ones. The remaining 3.4 per- 
cent said they hadn’t made up their 
minds yet. 


Their leading choices were: 


Mansfield 


Make Percent Number 
Ie caiscsas szavesuce 23.8 11,665 
Chevrolet. ............ . 16.3 7,982 
as Gseancsenie 10.0 4,897 
Oldsmobile sissbcnebans 75 3,673 
Plymouth .............. 7.3 3,575 
RMD Scrsekscchavpsccensicn 6.1 2,987 


Leasing Firm for Oregon 
PORTLAND, Ore. — Oregon 


Mullannex and Robert A. Leedy. 


trouble, if it really exists, would be 


|reported first from such states as 


Montana or Minnesota, where they 
have a lot more snow than here in 
Michigan. 

* 7 * 


LOT of times we run these 
calls down and find that the 
new owner likes his car fine but 
just happened to be feeling out of 
sorts and wanted to sound off. 

“Most of the people who write to 
us tell us they’re delighted with the 
car and with the opportunity to 
express themselves. They talk to 
their neighbors in this same frame 
of mind, and sell lots of cars for 
us.” 

Mansfield has spent a career in 
Chrysler Corp. sales. He got grease 
on his hands as a young factory 
worker in Flint and knows manu- 
facturing, too. 

But first of all he is a business- 
man. 


“Under our new setup,” he said, 
“every foreman out in the plant 
is like an independent business- 
man, responsible for the effi- 
ciency of his department and the 
costs and the utilization of man- 
power. 

“I’m saying that so you'll know 
that our divisionalization program 
here doesn’t merely mean putting 
the top officials of each division on 
their own. It goes far deeper than 
that. 

“Right now at Plymouth, our de- 
centralization goals are about 50 
percent accomplished. The rest will 
take maybe 10, 20 or 30 years as we 
change with the times. It'll be a 
continuing process.” 








Tool Makers Ask 
Defense Relief 


Cutback Protests Bring 
Promise of U. S. Aid 


WASHINGTON. — Government 
officials have promised to give close 
attention to the complaints of tool 
and die manufacturers that cut- 
backs in defense orders are caus- 
ing them sharp losses. 

The complaints were made at 
a series of conferences here with 
officials of the Business Services 
and Defense Administration of 
the Department of Commerce. 


The spokesmen for the tool and 
die makers said their trouble stems 
from these conditions: 

1. Many prime contractors are 
producing their own special dies 
and tools om equipment owned by 
the Government. 

2. A shortage of trained workers, 
resulting principally from a lack of 
proper apprentice training pro- 
grams. 

A representative of the Depart- 
ment of Defense said that defense 
officials are aware of the manu- 
facturers problems and are at- 
tempting to work out a more sat- 
isfactory distribution of con- 
tracts. 

An Air Force spokesman said his 
agency does not permit the use of 
Government-owned facilities in 
filling contracts where privately 
owned equipment is available for 
the job. 

One industry spokesman warned 
that the growing manpower short- 
age in their industry poses a threat 
to a rapid buildup of production in 
event of a national emergency. 

In some cases, it was said, the 
manpower shortage results from 
labor contracts which greatly re- 
stricts the number of apprentices. 
In Detroit, for instance, it was 
reported that only one apprentice 
is allowed for every eight jour- 
neymen. 

At the present rate of training, 
the manufacturers said, the indus- 
try in 25 years would have only 
one-third the number of skilled 
workers it has today. 


Calif. Price War 
Irks Gas Sellers 


SAN GABRIEL, Calif—A newly 
formed group of 200 gas station op- 
erators in the San Gabriel Valley 
Petroleum Distributors Assn. has 
threatened to sue major oil com- 
panies if the companies fail to halt 
a price war that has been going on 
for some time. 

The association charges that two 
stations have been selling regular 
gas for 21.9 cents and ethyl for 24.8, 
but that they have to pay a mini- 
mum of 23.9 cents per gallon whole- 
sale, and the companies serving 
these stations make up the loss 
through rebates. 


Ford Honors Long-Time Employes— 


Service pins are presented to Michael W. Zelina (left), fleet sales and service 
Truck Leasing Corp. has been| manager for the Cleveland Ford district, and Joseph A. Schmalls (center), vehicie 
formed by Warde H. Erwin, Lavelle | distributor for the district office, on their 25th and 30th anniversaries, respectively. 


Presentation is made by W. W. Cumming, district sales manager. 
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AUTOMOTIVE NEWS, APRIL 11, 1955 


After Breaking More Alltime Records... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
Ended Same Ended March, to te 
Apr. 9, Week, Apr. 2, 1955, Apr.10, Apr. 9, 
1955 1954* 1955 Total* 1954* 1955* 
AMERICAN MOTORS _ 5,800 1,294 6,494 26,284 28,752 57,055 
IR liictubiinvansinlie ae >See 2,028 10,345 6,589 21,816 
SEL, ccstobivecesssossecwviooneeeve 3,500 1,294 4,466 15,939 22,163 35,239 
CHRYSLER CORP. .... 32,410 15,862 33,953 154,221 205,684 456,926 
FN oiciescsssnssssscesecses 4,410 2,259 4409 23,520 34,461 63,411 
OD vornsenssesinsernsvensiese 3,000 1,553 8,645 15,813 23,064 47,612 
SIR stscusdilibdionnstinn 7,500 3,043 7,489 35,208 35,729 109,337 
Plymouth. ................0... 17,500 9,007 18,410 79,680 112,430 236,566 
FORD MOTOR. ............... 45,076 35,415 46,553 201,907 521,430 616,878 
BUD ccssvestecrvesucvsesevewenesses 34,776 29,633 35,479 157,672 411,611 484,708 
BROT i niscsscisssrcescessecesee 900 969 1,019 4,479 14,421 12,359 
MCPCUPY  ou......cecesseessonee 9,400 4,313 10,055 39,756 95,398 119,311 
GENERAL MOTORS .. 84,849 63,788 85,783 385,936 795,884 1,157,440 
BER: ssciesvccasensiisesscacreees . 18,550 11,930 19,094 79,034 148,597 230,029 
OD = civssttenstnaranceuice 3,215 2,774 3,236 15,384 30,256 46,889 
GIVE OEE 20... cescscssscorcess 37,506 30,841 37,041 173,031 401,857 531,236 
Oldsmobile _................... 13,284 10,094 13,210 58,593 104,848 175,216 
OED sin devccinstsinnsvivesies 12,300 8,149 13,202 59,894 110,326 174,070 
KAISER MOTORS ...... 315 712 307 1,644 6,159 4,639 
BNET ) vadsesicksstesstovensisevins evaeeesh SE iekiggiees aoe ae 
MPD Sscisvistesesiinccscaoseveses 315 409 307 1,644 3,915 4,639 
Pe GREG . Sinsctcsiessiccscnsze 4,860 2,671 5,033 24,588 39,845 69,328 
IND se iscsesnscassicsseinses 1,700 595 1,569 8,441 12,598 22,637 
Studebaker ................... 3,160 2,076 3,464 16,147 27,247 46,691 
Total Cars, U. S. 173,310 119,742 178,123 794,580 1,597,754 2,362,266 


*Revised 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week Week Jan.1 80s Jan. 1 
Ended Same Ended March, to te 
Apr.9, Week, Apr. 2, 1955,  Apr.10, Apr. 9, 
1955 1954* 1955 Total* 1954* 1955* 
7,152 10,433 35,383 102,428 © 77,327 
73 97 511 919 1,263 
80 17 325 1,120 910 
1,961 2,149 6,918 26,870 22,541 
6,522 7,995 35,433 93,881 101,798 
ME eid diasichiiaibbaciuiatanbvsiteee 1,900 1,300 2,513 6,294 27,372 15,131 
INTERNATIONAL ..... 2,592 2,307 2,672 12,130 30,844 34,239 
IR cesta aciNabiniiigincenninisis 2380 128 283 1,080 1,876 3,150 
EE  hbelinciniaitinaempncns 110 231 106 436 3,158 1271 
STUDEBAKER ............. 500 263 499 2,239 3,413 6,331 
EER 300 257 279 1,185 3,366 3,526 
TINIE. iniboavaxeransiiienanspuiss 1,700 1,078 1,714 4,710 15,924 22,117 
MISCELLANEOUS ....... 100 154 100 440 2,242 1,420 
Total Trucks, U. S. .... 28,012 22,011 28,917 110,084 313,413 291,024 
Total Cars, Trucks, 
We Mh ainissaceisSeiadanccedicpes 201,322 141,753 207,040 904,664 1,911,167 2,653,290 
Total Cars, Trucks, 
RI ila csirscteckestags 12,361 9,734 12,173 40,147 140,842 129,557 
Grand Total, 
Cars and Trucks, 


U. S. and Canada 


213,683 151,487 219,213 944,811 2,052,010 2,782,847 


*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





Texas House Upholds Sale 
Of New Cars by Lots 


AUSTIN, Tex.—The Texas House 
voted 73 to 55 last week to let 
used-car dealers sell new cars. 

Thus Rep. J. O. Gillham, of 
Brownfield, lost his fight to stop 
used-car dealers from selling new 
cars under a proposed new licens- 
ing bill. 

“The amendments hurt the bill 
badly,” Gillham declared. 

As the bill stood when the House 
adjourned for a weekend recess, it 
would require liceasing and bond- 
ing of car dealers but lacked any 
important other restrictions. 

The bill would require a $35 an- 
nual license for each new-car 
dealer, also entitling him to sell 
used cars. A used-car license alone 

Mexicans Honor O'Neil 

MEXICO CITY.—William O’Neil, 
President of General Tire & Rubber 
Co., has been chosen to be honor- 
ary commander of the Mexican Le- 
gion in Mexico City, according to 
Raul E. Molino, international di- 
rector. 

This honor wag awarded O’Neil 
for his contributions to the welfare 
of Mexico and Latin America. 





would be $25 a year. A committee- 
approved amendment, not yet acted 
on by the House, would raise these 
rates to $75 a year for new cars 
and $50 for used cars. 

Besides the license, the bill would 
require each dealer to post $10,000 
bond to protect the public against 
fraud, such as misrepresentation of 
services to be performed after the 
car is sold. 

Rep. Grady Hogue, of Athens, 
said only one of Athens’ eight 
car dealers favored the law. 
Athens dealers sell cars in Dal- 
las, Tyler and other places for as 
little as $200 profit, Hogue de- 
clared. He contended the bill 
would restrict this extension on 
the Athens’ dealers sales. 

Earlier, the House struck from 
the measure two features opposed 
by the Texas Automotive Dealers 
Assn. (new-car). They would have 
doubled the proposed licensing fees 
and required dual bonds for deal- 
ers handling dual lines. 

TADA urged its members to so- 
licit legislators to vote for the li- 
censing bill in spite af the “weak- 
ening amendments” added to it by 
used-car dealer interests. 
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Output Dips to Four-Week Low 


(Continued from Page 1) 


mark of 205,043 set during the week 
ended March 26. 


* * * 


AST week’s output was 169.6 per- 

cent of Automotive News’ three- 

year index, as compared with the 
previous week’s 174.5 percent. 


Despite the cutback last week, 
the industry had assembled 232,- 
758 cars during the first eight 
working days of April. Continuing 
at this pace of 29,095 cars a day, 
the industry would assemble 756,- 
470 cars during the 26 working 
days of April, second only to the 
record 794,580 cars produced dur- 
ing March. 

If this pace is sustained through 
May and June, manufacturers also 
would show a record 2,240,315 cars 
assembled during the second quar- 
ter. 

This would not only erase the 
record 2,129,508 cars assembled dur- 
ing the first quarter of this year, 
but would give manufacturers a 
new six-month record of 4,369,823 
cars. Previous high for any six- 
month period is 3,256,010, set during 
the first half of 1953. 

a- + ag 

VEN if General Motors and Ford 

Motor are closed by strikes dur- 

ing the last month of the second 
quarter, makers, if they continue 
their present pace, would show a 
production of 3,613,353 cars for the 
first five months of this year. This 
not only exceeds the record first 
six months of 1953, but is more ca1s 
than the industry built during the 
first 7% months of 1954. 


Although April should go down 
in the record book as the second 
best month in the history of the 
industry, it will fall at least 5 per- 
cent short of the alltime March 
figure. 

Contributing the most to re- 
writing the record books in March 
were General Motors and Ford 
Motor, which broke just about 
every mark ever established. 


In addition to GM and Ford com- 
pany and divisional records, the in- 
dustry set two other marks in 
March. They were: 

1. A new alltime monthly car- 
truck production record of 904,664 
units, eclipsing the old mark of 
852,228 set during June, 1950. 

2. A new alltime U. S.- Canada 
output record of 944,811 cars and 


Vermont Rejects 
Stock-in-Trade 
Tax on Cars 


MONTPELIER, Vt. — (UTPS) — 
A bill to tax automobiles as stock- 
in-trade was rejected 9 to 4 by the 
powerful House ways and means 
committee in the Legislature here. 
Similar measures have been de- 
feated by the lawmakers at several 
past sessions. 

The House judiciary committee 
approved the establishment of an 
unsatisfied judgment fund to cover 
high-cost auto accidents involving 
negligence. Every motorist would 
be assessed $1 to set up the fund. 
The same proposal was killed at 
two previous sessions of the Legis- 
lature. 

The Senate gave final approval 
to a bill extending the period a 
person may operate a car with 
temporary plates from five to 10 
days, and went along with the 
House in voting for tighter regula- 
tions governing loaded hay trucks 
as a safeguard to the public. 

The House killed a measure re- 
quiring trucks, trailers and semi- 
trailers to be equipped with splash 
devices to keep mud and water | 
from being splashed on cars fol- | 
lowing the commercial vehicles. 


PT Opens 


Final Showing | 


BOSTON. — The General Motors 
Motorama will open fts final run of 
the season here next week on the 
heels of a nine-day San Francisco 
showing which attracted 500,022 
persons. 


trucks, besting the June, 1950, mark 
of 891,325 
* * * 


M PRODUCTION of cars and 
trucks in the U. S. and Canada 
was 449,358 during March, or 62.4 
percent higher than the previous 





U.S. Rubber Tieup Forces 


GM to Drop Spares 


DETROIT.—Because of a strike 
at U. S. Rubber, all General Mo- 
tors divisions last week began 
shipment of cars without spare 
tires. The five divisions—Chevro- 
let, Cadillac, Oldsmobile, Pontiac 
and Buick—said a price adjust- 
ment was being made to dealers 
ee compensate for the lack of a 


The divisions also are trying to 
work out an agreement with deal- 
ers whereby a customer will re- 
ceive the additional tire once nor- 
mal shipments are resumed. 

Studebaker-Packard, which also 
buys tires from the struck firm, 
said the strike had not affected it. 





monthly high of 386,935 set in June, 
1950. 


In addition, the corporation set a 
new alltime record for U. S. car 
production with 385,936 erections 
during March. This erased the 
former high of 330,966 cars pro- 
duced in February. 

All five GM divisions also set 
new monthly records in March. 

Chevrolet assembled 173,031 cars 
in the month, erasing its old mark 
of 161,854 set in June, 1950; Olds- 
mobile established a new mark of 
58,593 cars in March, eclipsing the 
old mark of 50,257 set in February; 
Pontiac set a new record of 59,894 
assemblies last month, besting the 
old mark of 49,602 cars built in Feb- 
ruary; Cadillac bested its old mark 
of 14,654 cars built in December, 
1954, by erecting 15,384 in March, 
and Buick established a new mark 
of 79,034 assemblies last month, 
eclipsing the old record of 67,309 
set in February. 

* * * 
FroRD MOTOR plants in the U. S. 
built 237,140 cars and trucks in 
March, the highest of any month 
in the company’s 52-year history. 
The former record was 211,398, set 
in January. 

In addition, the company set new 
daily postwar production highs 10 
times in the first quarter, the last 
coming on March 31 when 9,453 
cars and trucks were built. 

Ford division rewrote both its 


duction records. Its production of 
157,673 cars in March erased the 
old mark of 148,563 set during De- 
cember, 1954, and the production 
of 193,105 cars and trucks last 
month eclipsed the old mark of 
182,057, also set during December, 
1954. 


Mercury built 39,756 cars in March 
to best its old record of 37,077 set in 
October, 1953. Combined Lincoln- 
Mercury output also established a 
new mark in March with the pro- 
duction of 44,235 cars. The former 
mark of 40,373 was set during July, 
1953. 

Both Mercury and combined Lin- 
coln-Mercury operations also estab- 
lished new weekly marks during 
the week ended Apr. 2. Mercury 
built 10,055 cars during the week to 
erase its old mark of 9,741 estab- 
lished during the week ended March 
26, while combined production of 
12,174 Lincolns and Mercurys dur- 
ing the week ended Apr. 2 bettered 
the short-lived mark of 10,985 set 
the previous week. 

oa * x 
UICK also established a new 
record during the week ended 
Apr. 2 with the erection of 19,094 
cars. Its old record of 18,241 was 
set during the week ended March 
19. 

Although no Chrysler Corp. divi- 
sion broke output records during 
March, all divisions had produced 
nearly three times as many cars as 
in March, 1954. 

Plymouth, with a production of 
79,680 cars in March, was only 
slightly shy of its alltime record 
of 30,602 units produced during 
August, 1950. 

Although neither Nash nor Hud- 
son established individual marks 
during March, American Motors 
announced that its Kenosha (Wis.) 
plant reached an alltime production 
high of 24,413 cars in March. This 
eclipsed the former high of 22,739, 
set during August, 1928. Both Nash 
and Hudson cars are produced at 
the Kenosha plant. 

—Martin L. WHITMYER 
* * 7 


Rail Strike Halts Transfer 
Of Ford’s Louisville Plant 


LOUISVILLE.—Ford division has 
delayed moving its assembly oper- 
ations here from the old North- 
western Parkway plant to its new 
plant on Grade lane due to the 
strike of Louisville & Nashville rail- 
road workers. 

The transfer originally was sched- 
uled for Apr. 1, but has been set 
back to Apr. 13. If the strike is not 
over by Apr. 11, the transfer will 
be made Apr. 27, according to Ralph 


car and combined car-truck pro- | W. Settles, plant manager. 


- - Classified Want Ads - - 


FOR RATES, ETC. 


HELP WANTED 


WANTED—TOP QUALITY new and used 
car sales manager for live-wire DeSoto- 
Plymouth og leading in sales and 
service. Must loyal and ambitious, 
have public cue, be a quick 
thinker and a good producer. Must know 
all phases of the automobile business and 

be capable of hiring, directing, 

and supervising salesmen. Prefer one 

presently employed, Must be able to give 

excellent references. Apply in own hand- 
writing. Personal interview necessary. 

Unlimited opportunity. Salary and per- 

centage. No loafers or drinkers need ap- 

ply. Write Box 1470, McAllen, Texas. 


NEW CAR SALES MANAGER. Excep- 
tional opportunity for an ambitious, ex- 
perienced sales manager between the 
ages of 35-45 who is capable of training 
and supervising sales organization for 
large volume metropolitan Ford dealer- 
ship—Chicago area, Must be thoroughly 
familiar with all phases of automobile 
merchandising, used car market condi- 


tions, be able to appraise trade-ins, help | 


sales force close deals, etc. Top 
for qualified man. Write giving complete 


resume of experience, qualifications, age | 


and telephone number. Replies confiden- 
tial. Box 4779, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—Richmond, Va. Well 
equipped factory branch of major truck 
manufacturer needs qualified man to or- 
ganize service facilities in steadily ex- 
panding operation. Prefer young, aggres- 
sive man that wants to grow with us. 
Salary open to right man, Write details 
of past experience, salary expected and 
your proposed plan for setting up a well 
organized service department and service 

sales program. Box 4785, c/o Automotive 

News, Detroit 26. 





, SEE NEXT PAGEm 





HELP WANTED 


WANTED — COMBINATION parts and 
service manager for well equipped Lin- 


gressive with experience in 

service department Cee Lincoln- 
Mercury or Ford), parts de) t and 
body shop. See ie ae Genk a ae 
dle our simple but complete service fol- 
low-up system. Salary and bonus plan with 
lots of incentive opportunities. Permanent, 
good paying position for a hard worker. 
Write in your hand, giving all details of 
past automotive jobs, references and 
pertinent details including age, family, 
description, etc. All replies completely 
confidential. Box 4771, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER. A prosperous, long- 
established (24 years same _ location) 
Nash dealership is anxious to hire a 
capable service manager between the ages 
of 30 and 45. This is a salaried position 
with a starting salary of $600 per month. 
Man selected must be capable of taking 
complete charge of the entire service op- 
eration and be of good personal] habits. 
Please send complete resume in first let- 
ter. Apply Southern Motors of Savannah, 
Inc., 301 East Broughton 8t., Savannah, 
Ga. Telephone No, 4-3478. . 


| ccasssapeeenennatiniaetobeiedshiieianaseeameiaeeipeaiesteninamamaaate 
SERVICE MANAGER WANTED for Ford 


dealer in northeastern North Carolina. 
Applicants must be qualified, state age. 
qualifications, salary expected. Apply Box 
4786, c/o Automotive News, Detroit 26. 


SUCCESSFUL CHEVROLET DEALER- 
SHIP has immediate opening for quali- 
fied, ambitious service ae, Excel- 
lent pay for right man, Must be thor- 
oughly experienced. Write full details to 
Box 4798, c/o Automotive — Detroit 
26. All replies held confidentia: 
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HELP WANTED 


EXPERIENCED AUTOMOTIVE SPECIAL- 


TY SALESMAN for Detroit and sur- 
rounding area, to represent outstanding 
quality testing and tune-up equipment. 
Excellent opportunity for right man with 
experience selling to automotive manu- 
facturers and equipment jobbers. Light 
travel. Write, giving experience, income, 
etc. Box 4813, c/o Automotive News, De- 
troit 26. 


GENERAL 
MANAGER 


We are in need of a General Manager 
to take full charge of our Sales De- 
partment and manage the business 
during the owner's absence. 


We have a Pontiac Franchise in a town 
in excess of 300,000 population in the 
South—another Pontiac dealer 12 miles 
from our City. 


Please do not reply unless you can 
meet the following requirements. Ex- 
perience in hiring and training a New 
Sales Force and directing a volume 
operation. Under 40 years of age— 
Honest — Reliable — Having no detri- 
mental history in your background. 


All applicants will be thoroughly in- 
vestigated. No applicant will be con- 
sidered unless he has had actual ex- 
perience in a volume operation. 


Proper man, after proven ability satis- 
factory to us and satisfactory to Pon- 
tiac, will be permitted to purchase part 
ownership. 


Dealership entirely owned by the 
Dealer, with no relatives, family or kin 
associated in the business. Outstanding 
physical set-up and outstanding loca- 
tion. No used car problem, operating 
on 10-day turn-over. 


Our organization knows of this ad. For 
further details and particulars, please 
write to Box 4808, c/o Automotive 
News, Detroit 26, Michigan. 
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Reaching an estimated 150,000 


RATES: TWENTY-TWO CENTS ( 


ime dilate) 


EACH 


readers in all 


22c) PER WORD FOR 


engaged 


of the 
INSERTION 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads 


and address at regular rates 


TEN DAYS 
WANT AD DEPT., 


POSITION WANTED 


To encourage this classificetion fer the 
a LL 
ttt ed ll ee ee ee ee 
half regular nemely: tlc per 
word fer each imsertion. $1.00 per in- 
PT ait ae ee 
Half-rate does not apply 
in this section.) 


retes, 


in advance 
to display ads 





USED CAR MANAGER—25 years’ experi- 
ence in all phases of business, Good 
closer with a proven record of ability. 
Prefer New England states. Box 4800, 
c/o Automotive News, Detroit 26. 


MERCHANDISING MANAGER—20 years’ 
automotive experience. Best of references. 


Box 4802, c/o Automotive News, Detroit 


26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your. 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Add One 
Box Number ads are forwarded to advertiser 
IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Dollar ($1) 


unopened. Display ads 


POSITION WANTED 
GENERAL OR SALES MANAGER desires 





$1 


Contract rates supplied upon 


CLASSIFIED WANT ADS 


nation's automotive industry. 


| 
| 
POSITION WANTED ADS, | 


may be signed with full name 


per insertion for use of a box number. Replies to 


2.30 per column inch. CLOSING: 


ee Se 








POSITION WANTED 





SERVICE MANAGER or factory represen- 


position with Ford, Chevrolet, Buick or | 


Olds dealer, selling 250 to 400 units. Pre- 
fer mid-west states. Twenty years’ ex- 
perience in all phases of automobile field. 
Now employed as sales manager. Box 
4789, c/o Automotive News, 





your business but take it easy? If so, I’m 
your man; 23 years’ experience with large 
volume Ford dealerships as both new and 
used car manager. Available immediately. 
Box 4788, c/o Automotive News, Detroit 
26. 





AUTOMOBILE SALES 
MANAGER 


Presently employed in 1200 new car GM 
dealership, not in low price three group, de- 
sires a change that represents a definite 
| challenge in full capacity as GENERAL MAN- 
| AGER, | am looking for a situation that has 
soured both for the dealer and the factory. 
Prewar sales and postwar experience as gen- 
eral sales manager. Excellent business, per- 
sonal and credit references. Appearance, age, 
education and family responsibilities all tally 
for a particular dealer that may be looking 
for just such a man. In present position five 
years. Salary $15,000 with the usual fringe 
benefits that go with such a position. Plus 
incentive bonus for growth and profits. Reason 
for change is personal—not money. Present 
income close to $20,000. Prefer metropolitan 
Chicago area. 





Box 4799, </o Automotive News, Detroit 26 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column— 
Maximum: 5 inches on 2 columns—Contact WANT AD 
‘ iad DEPT., Automotive News, Detroit 26, Mich. 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Sunday and 


Monday—11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. Cars sold by model '52s, 
"53s and ‘54s first then ‘55s, 
then '51s and older. 


Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 


Phone Denver, SUnset. 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 











MONTPELIER AUTO AUCTION CO.) 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


On U. S. Route 20A 











EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE. 1-9694 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
Phone 9009 | 


COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 


8 Years Old 


14 Miles West of Grand Rapids, Mich. 
on US-16 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best"' 

Phone: ARdmore 6-4720 





CROSSROADS 


. « » where they meet ... buyers and 
. new and used-car dealers, They 


meet at the dealer auctions of the nation 


. and on the pages of Automotive News. 


* "You will reach both groups through an 
ad in Automotive News. 


| Box 494 








MIDDLE ATLANTIC 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are 


insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 








SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State 
Accessible by train, plane or bus 
All titles and checks insured 
EVERY WEDNESDAY AT NOON 
Irving C. Mondore, 





AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 


On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





Owner 
Cortiand, N. Y. 


Detroit 26. | 
WOULD YOU LIKE to keep control of | 


tative. Volume dealers. Eight years’ 
proven ability with Chevrolet-GM volume 
metropolitan dealer, college grad. If you 
can use young, aggressive manager who 
thoroughly understands all phases of 
service and parts business, I’m at your 
service. Available July. Excellent refer- 
ences. Under 40. Prefer permanent change 
to south or southwest for family health. 
For particulars, write Box 4772, c/o Au- 
tomotive News, Detroit 26. 





GENERAL MANAGER FOR Ford or GM 


dealership. Prefer city of 30,000 and up. 
College, married, 35 years old, aggressive, 
solid background, ten years’ experience 
sales management with top selling car 
manufacturer. Excellent references. Look- 
ing for real opportunity in retail auto- 
motive management. Box 4759, c/o Auto- 
motive News, Detroit 26. 








BUSINESS MANAGER, 40, desires change. 


Ten years’ experience with one of ‘‘Big 
Three’’ dealerships selling in excess of 
2,000 new cars per year. Thoroughly 
versed in all phases of retail automobile 
accounting, financing and business man- 
agement. Box 4787, c/o Automotive News, 
Detroit 26. 


ENGINE REBUILDING SUPERVISION. 


Ten years’ experience in rebuilding all 
types of automotive engines. Formerly 
in charge of large authorized Ford re- 
building operation. Can furnish the best 
of references. Address Box 4801, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE—400 UNIT dealership handling 


one of top two. Located in northern New 
Jersey and metropolitan New York area. 
Potential unlimited, Ultra-modern shop, 
parts and used car departments, Lease 
at low rent or buy property. Must have 
factory approval, Box 4793, c/o Automo- 
tive News, Detroit 26. 


FOR SALE—SUCCESSFUL dealership han- 


dling Ford. Located in central Iowa. Ex- 
cellent farm community, modern building 
including showroom, parts department 
and well equipped shop. Same franchised 
owner for thirty years desires to retire. 
Splendid opportunity with limited invest- 
ment. Factory approval. Box 4794, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Studebaker- 


Packard and two leading farm implement 
lines. Located in east. Same ownership 
and location for 15 years. Long term 
lease available with option to buy. You 
buy only parts and equipment at below 
dealer’s cost. Box 4795, c/o Automotive 
News, Detroit 26. 


DEALERSHIP ESTABLISHED over iwenty 


years. Located in southeastern Massachu- 
setts. Owner must retire because of ill 
health. Beautiful showroom, fully 
equipped repair department, parts depart- 
ment, large storage area in basement, 
adjoining used car lot. Box 4791, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Hudson — 75 


| A 
| 


miles west of Chicago, city 15,000. Rich 
farming, heavy industries, monthly pay- 
roll over million dollars. Well equipped 
shop, body tools and paint, parts, furni- 
ture and fixtures. Used car lot adjacent 
to showroom. Low rent. Price $7,500. Box 
4797, c/o Automotive News, Detroit 26. 


UTO AGENCY HANDLING Packard- 


Studebaker; 1954 sales $108,000; show- 
room, fully equipped for body-motor re- 
pairs; tow truck; modern building 50 x 
102; N. E. Ohio city, with property. Auto 
agency handling Studebaker; complete 
showroom, parts bin, offices; 1954 sales 


$272,279, steadily increasing; complete 
body-motor repair service; Ohio county 
seat; priced right. Apple Co., Brokers, 


Cleveland, Ohio. 


FLORIDA DEALERSHIP handling Stude- 


baker-Packard. No liabilities. Route U.S. 
1 and 60. Six thousand population area 
plus. $15,000 total. This is less than cost 
covering stock, equipment, merchandise, 
parts, etc. Will sell or lease property. 
= 4765, c/o Automotive News, Detroit 


GO WEST! ENJOY life in beautiful, grow- 











‘rg Rocky Mountain City of 50,000. 
Agency handling Dodge-Plymouth—$50, - 
500. Agency handling Chrysler-Plymouth 
—$52,500. Present successful owners re- 
tiring. Trade area of 125,000. Reply to 
o 4810, c/o Automotive News, Detroit 
6. 





DUAL AGENCY FOR SALE han: 


DEALERSHIPS AVAILABLE 


Chrysler-Plymouth and Internationa 
panding western Washington tow in 





COLORADO DEALERSHIP — 600 car ac- 


beautiful Pacific northwest. Owner ~etir. 
ing. Price includes solid assets only. No 
charge for good will. Well established 
business with unusually good clie:tele, 
Fine location. $100,000 monthly vo'ume, 
Modern plant is completely equippe:. for 
sales and service, Premises may be fvor- 
ably leased or purchased. No br»ker, 
Write or wire owner's represent: ‘ive, 
Box 4805, c/o Automotive News, Detroit 
26. 

DEALERSHIP HANDLING CHRYSLER- 
PLYMOUTH in New Jersey south sec- 
tion, Industrial, poultry and farming 
section, growing community. New car 
sales 200. Large used car lot, large show- 
room and building 8 years old, Fully 
equipped. Want to retire. Factory ap- 


proval necessary. Cash required, $0,000 
balance as rental. Telephone number and 
time requested. Box 4809, c/o Automotive 
News, Detroit 26. 


count. Five year balance on lease. Have 
other interest. Fifty thousand will han- 
dle for quick sale. Box 4774, c/o Auto- 
motive News, Detroit 26. 





Completely equipped 


DUAL DEALERSHIP FOR sale handling 


Ford-Mercury. Center of cool Colorado, 
wonderful hunting and fishing area. Cen- 
ter of 165 million dollar reclamation 
project, excellent service and parts facili- 
ties, beautiful showroom, Only dealer in 
county handling Ford-Mercury. Reason 
selling, buying metropolitan dealership 
o.herwise wouldn’t consider selling. Terms 
available. Box 4804, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 


outh in southern California, Rural com- 
munity. Approximately 50,000 population 


in area. No real estate, Old established 
deal. Box 4803, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Buick-Oldsmo- 


bile. Established 1940—prosperous 
Georgia town. Wide trading area, Ap- 
proximately 150-200 new cars per year. 
December, January, February new car 
deliveries were 48. Present owner has 
other business interest. Reply Box 4743, 
c/o Automotive News, Detroit 26. 





Handling Lincoln-Mercury 
City of 17,000 Eastern Ohio 


service department. 





Three county franchise. 150 new cars a year. 
Large used car sale. Long established—Owner 
retiring. 

A. KORYTA, INC. 
253 The Arcade Cleveland 14, Ohio 





DEALERSHIP HANDLING Ford-Mercury, 
town of 8,000. Central Missouri. 200 car 
potential. Excellent building, facilities. 
Clean parts inventory. Adequate shop 
equipment. $30,000 will handle. Must sell 
due to health condition. Box 4766, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler and 
Plymouth—San Francisco, California. Po- 
tential 300 to 350 units per year. Good 
lease, no ‘“‘Blue Sky.’’ Write Geo. C. 
Merrill, 817 Matson Bidg., 215 Market 
St., San Francisco, Calif. 


FLORIDA DEALERSHIP handling Pon- 
tiac. 75 car franchise. Tremendous po- 
tential. Entire operation—$13,500. Lease 
building. No used cars or accounts re- 
ceivable. Must secure factory approval. 
Box 4768, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE handling 
Chevrolet. Sold 165 units last year. 
Northern part of Ohio, city of 10,000. 
Good farm community. Will give long 
time lease on building. Factory approval 
required. Box 4790, c/o Automotive News, 
Detroit 26. 


200-CAR DEALERSHIP handling Chevro- 
let in attractive eastern New York col- 
lege city and 70 miles from metropolitan 
competition. Fine organization and good 
rental real estate. Fine opportunity on 
reasonable investment. Box 4796, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIP FOR SALE handling Stude- 
baker and Packard—25 miles from New 
York City. Will give long term lease. 
Good paying, excellent service business, 
plus. Must sell due to ill health, Answer 
Box 4792, c/o Automotive News, Detroit 
26. 








DEALERSHIP WANTED 


WILL PURCHASE Genera: Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida, Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4783, c/o Automo- 
tive News, Detroit 26. 


HAVE CASH AND FACTORY approval. 
Want large or small Cadillac deal; Buick 
deal, 250 cars up; Cadillac-Olds or Cad- 
illac-Buick, 250 cars up. Consider any 
good GM deal. Prefer Fia., others consid- 
ered. Pay reasonable cash figure, Con- 
tact Bob Lee, c/o Williams Buick Co., 
2031 Atlantic Blvd., Jacksonville, Fia. 
Phone EX. 8-4516. 





HELP WANTED 


Factory Representative 


One of the “BIG THREE’ AUTOMOBILE COMPANIES has several 
openings for District Managers. 


If you are between the ages of 25-35, experienced in Retail 


and Wholesale selling of automobiles—if you are looking for a 
permanent position with plenty of room for advancement, good 
salary, generous hospitalization and pension plan—here is your 


chance. 


Box 4780, c/o Automotive News, Detroit 26 
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HEALERSHIP WANTED 


ss 
JUST SOLD 
MY AUTO DEALERSHIP 
Have cvailable $250,000 cash 
DESIRE FORD OR GM 


500 to 2,000 cars potential 
Ready to move fast. 
Factory approval assured 


All inquiries will be answered immediately 
and confidentially. 


Box 4784, c/o Automotive News, 
Detroit 26. 


—_—_——— 


—— 


DEALER SERVICES 


Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY 


The Low Cost Will 


Amaze You 


Write for Details to 


FRED W. SCAIFE 


AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 





LICK YOUR ADVERTISING 
PROBLEMS! 


Use our copyrighted weekly ad service 


Tested! Proven! Effective! 


Our exclusive method will step up new and 
car sales and rapidly a uses 

service volume . . . watch your 

mushroom with our EXCLUSIVE, al 

copy and ad material. You get pos = 

sults at VERY LOW COST! 

Earliest subscriber in each city o¢ town is 

guaranteed 26 weeks exclusive use os his area 

‘ected NOW . write today for full 

etails. 


CO-OP ADVERTISING SERVICE 
Box 44 Everett 49, Mass. 











INVENTORY SERVICE 
BUYING OR SELLING A 


Inventory will save money 
DON'T GUESS—-BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





BUSINESS OPPORTUNITIES 


ste etanessegicigedalclaa inn elicit 

ATTENTION — PROFIT minded Florida 
new and used car dealers. Do you need 
more gross? The Willys jeep and 4 wheel 
drive line can be added to your present 
Operation at practically no additional 
cost. We signed 10 new contracts in 
Florida in’ March. Join the swing to 
Willys for added profit from a non-com- 
petitive line. Write Willys-Florida Dis- 
tributors, Box 630, Miami, 


Fleet Lease Contracts 
250-275 Cars 


Located Michigan and Illinois 


First rate accounts 


Box 4807, c/o Automotive News, 
Detroit 26 





USED AUTO PARTS, good salvage yard. 


BOAT YARD AND AUTO agency for sale. 
So tact Al 
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BUSINESS OPPORTUNITIES 


Route one, New £ngland, state and city 
permits. Long lease, $6,500 
takes everything. Box 4812, c/o Automo- 
tive News, Detroit 26. 


uth Jersey. Now operating. Con 
Somers Point, New Jersey, Phone 


PARTS FOR SALE 


Genuine Chevrolet 
FENDERS 
Front, "49-53 - - 

Rear, °49-"50 - - = 

ALL BODY PARTS 


$16.88 
8.10 


40% Discount 


Free Illustrated Catalog 
Shows Thousands of Parts 
at Lowest Net Prices 


G-M PARTS DISTRIBUTOR 


4120 Irving Park Road 
Chicago 41, Ill. 
We Ship Anywhere 


Do You Need 
LINCOLN - MERCURY 
PARTS? 


1938 thre 1951 


SHEET METAL - BODY 
and MOTOR PARTS 
30c on the $ 
Write—Wire—Phone 
Us Your Needs Now 


= MOTORS, ho 
229 Second Aven 
NEw YORK 21, N. "Y. 


TEmpleton 8-2700 


BUICK PARTS 
All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


PARTS WANTED 


WANTED — STUDEBAKER PARTS. We 
buy complete inventories. Send us your 
inventory, showing factory part numbers 
and quantities. We'll submit our quota- 
tion promptly. Gezon Motor Sales, Grand 
Rapids, Mich. 





WANTED 
BODY FOR 1954 CHRYSLER 
IMPERIAL 
WILLIAMSON MOTOR COMPANY 


1223 N. Water Street 
Corpus Christi, Texas 





CARS FOR SALE | 











BUY IN MIAMI 


300—1955 models—Ford, Chevrolet, Plym- 
outh, Pontiac, Buick, Dodge, Cadillac 


Sedans and Convertibles 
Driven Only 2000 to 4000 Miles 


Top Condition 
Delivery arranged 


Inventory on Request 


MORSE AUTO RENTALS 


7726 N.E. 2nd Ave. Miami, Fie. 











USED CARS 


1953 and 1954 used Fords, Chevrolets and 
Plymouths, all body styles, for sale. Excel- 
lent condition. Will deliver anywhere. 
Wholesale buyers welcomed. 

Write or call: 

W. V. Megee 


ROLLINS FLEET LEASING 


Rehoboth Beach, Delaware 
Telephone: Rehoboth 326! 








R.A.V.P. MEANS THE 
R.A. VALUE PLAN 


In Addition It Means 
° eS ot te 
Fords, Piymouths and Chevrolets. 
Strict ‘‘Dealers oar wholesale 
policy. 
. Guaranteed Titles. 
. Large assortment colors and models 


always available. 


. All cars excellent condition. 


6. Insured transportation service avail- 
able. 


. 20 YEARS OF EXPERIENCE 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 


Winton 1-7660 


Write or call your needs 
or for our brochure 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 
229 $. Henson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





1953 PACKARD—S8 passenger sedan. Black 
finish. White tires. Fully equipped and 
like new. Sold for $6,900. First $2,550 
buys. Fisher Motors, 2114 North Har- 
wood, Dallas, Texas. Phone Sterling 
4722. 


CARS WANTED 


USED, GOOD CONDITION—4 wheel drive 
station wagon, pickup, power wagon or 
military personnel, Ammo carrier. Write 
Burt Ives, 212 South Tenth 8t., Rich- 
mond, Ind. 


BUSES FOR SALE 


SCHOOL BUS 


1952 Chevrolet 36 passenger, excellent 





condition. 26,000 miles act. Growing com- 


| munity needs larger service. Best offer 


over $1,700. No trade. 


CLARKSBURG ELEMENTARY 
SCHOOL 


North Adams, Mass. 
Mohawk 3-8735 C. L. Warner, Supt. 


RD. No. | 
Tel. 





BUSES WANTED 

WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


AMBULANCES FOR SALE 
1946-1950 CADILLAC AMBULANCES, fully 
equipped. 1948 - 1949 - 1950-1951 Cadillac 
hearses. 1950-1952 Cadillac limousines. 
Box 4811, c/o Automotive News, Detroit 
26. 


SHOP EQUIPMENT WANTED 
WANTED — TURNTABLE for automobile 
display, suitable for use outdoors. Crane, 
one to two ton capacity, portable floor 





WILL TRADE 
FOR SALE OR TRADE, 47 foot A.C.F. 
documented cruiser. Good condition, 
sleeps nine; 175 h.p. Hall-Scott motor. 
Boat in inside storage on Lake 
Sell % original price. Could use 1955 
Cadillac 60 special. Reason—retiring and 
going west. Box 4806, c/o Automotive 
News, Detroit 26. 
NEW LINES WANTED 


ESTABLISHED MANUFACTURERS rep- 
resentative, able, responsible, wants spe- 
cialty or other items to sell to new car 
dealers in Northern California. Box 4778, 
c/o Automotive News, Detroit 26. 


MISCELLANEOUS 





qa color) $3.50; (2 colors) 

inse’ : per 1000. Samples 
free. Specialties, Dept. 
1422 Rosemont, Chicago, Ill. 


ee 


MISCELLANEOUS 


REPLACEMENT: 3-ply convertible tops— 
$18.95. Auto headliners—$12.50. Civilian 
jeep tops—$70.20. %-ton truck canvas 
cover and bow assembly—$65.00. 16 gauge 
clear Vinyl auto seat covers, Rush serv- 
ice, Boston Big Buck, 307 Cambridge St., 
Boston, Mass. 


FOR SALE — ONE aa A.C, Are 
welder, 220 volts, Phase, 400 amps. 
Meyer Bros, Co., Philipebure, Pa, 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requiremerts 


MOTO-MATIC 
TOW . GUIDE 


and 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


WANTED 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 
Is the Cheapest 
INSURANCE 
You Can Buy 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP......... 


Meets ALL 1.C.C. Requirements 
o * . 


WITH BRAKE HOOK-UP 


ONLY. . 951" its 


Meets |.C.C, Strength Requirements 
—-SPECIAL— 


TEEL (T 
CASE wih Wheels & Handles DUS99 
(Add §5e for Padiock with 2 Keys) 


QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributers 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-466 
40 So. Clinton St., Chicago 6, If. 


TO BUY 


New & Used Heavy Duty Trucks 
22 to 20 Ton 


We buy and sell all makes and models of new and used heavy duty trucks, 
trailers and truck equipment. The bigger they are the better we like um! We 
buy anywhere in the USA or Canada. Call us Nowl 


COOK AUTO CO. 


Established 1914 
GMC TRUCKS & KINGHAM TRAILERS 


934 MAIN ST. 


FR 4-4848 


LITTLE ROCK, ARK. 


TO BE SOLD 
VERY NICE CARS 


Chevrolet's 1954s—200 tudors priced way below red 
book, low value. Can be bought in lots of any number. 
Small or large. Also 50 other cars—1949 and 1950 
Fords, tudors—fordors—coupes. 


OGONTZ MOTOR CO.., 


INC. 


Ford Dealer 


Call, write, or wire — WAverly 4-1600 — A. G. Liles 


6146 LIMEKILN PIKE 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [[] 
for which check is attached [_] or send bill [1] 


PHILA. 41, PENNA. 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Ws bias Ga WaNen acide MhOe SNS PRRESES KAAS OAaRSR REED eneee eee 

Nn ik canine cachaeehkeone ons tanbaneeaee Zone No......... 

Ic kcilbeeedensic halts clei dh emcee die Cin ins sidineecumeae 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [) Supplier (J 
RN Ms 60 ks 4 dneceedades ober endseiees Os 466n'ee sncken cee 

4-11-55 











Beats 


More power per pound of weight—more space for driver and passengers—more miles to the gallon of gas! 
You’re selling all these and many extras in the Renault 4CV 4-door, 4-passenger sedan, and, you’re selling 
the lowest priced quality car in the world! Invite customers to compare the 4CV in any and all ways—they’ll pick 
the 4CV as the best buy, the best car, beyond the shadow of a doubt! 


American Price 
East 
West 


Weight in Working Order 
Brake Horse Power 

Power Weight Ratio 
Compression Ratio 
Replaceable Cylinder Sleeves 
Gear Box 


Acceleration Through Gears 
0 —30 mph 
0—40 mph 
0 —50 mph 


Acceleration in Top Gear 
10 —30 mph 
20 — 40 mph 
30 — 50 mph 


Fuel Consumption at Constant Speed of: 


30 mph for 62/2 mls. 
40 mph for 62’ mls. 
50 mph for 62'2 mls. 


Doors 

Turning Circle 

. Maximum Leg Room Driver Seat 
Maximum Knee Room Rear Seat 


Height Above Rear Seat 


Dealer inquiries invited—contact: 


Direct Factory Branch 


RENAULT of FRANCE 





[__rawunr ae __ [aa Po 


$1,195.00 
1,295.00 





‘em all . everything including price! 


ENGLISH IMPORT 1 ENGLISH IMPORT 2 


$1,287.00 $1,545.00 


1,695.00 


a ee 
[_28@4s00rm | s0@S400—m | 2% @4500rm | _90@4800rpm 
[__45.91bs.perkp | 586 lbs: perhp | __ 89.2 1bs. perp | 60.1 bs. por hp 
EE ee ee 
es ee ee ne 
[stnderdusee fee fe ‘ 


7.9 sec. 
14.1 sec. 
24.8 sec. 


15.8 sec 


16.0 sec. 
21.0 sec. 





8.4 sec. 
14.9 sec. 
28.6 sec. 


15.9 sec. 
17.6 sec. 
24.1 sec. 


1.43 US gal. 
1.53 US gal. 
1.82 US gal. 


4 
33’ 
174" 


a 10” 
ae ee aw" 


270 Park Ave., New York 17, N. Y. 
PLaza 5-8700 





